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1. h@SNIIA S

1.1.1. Summary Description of Plan
PPL Electric UtilitieSorporation (PPL Electric or the Company) hereby submits its Act 129 Phase II
EnergyEfficiency and Conservation Plan (EE&C Plan or Plan or Phase Il) in compliance with Section
2806.1 (b)(1)(i) of Act 129 (the Act). This filing is being made pursuare #cthand the August 3, 2012
Implementation Order of the Pennsylvania Public Utility CommisSiomfmissiohat Docket Nos.
M-2012-2289411; M20082069887 (Implementation Order entered August 3, 2012) (Implementation
Order).The Plan describes axtensive portfolio of energegfficiency and conservation programs and
related education programs. The proposed portfolio consists of the following programs:

Continued from Phase | to Phase II:

Appliance Recycling

2 T Act 129 Ph&sé IBRGad NA OQ a

Residential Retail Prografpombines reslential lighting and energgfficiency)
Residential Energificiency Behavior & Education

LowIncome WRAP Prografwith changes)
E-Power Wise Program

Prescriptive Equipment Small C&l, Large C&l@mvernment/Educational/Noprofit

(a/k/a, GNIwith additions

Custom Incentive Small C&l, Large C&l and GNI Program

New Prograns in Phase II:
Residential Home Comfort Progrdhybrid combining the Phase | Audit and
Weatherization Program and a portion of Phase | Residential Efficiengriaept with a

ThePt | y
equitable, flexible, and wideanging set of programmatic choices, incentives, information, and
educational opportunities. Together thegeet the goals outliad in the Implementation Order and
successfully balance stakeholder input with budget constraints and savings objectives. Each individual
program is described iBection 3

new home component

Sudent and Parent Energgfficiency Education Program
LowIncome Energydficiency Behavior & Education Program
Master Metered Lowincome Multifamily Housing Program

Continuous Energy Improvement Program
School Benchmarking Program

LNREPJARSAE || LIR2NITF2f A2

1.1.2 Plan Objectives
The requirements of the Act are consistent with BPL S OG NA OQa 2@0SNI tf odzaAySaa
of promoting energyefficiency and conservation while striving for excellence in customer service. PPL

9f SOGNROQAa AYLX SYSyidlGdAazy
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Phase | programs were designed, changed, enhanced, or eliminated to more effectively meet customer
response. The Phase Il plan represents an opportunity to expand this effort and continue to provide

customers with choices that enable wiser use ot#ileity; reduced electricity consumption; and

opportunities to save money without diminishing quality of life or businé&cgveness. In addition,

PPLOf SOGNROQA OdzNNByd LI Iy ¢ dimeladdf8 Bartiing gre@mMj@bs it S | LILINI
the last fou years, and the proposed plavill continue this kind of support for local economic

development.

The Phasé Plan is designed to meet thequirementsset forth by the Commissiéha L Y LI SYSy G G A
Order. Thoserequirementsare:
e Comply with the designated expenditure cap of 2% of 2006 Annual Revemesch year of
the three-year Pan, which equates to an average of approximately $61.5amifler year for
three years and approximately $184.5 millicior the Phase Iperiod. The threeyearPlanwill
start on June 1, 2013 and conclude on May 31, 2016.
e Achieve a total overall energy reduction of at least 821,072H¥W by May 31, 2016. At least
25% of theenergy reductiortarget must be achieved in each of the three program years.
e Achieve a minimum of 10% (82,107 MWh)\af the total required energy reductions from the
Institutional customer sectdny May 312016. Thanstitutional sector includes government,
education, na-profit, and multfamily housing.
e Achieve a minimum of 4.5% (36,948 MWh)\of the total requirecenergyreductions from the
low-income customer sector £150% of Federal Poverty Income Guidelines) by May 31, 2016.
This includes savings from lemcome programs and losamcome participation in general
residential programs.
e The proportion of measures available to the lavcome sector is at leaSt95%of the total
measures available to all customer sectors. A list of measures is includegdendixE
e Offer at least one energefficiency program for each customer sector and offer a reasonable
mix of energyefficiency programs for all customer sectors. Offeteast one comprehensive
measure for residential and commercial customer sectors.
¢ The portfolio is coseffective based on the Total Resource Cost Test (TRC).
¢ Allocate the cost of measures to the customer class(es) that receive(s) the benefit of those
measures.
¢ Define the roles and responsibilities of Conservation Service ProvidSB)
¢ Include procedures to measure, evaluate, and verify performance of the programs and the Plan
Fad I gK2fSd® ¢KSAaS LINRPOSRdAz2NBEA | NSwhiRiSaiaeONA 6 SR A Y
ddzo YAGGSR &SLI NI GSt e |y Rtaewide INRIUABSIRSWER (G KS [/ 2YYA
o Define a mechanism for recovery of all applicable costs.

1.1.3 Overall Strategyto Achieve Energiefficiency Goals

PPL Electric carefully evaluated e&ttase | program to determine its viability for Phase Il. For programs
and measures offered in Phase |, PPL Electric program staff reviewed data to compare what was
achieved against what had been expected. Information from the SWE Market Potentied Bésdy

reviewed, including achievable potential, incremental costs, kWisgvings, and TRCs. Measures with a

low savings and a low TRC were generally excluded. PPL Electric also considered market transformation
and freeridership during the program planninggress and excluded some measures accordingly.

1$184.5 million excludes Statewide Evaluator costs that are not subject to the funding cap.
% Electric Energy Efficiency Potential for Pennsylvania Final Report (releated®ymmission on May 10, 2012

6|Page
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The process to establish the overall portfolio (the mix of measures and programs for customer sectors)
required many iterations to successfully meet all of the Act 129 requirements described above and
achie\e a reasonable balance between sectors, savings, budget, and an overall TRC. In addition, the
portfolio was designed to ensure a transition from Phase | to Phase Il that is as seamless as possible to
customers and trade allies.

The maximum allowable fumttj specified in the Implementation Order for PPL Electric is $184.5 million.
The proposed Plan totals $183.6 milfipand with anticipated changes in the TRM that will likely reduce
savings and increase acquisition costs, PPL Electric fully expecteta edlavailablefunds in Phase II.

¢KS LYLJX SYSyGrdA2y hNRSNJ NSIljdzANBa a95/a (2 RS@St 2
comprehensive measure for residential and small commercial rate classes in EE&C Plah<Lghidigl NR & é
Implementation Ordeat 20. To meet this requirement, PPL Electric will offer the Home Comfort

Program designed for new and existing homes. This comprehensive program will include an incentive for
contractors who build energgfficient new homes and customer incentives for audits!

weatherization for existing homes. To meet the requirement for the Small C&I sB&tbrElectric will

also offer free audits and a comprehensive array of measures specifically designed for farms as part of

the Prescriptive Equipment Program for Snail.

Consistent with the recommendation in the Implementation Order, PPL Electric will offer a program
designed to address energyfficiency within multifamily lowncome master metered buildings.
Implementation Order at 49. It is expected that thkaster Metered Lowlincome Multifamily Housing
Programwill provide approximately 6,500 MWh/ytoward the required GNI 10% savings goal.

PPL Electric designed its portfolio to provide options for all customer sectors. PPL Electric engaged
stakeholders throughout the development process and wherever possible and practical included their
suggestions in the final plan. As an example, the Sddeachmarking Program suggested by
stakeholders will not yield any quantifiable energy savikigsvever, PPL Electric recognized the value
of providing school administrators with energfficiency information that will help them make

informed decisions alut energyefficiency upgrades, and included it in the proposed Plan as an
effective complement to other program offerings.

1.21. Plan Development Processd Key Assumptions

tt[ 9fSOUNRO 06S3Fy RSGOSt2LIAY3IT F tKFaS LL LI Yy LINR
Secretarial Letter seeking comments on topics related to the Phase Il EE&C Plans. In addition, PPL

Electric engaged Cadmus Group Inc. to provide assistars@luating new measures and new

programs identified for Phase I, and to conduct the TRC for the Phase Il EE&C Plan.

PPL Electric hired staff for Phase | to develop RFPs, lead the selection process, and manage all aspects of
Phase | programs. Overgliast four years, that staff has worked closely with CSPs, trade allies,

customers, and stakeholders to seek their input on programs and measures. The success of Phase | and
design of the Phase Il Plan is a result of drawing on their expertise.

% Excludes Statewide Evaluator costs that are not subject to the cost cap. These costs are estimated to be $3
million for PPL Electric.

7|Page
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An inhouse Steering Committee made up of executives and managers with direct and indirect

involvement in Act 129 guided the overall Plan development process. The Act 129 requirements and

/| 2YYA&a4aA2y Q8 LYLX SYSyidl A2y hNRSKEholtledinpat3dmied I & S E L
the primary basis for the development of the Plan.

Figure 1Process for Developing the Plan

TRM, Market
Potential Study and
Best Practice
PPL Electric’s Review Technical, Economic
2006 Sales & and Achievable Portfolio
Revenues Assessment Balancing
Act 129 Phase Il
R neas PPL Electric A meE:‘rﬁ PPL Electric Final EE & C
PA PUC Order Targets Options Portfolio Plan
PPL Electric’s Stakeholder Input & Stakeholder Input & Stakeholder Input &
Approved Energy EDC Collaboration EDC Collaboration EDC Collaboration

Baselines

The Phase Il targets set parameters for constructing a portfolio of measures and programs for different
customer classes. For easbctor, a set of program concepts was developed based on Phase |
experiences, the Market Potential Study, best practices, and lessons learned irsptilityored or

publically funded energegfficiency programs. The programs were designed to satisfy tip@nements

of Act 129 and ensure a range of program options were available to all customer classes and market
segments while meeting the reduction targets for governmentalApoaofit and lowincome sectors. The
process for developing the Plan consiste@stfablishing a set of guiding principles including: 1) using a
top-down approach to establish possible targets based on Phase | achieved performance by sector; 2)
evaluating energiefficiency measures by potential, cost, and TRC, using the SWE Markedidt@rrdy
FYR tt[ 9fSOGNROQA YIN]JSG NB&aSIENDK FyR SELISNASYOS
portfolio to meet all of the Act 129 requirements; 4) providing opportunities for stakeholders to
participate and contribute to Plan development; aijdmaking adjustments based on what is

affordable, customer feedback, and the requirements set forth in the Act (i.e., GNI savings target).

1.22. Principles Guiding Development of the Plan
PPL Electric has a leatanding commitment to energgfficiencyand helping customers use electricity
wisely, as well as helping customers save on their electricity bills. The following guiding principles served
as a backdrop to development of the measures, programs, and implementation strategies in PPL
9f SOU NMMNDQa L2 NJ
e Customer focusPPL Electric has a long histonedficating consumers aratting as a
trusted energy advisor to its customei$s Plan was developed to empower customers to
take energyefficiency actions that save money in ayahat is simple tanderstandand
costeffectively gtimizes customer benefits to the greatest extent possible.
e Compliance with Act 129 PL Electric takesriouslyits regulatory obligations to offer
energyefficiency and conservation programs to its customers. Consisigntthe
requirements of Act 129, PPL Electric has sought significant stakeholder input, and has

8|Page
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developed a portfolio of cosffective programs to generate the energy savings needed to

meet the goals outlined by the Pennsylvania LegislametheCommssion

Leadership in efficiency and conservation:t [ 9f SOGNA OQa tfly odzAf RaA
Act 129 Phase | Plamd its consumer education prograntst [ 9f SOGNR OQa STFF2N
customers in energegfficiency have included offering an online home energy use analysis

tool; providing customers withourly and daily electricity use information via the Internet;
offeringfinancial incentiveandrebates for all customer segmentgromotingeducation

and community outreach tencourageenergyefficiency;andprovidingeasy access to Act

MHG LINPBINIY YFEGSNRAIfa 2y tt[ 9t SOGNROQAa 0O2YL)
in installing smart metetechnology at every customer site in its service territory.

Proven solutions and sustainable savingst [ 9f SOGUNA OQa LINPINI Y& F2C
effective, energyefficiency technologies that can be installed alone or as part of an

integrated strategyto longterm, sustainable energgfficiency.Despite the challenges

presented bythe need to balance savings targets and available funding with decreasing TRM

values (lower savings), lower avoided costs (lower benefits for energy savings), and inflation
(MIKSNI AYLI SYSY(GlFGAz2y O02ada ¥ 2elitiendy projeat§) S Oi NA O
PPL Electrim designingts Act 129 Phase Rlansought to optimize energy savings for each
participating customer location through extensive efficiency straegand will encourage

participation in its multiple programs and incentives wherever such participation makes

aSyasS F2N) Odzad2YSNE® t NPINFYa GKFEG YAIKE KIF G
adjusted midcourse because savings may no longer make grpro or measure cost

effective.

Flexibility and optionst t [ 9 f S O (désRyr@dta bédlexible ghouljitaddress

changing market condition3ghe Plan provides multiple program options, education,
AYF2NXYIEGA2YE FAYIYOALT AyOSydA @&fficienc YR aSNIDA
needs Some programs provide customers with atidfbrmation that allows thenmo make
informeddecisions basedropersonal and organizational prioritieshile allowingenergy

efficiency improvements to be made in phases

Market transformation:t t [ 9t SOUGNAROQa tfly A& RSaA3aIySR (2
acceptance and installation of energfficient technologies. IPL Electric will take steps to

assist its customers with the installation of lmest, highsavings, energgfficiency

YSI &adzNBa GKFG LINPGARS adzadlAylrofS al @gay3aa 20
to install innovative technologies, particukathrough its proposed Commercial and

Industrial (C&l) Custom Incentive Program, and includes provisions for training and

education, outreach téerade allies and stakeholderand an active overarching customer
awarenesgampaigrto ensure customers are geabreast of evechanging advances in

technology. PPL Electric will monitor performance of its programs and adjust programs as

required if there is sufficient market transformation or high frégership.

Commitment to lowincome customersAct 129 cony dz<Sa tt [ 9f SOGUNROQa ai
commitment to helping lowincome customers reduce their electricity consumption and

alr @S Y2ySed Ly FTRRAGAZ2Y (2 O2yinkofhddlsyigd tt [ 9f
Reduction Program) known as the Winter Relief Assist&nogram (WRAP), Phase Il will

offer the EPower Wise program and the lelwcome Energ¥efficiencyBehavior &

Education Progranturther, although the Master Metered Lelwcome Multifamily Housing

Program is designed as a GNI program, it is expected tha thill be energefficiency

educational materials provided to the tenants.
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1.23. Assessment of Resource Potentials

In January 2012 PL Electric starteslvaluatingAct 129Phase | Progranend measure$o determine

what programs and measures shoulddmnsidered for Act 129 Phase Il. Using S / 2 YLJ Yy @ Q& Y I N
NEASEFNOK |yR aidzRASA&S (KS infarvatidn@arnerdd/frona distussiodsS G L2 G
with other utilities, ENERGY STA®R® Consortium of Energy EfficienddgE = t t [ @dradO i NA OQa
staff systematicallystudied theenergysavings potential available in each market sector and used that in
presenting programs and measures to be considered in the design of Act 129 Phase Il

1.24. Developing the Portfolio

The energysaving targets, the expenditure cap, cestectiveness of the portfolio, the GNI and lew
income setasides, and the customer equity guidelines established by Act 129 defined the major
parameters and constraints for developing the portfolio. Developmemhefportfolio and subsequent
revisions began with &op-R 2 ¢ grécesshat involved evaluatingachsectorbased on what was
being achieved irct 120 Phase |. At the same time, PPL Electric Programestffated program and
measure levels from thé o2 2 Y andaiidatified possible programs for consideration in Phase II:
those that were innovative, those that were successfully being offered by afiiities and those
programs requested by customers, trade allies, C&Pstakeholders

Step 1:PPLElectricreviewed required targets, targeted fundirtipe market potential studyand
performance from PhaseThen, PPL Electric drafted a list of potential Phase 1l measures,
grouped those measures by programs and sectors, and put those into its Portfolio Model.

Step 2:For each measure, data on technical specifications and potentialsa@nergy and

costswdNB O2 YLIAf SR LINAYINARf& FNBY (KSdefivaeriag | YR FNRB°
energyefficiencyprogramns. Other technicatesourcesincluding the Database for Energy

Efficiency Resources (DEERgEand ENERGY STARre also consulted?PL Electri

contacted energefficiencyprofessionaldrom around the country regarding program design,

costs, savings, and customer response.

Step3: PPL Electricedermined the life-cycle costs, savingand avoided cost benefits for each
YSI adz2NB (2 O2 Y LidzieHectivénéss oM b TRENSsecivdplcation of

the TRC identifiedomemeasureghat did not meet the coseffectiveness thresholddowever,

to ensure a welbalanced compretensiveand complementarynix, somemeasures with high
saving potentials such as insulatitveat pump water heater (HPWH)nd packaged air
conditioning units were retained in the portfolio. To ensure consistency with Phase | methods
and EM&V proceduresRIC calculations wegerformedby The Cadmus Group, Inc., PPL

9f SOUNROQaA 9agzx |/ {ibdetenBécosteticdtidevdsiiaiedisged in dza S R
Table7- 7E Section 8.

Step4: For each program in the portfolio, savings were calculated, using the draft 2013 TRM and

0KS NBadzZ Ga 7 NERcYic Bnkr/fidiehcy Pbiential im Rennsylvariacompile

information on measure savings and codtke available potential foraeh program was guided

largely by the results of the potential studyt [ 9 f SOG NA O Qand frdgéain 2 Y S NJ & dzNID
experience fronthe Act 129Phasd programs.

* Calculation methods and assumptions used for estimating all program costs are provisteueindix D

10|Page
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Step5: The aggregateplanlevel savings for prograsiwere spreadver the threeyearplan
cycle toestablishannual saving targets. Expected raunp of annual savings varied across
programs. In the case of new programs where no prior local implementation experience or
infrastructure exists, savings are expected to accrue at lower |lavgddly and accelerate
gradually over the course of the Plan.

Step6: Finally, the expected number of participants and customer incentive levels in each
program were adjusted iteratively to balance the portfolio. The objective of this balancing
exercise was tonpvide a reasonable mix of programs that meets all of the Act 129
requirements, such as GNI and lincome setasides, the overall cost cap, equity across various
customer segments, and cesffectiveness at the portfolio level.

1.25. ManagingUncertainty

The proposed EE&C program portfolio was developed within the confines established by Act 129 and

GKS /2YYAaar2yQa LYLXSYSyidldA2y hNRSNWP ¢KS LINRLRA
including energy savings, and cestectivenesf the portfolio, expenditure limits, customer equity,

and setaside provisions for loincome and governmental/neprofit customer segments, and other

NEBIljdzZA NSYSyida 2F GKS !'0OG FyR GKS /2YYAadaAz2yQa LYLX

As was the case during Phase & tonsumption reduction targets set by the Commission for Phase Il
are cumulative in nature. That is, to achieve the target set by the Commission in its Implementation
Order, PPL Electric is required to achieve thyear cumulative reduction of 2.1% MWhAAIlthough

PPL Electric has developed a plan to achieve its #wae cumulative target, the Company has
identified a few areas of uncertainty that could impact the success of the Phase || EE&C Plan.

First, the state of the economy is constrainingidli 2 YSNBR Q ¢gAf f Ay3dySaa 42 YIS
efficiency, especially Small C&l and institutional customers (schaoigrofits, and governments)n

addition, at present, electric rates are relatively low. The combination of current state of tmego

coupled with low energy prices may reduce the likelihood that austs will participate in energy

efficiency programs.

To address this concern for SmallC& Odza G2 YSNAE X tt[ 9f SOGNAROQA &dz00Sa .
enhanced during the middle of Act 129 Phase I, will be continued in Act 129 Phase Il and is key to the
Prescriptive Incentive Program. Further, PPL Electric has designed its incentives & saiieient

portion of the incremental cost of each measure. These incentives, coupled with effective marketing and
Odzati2YSNJ aS3ayYSyialadAaz2ys gAft SyrotS GKS YSaal3aSa i
9f SOUNROQA t KIaS{QK2®0D3/SYOKYI NRAZTIFSNAFA2 O2ai d¢
Electric to reach school administrators and teachers, as well as schoolchildren and paredts;ate

them on energyefficiency. These are just some of the ways the Plan has been designedite ens

customers are aware and take advantage of the programs being offered.

Second, the likelihood of future changes to the Thddthe potential to result in further downward

adjustments to savings in future versions of the TRM (202@15) and could redte the savings

attributable to energyefficiency measures. In an attempt to address this uncertainty, PPL Electric
RSAAIYSR AlGa tfly G2 dzaS GKS al gay3a laadzyLliazya
savings are generally lower thanthe 2012 TRMR G KS &l Ay 3a dzaASR Ay GKS {2
Study. If there are further reduction in savings in 2013, 2014, or 2015 TRMs, PPL Electric would likely

have to adjust its mix of measures, programs, and sectors to attempt to accommodate the lowgssavin

1l1|Page
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and reach the compliance target. Further, PPL Electric has designed its Phase Il Plan to exceed the
compliance target by 2.5%. In addition, PPL Electric estimates a carryover of 110,000 Nafh/yr
Phasd. The overcompliance and carryover providdset flexibility to accommodate lower pe&neasure
savings or to provide additional savings to customers.

Third, there is limited time available between the approval of the Phase Il programs (expected in March

2013) and the earliest allowable launch dateyedd, 2013. That limited time may delay the launch of

some programs, may limit the time available to achieve the savings, and could prevent PPL Electric from
FOKASGAY3A wup: 2F GKS 993/ tflyQa algayia xWl¥KS ¥
NI G S¢ dzy @&ediylplanfingianddnitial marketing efforts to stimulate early interest and by

assuming lower savings in the first program year compéodtle second and third year$his rampup

rate also addressthe issue wherdargecommercial and industrial projects typically require a longer

lead time than the residential sector to idemtifbudget, and implement energgfficiency measures,

especially for customers with budget cycles and lengthy funding or procurement procesass.|Ph

projects must be implemented no earlier than June 1, 2013 (i.e. no retroactivity like Phase 1). Therefore,

these large projects may notcoroa lineSI N¥ @ Ay GKS FANRG t KF&AS LL LINES3

In addition, reaching key energy deion makers in both the small and large C&l customer sectors can
present a special challenge to PPL Electric and its CSPs, especially if the building owner (landlord,
property manager, etc.) is not the customer and does not pay the electric bill (paietligriant).

To address the uncertainty relating to reaching key energy deaisakers, as well as the related time
lag,PPL Electric worked with its CSPs and trade allies to develop strategies that mitigate the time
required to deliver programs. PPL &téc worked with trade allies to assess and expedite, where
necessary, the availability of trained and qualified personnel to deliver services, especially in the early
stages of the Plan.

The next uncertainty is how to adjust the EE&C Plan if actutdmpegince differs from estimates in the

EE&C Plan. The flexibility to quickly adjust progranesitical to achieving the savings compliance

target, equitable distribution of savings and costs among customer sectors, and other requirements of

Act 129. Thisncludes adjusting incentive levels and participation estimates if customer preferences and
program performance are different than estimated in the Phase Il EE&C Plan. Program delivery is not an
exact science, and it is difficult to predict the exact nembf customers willing to participate in the

programs offered. The Commission recognizes this and allows EDCs to establish ranges in their EE&C

Plan for incentive levels and customer participation. This flexibility allows PPL Electric to quickly adapt to
OKIFy3aSa Ay YIN]JSG O2yRAGA2ya o6& FR2dzAGAY3I AyOSyda
participation estimates.

1.26. Sakeholder Involvement

Throughout thedevelopmentof this Plan, PPL Electric pursued opportunities to inform stakeholders of

GKS /2YLIyeQa LINPINBaa FyR (2 a2t A0AG AyLdzieo . 20K
with many parties, including other Pennsylvania electric distribution compatoesumer and

environmental advocates; chambers of commerce; state, local, and private economic development
organizations; communitipased organizations; trade associations; governmental agencies; trade allies;

market partners; and CSPs.

Based upon the jput of participating stakeholdsy PPL Electric added new programs/measures and
refined others, resulting in a more creative and robust portfolio than would have been possible

12|Page
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otherwise® This collaborative process increased the likelihood of succespiarimanting the portfolio.
PPL Electric intends to meet with stakeholders as needed, but not less than twice annually until May 31,
2016.

Key information about stakeholder participation including meeting dates and topics discussetthevith
participantsis summarized infable APPL Electric also meetgulaty with its CSPs, trade alljes
equipment installers, engineers, consultants, equipment dealers, retailersyéto.provide pralucts

and services to customerand potential CSPs (companies who would like to contract with PPL Electric
to provide EE&C products and services) to revtewPlan progress, consider new products and services,
andor identify opportunities to improve EE&C programs.

TableA: Stakeholdr Coordination Activities and Patrticipation

Meeting Invitees or Attendees Topics Discussed

2/9/2012 Lowincome advocates, | Presented information about Act 129 Phase |
contractors, CBOs, PUC | low-income programs and sought input for Act
Staff and other 129 Phase Il program desighkt. the time of this
interested parties. meeting, the Secretarial Letter had not been

released. Included group discussions bh:
possible ways toeducelow-income program
costs 2) ways to improve the losincome
initiatives in Act 129 Phase 3)) program models
FNRBY 20GKSNJ I NBIF & 2dzia
territory that may hold merit for PPL Electric in
designing Phase Il leincome programs4)
barriers to ppgram participation. Notes from
this meeting were distributed.

Revieved Act 129timeline for Plan development
55Sa0ONAOSR tt[ 9fSOGNRX
the Plan. Identified possible issues and concer
Establishedest process for obtaining future
stakeholder inputPresentedoroposed funding
targets, challenges faced with reductions in
savings, mandatory savings targets and fungdin
and obtained broad stakeholder inpuErom this

6/5/2012 Full stakeholder group

PPI9f SOGNRAOQa 4Gl 1SK2f RSNJ ANRdzL) Ay Of dzZRSa odzi Aa yz2i
potential CSPs, environmental advocacy groups, chambers of commerce, public and private economic
development organizations, commuribased organizationgrade allies, including contractors, trade associations,
energy services companies, and vendors, market partners that deliver or promote esféoggncy programs,
including Keystone HELP, PHFA, SED®&, Community Action Committee of the Lehigh Veleluylkill

Community Action, Community Action Program of Lancaster, other Community Action Groups, property/facilities
management companies; Pennsylvania Public Utility Law Project, the Sustainable Energy Fund, statutory
advocates, the PA Department af\Bronmental Protection, municipal and local government groups, county
commissioners, township commissioners, the EFMR Monitoring Group, the Pennsylvania Department of
Community & Economic Development (DCED) Ergffiggiency engineers and consultants, Refuture, PPLICA

and Commission staff

13|Page
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Meeting

Invitees or Attendees

Topics Discussed

meeting, it was decided to hold twsmall focus
group meetingscombined heat and power, and
lighting.

7/11/2012

Lowincome

Reviewed possible savings requirements.
Presented comments following up on
suggesibns made in February meeting.

7/12/2012

Combined Heat and
Power CHF meeting

Meeting led by a facilitator with discussion abo
the role of CHP projects in PhaseSliggestions
included offering fewer projects with a higher
kWh incentive while others recommended a
lower kWh incentive and more projects.

7/26/ 2012

Lighting Meeting

Meeting led by a facilitator witkliscussion
centering on theole of lighting in Act 129
Phase IIRecommendations included offering
Direct Discount todrge C&I customers and
schools.

8/7/2012

Full stakeholder group

Updated stakeholders on progress of Plan
RS@St 2LIYSy i ¢ -R2NiB/%S yaid §
possiblecosts by sector. Reviewed, by sector,
programs under consideration. Highlighted the
Master Metered Lowncome Multifamily
Housing Prograrand asked for stakeholder
comments. Provided responses to the majority
guestions, comments, or issues raised in the
6/5/2012 Stakeholder meeting.

8/3/2012

tt[ 9t SO0NM
survey panel

Survey focused on several residential measurg
and prarams being considered for Phase Il.

9/26/2012

Full stakeholder group

Reviewed the timeline and focused discussg
challenges posed by the TRC comparing Act 12
Phase It w/ Q &initigl Rhade ITRC results
Presentedpossible distribution of costsnd
savings by sector and programs under
consideation. Addressed outstanding questiong
from the 7/11/2012 Stakeholder meeting.

From February 2012
September 2012

Meetings with many of
the stakeholders
individually.

Discusedissues specific to that stakeholder or
issues a stakeholder did not want to discuss in
large group meetings for competitive or other
reasons.

1.3.1. Summary tables of portfolio savings goals, budget and eeffectiveness.
The following tables provideummaries of estimated savings, budget and @jfgctiveness for PPL

9f SOGUNAOQA
These include:
e TabklY

t 2N F2f A2

Sy i ANB

{ dzY Y NB

LRNIF2f A2

2T [ATSGAYS /240

e Table2: Shows an estimated portfolio of energnd demand savings.

e Table 3 Shows the overall estimated portfolio budget, broken out by sector and program year.

l4|Page

tthy



Section 10Overview of PPL Electfldct 129 Phase Il Plan

Tablel: Portfolio Summanyof Lifetime Costs and Benefits

Total
Total .
Total . Discounted .
. . Discounted 1 Benefit-
) Discount Discounted N Net )
Portfolio o Lifetime L CostRatio
Rate Lifetime Costs : Lifetime
Benefits . (TRC)
($000) ($000) Benefits
($000)
Residential
(exclusive of Low 8.14% $80,621 $204,119 $123,498 2.53
Income)
Res'l‘:]igtﬂ"ow 8.14% $17,020 $12,160 ($4,860) 0.71
m%zr;rr?;rgﬂ; ' 8.14% $67,274 $128,670 $61,395 1.91
Ir%?gr?;rfgg | 814% $90,082 $113,559 $23,476 1.26
Governmental/
Educational/ 8.14% $44,885 $58,876 $13,991 1.31
Non-Profit
Total 8.14% $299,882 $517,383 $217,502 1.73

L"Net" refers to the arithmetic difference bateen the previous two columné. does not refer to net verified savings.
¢ Includes savings from measures installed and operable bet@epa 1, 2013 and May 31, 20Bxcludes carryovesf Phase savings.
e Total Discounted Lifetime Costs are inclusive of common, poriieliel expenditures.
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Section 10Overview of PPL Electfldct 129 Phase Il Plan

Table2: Summary of Portfolio Energy and Demand Savings

PY5 PY6 PY7 Total

MWhlyr. kW Saved MWhyr. kW Saved MWhyr. kW Saved MWhlyr. kW Saved
MWh/yr. and kW Saved for Consumption Reductio Saved Saved Saved Saved
Baseliné 38,214,368 38,214,368 38,214,368 38,214,368
Residential Sectdexclusive of Lowncome)
Cumulative Projected Portfolio SaviAg§*

109,510 17,496 258,522.64 41,111 377,671 59,291 377,671 59,291
Residential Lovincome Sector Cumulative Projectec
Portfolio Savindé™3 4,906 477 12,481 1,283 22,091 2,340 22,091 2,340
Commercial/Industrial Small Secto€umulative
Projected Portfolio Savinds 51,949 9,060 105,336.24 18,336 157,774 27,476 157,774 27,476
Commercial/Industrial Large SectdCumulative Net
Weather Adjusted Savings 49,794 8,349 132,611.09 22,398 191,583 32,450 191,583 32,450
Governmental/ Educational/NeRrofit Sector
Cumulative Projected Portfolio Savifigs 30,009 4,947 65,037.96 10,593 92,835 15,205 92,835 15,205
EE&C Plan TotaCumulative Projected Savings 246,160 | 40,329 573,989 93,721 841,953 | 136,762 | 841,953 | 136762
EE&C Plan TotaPercentage of Target to be Met

30% 70% 103% 103%

EstimatedPhase Carryover Savings 110,000 110,000 110,000 110,000
Total Cumulative Projected Savirsase land Phase
| Carryover 356,169 683,989 951,953 951,953
Percent Reduction From Baseline 0.93% 1.79% 2.49% 2.49%
Commission Identified Goal 821,072
Percent Savings Due to Portfolio Above or Below
Commission Goal 43% 86% 116% 116%

! As defined in the August 3, 20Iraplementation Order, Docket No.&0122289411.

2Adjusted for weather and extraordinary load as applicable.

3lIncludes only the sangs for lowincome programsAnadditional49,192MWH/yr. isfrom Lowincome participation in nofiow income programs.

4. Includes lowincome saving in general residential programs.
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Section 10Overview of PPL Electfldct 129 Phase Il Plan

Note: Program Year is JuneMay 31.

Table3: Summary of Portfolio Costs

Estimated Direct Costs

Estimated Common

Total Portfolio

PY5 PY6 PY7 Total DirectCosts Costs, All Years Budget
Portfolio Budget Portfolio Budget Portfolio Budget Portfolio Budget
$ % of $ % of $ % of $ % of $ % of $ % of
budget budget budget budget budget budget

Eﬁzs;m'al Portfolio Annual $13,278,589| 29.63% | $17,760,665| 31.05% | $16,919,886| 32.97% | $47,959,139 | 31.28% | $10,165,629| 30.44% | $58,124,768 | 31.13%
?gi}iﬁg?&ﬁg?ﬁg& $4,677,317 | 10.44% | $5,214,817 | 9.12% | $5,303,717 | 10.33% | $15,195,850 | 9.91% | $3,220,979 | 9.64% | $18,416,829| 9.86%
Commercial/lndustrial
Small Portfolio Annual $11,629,808| 25.95% | $12,024,559| 21.02% | $11,774,116| 22.94% | $35,428,483 | 23.11% | $7,863,183 | 23.54% | $43,291,666 | 23.18%
Budget
Commerciallndustrial
Large Portfolio Annual $7,723,976 | 17.24% | $13,601,583| 23.78% | $9,923,140 | 19.34% | $31,248,699 | 20.38% | $6,935,499 | 20.76% | $38,184,198 | 20.45%
Budget
Governmental/Educational/
Non-Profit Portfolio Annual | $7,498,486 | 16.73% | $8,597,273 | 15.03% | $7,399,727 | 14.42%| $23,495,486 | 15.32% | $5,214,711 | 15.61% | $28,710,196 | 15.38%
Budget
Total Portfolio Annual
Budget $44,808,175| 100% | $57,198,896| 1006 | $51,320,586| 100% | $153,327,658| 100% | $33,400,000| 100% | $186,727,658| 100%
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1.4. Summary Description of Implementation Schedule

Figure 2 Summary of PogramImplementation $hedule overThree-Year Plan Period

Post Phase |l

Mar

Apr

lay

June
duly
Aug
June
duly
Aug

Eept
Ot

Maov

Sector Program CSP

Appliance Recucling

Residential Betail

Residential Home Comfart

Residential Residential Energy-efficiency Behavior &Education

Laow -Income WRAP

E-Power Wise

Laow -Income Energu-efficiency Behavior & Education

Preszcriptive Efficient Equipment Incentive - Small Cil

I ] e— — ————

e ) e ) e S S (S —

Custom Incentive - Large Tl

Prescriptive Efficient Equipment Incentive Program- GHMI

SmallC &1 Custom Incentive - Small C&l
Large C &1 Prezcriptive Efficient Equipment Incentive - Large C&l

Custom Incentive - G

Situdent and Parent Energy Efficiency Education

Gov't, Inst and Non-Profit -
Continuous Energy Improvement

Multif amily Mazter Metered Houszing Efficiency Program

School Benchmarking

Functional CS5P=s

Bdvertising, Marketing & PR

CIA

EME

Tracking

Repornts PA PUC

Key

[ | Program operation
[ ] Program development

PPL Electric provides quarterly repart ta PLIC

PPL Electric provides 40 Beport - Preliminary &nnual Beport
| PPL Electric praovides final Annual Bepart ta PLIC

PPL Electric provides energy savings rec. report to PLIC
- CSP zelected ad placed under contract
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Section 10verview of PPL Electfldct 129 Phase Il Plan

15 Summary Description of Strategy to Achieve 25% Reduction in each Program Year

/| 2yaraidsSyid gAGK GKS [/ 2YYA&aaArzyQa LYLX SYSyiGlaazy
ensure at least 25% of the total consumption reduction target is achieved each program year.
Implementation Ordeat 28.However, as EDCs may not start implemegtPhase Il programs

until June 1, 2013 and retroactive transactions are not permitted (the measure must be installed

and operable no earlier than June 1, 2013), the first year of Phase Il posesipachpllenges.

It is very difficult for PPL Electricdarectly control actual participation rates (market forces)

with tight precision. PPL Electric has addressed these challenges through the following activities

and its Phase Il Plan has approximately 30% of its savings in PY5, 40% in PY6, and 30% in PY7.

In an attempt to ensure that the 25% reduction target is met in PY5, PPL Electric identified and
evaluated programs that were successful in Act 129 Phase |, and is negotiating contracts with
CSPs, as well as making arrangements to continue those progradusme 1, 2013. Those
programs should have a seamless and quick transition from Phase | to Phase II.

tt[ 9t SOGNRO oAttt Y2YyAG2NI I OlGdzr f LISNF2NXIYyOS Ay
advertising, and incentives to attempt to increase or decrgas#icipation levels as necessary
to ensure at least 25% of the savings in each year.

1.6. SummaryDescription of Implementation Strategy to Engage Customers and Trade

Allies

tt[ 9fSOGNROQa AYLI SYSYyGlFGA2Yy & lGpNdnérStthde NBf A Sa 2
allies, community agencies, and other entities engaged in ergffigpiency to promote, deliver,

and support the effective deployment of programs.

PPL Electric uses CSPs to deliver services in support of its programs, with many G8Rg aper
turnkey program delivery contractors and others providing specific functions across multiple
programs. CSPs, in some instances, engage subcontractors as well as trade allies to provide
comprehensive customer service.

tt [ 9f SO0 NR OhGiatedy ¥ hiisl 6rSayl dskeisineént of features needed to
encourage customer energgfficiency actions and generate a high level of energy savings. The
approach includes:
¢ Ongoing targeted market research to ensure programs are meeting customer needs.
¢ Awide range of voluntary customer programs that provide tangible benefits.
¢ Flexibility to allow eligible customers to use their own resources and combine incentives
from multiple programs or from other sources to form the best solution for any facility
or system.
¢ Ongoing evaluation of customer feedback.
e ¢FNBSGSR YI N) SGAy3 Ghéuseiresourc&syvithdextarnal expetiseS O NA O Q.
from CSPs and trade allies to match specific program outreach to the customers most
likely to participate.
e Coordinationwith trade allies, communitpased organizations, and other local market
participants through outreach, training, and potentiabe@rketing to ensure that these
ONRGAOFE LI NIYSNAR FNB ¢Sttt gl NS 2F tt[ 9fSO
articulate program features and benefits to potential customers, and can support
customers in their decision to take energfficiency and demand reduction actions.

19|Page



Section 10verview of PPL Electfldct 129 Phase Il Plan

tt[ 9t SOGNAROQA LINPINI YA RSLISYR 2y GNIRS fftAS
promote programs, evaluate projects, and installene®)f FA OA Sy i SljdzA LIYSy G o ¢
objective is to strike a reasonable balance of costs, ratepayer value, customer choice, quality
service, and energy and capacity savings.

1.7.1. Summary of DatdManagement, Quality Asgrance and Evaluation Processes

tt[ 9f SOGNROQa 9ySNHE 9FFAOASYyOe alyl3aSYSyil LyT¥T:
activities to be tracked in near re@ime. This system generates reports and queries to allow

ongoing monitoringmanagement, analysis, and reporting of activities. A detailed description of

tt[ 9t SOGNROQasSetoasl2{ Aada LINBOJARSR Ay

1.7.2. Quality Assurance
Quiality assurance and quality control (QA/QC) is integral to implementation plans for each
program. QAQC procedures have been deployed at various levels of program development and
implementation, including CSP recruitmemdtraining, program operations, and
implementation. PPL Ele&trOQa A y & S NJ/ I fwithvPPIkBlettric £ustorfieF Progrars (i
Spedilists responsibléor the managing each Programt [ 9f SOGNAOQE Ay iSNYyLIf v
for Act 129 include:
e Focus on anticipating, detecting, and preventing problems or errors rather than reacting
to them.
e Strive to ensure work is done correctly tfiest time.
e Ensure CSPs utilize qualified individuals to perform all work functions through:
o0 A thorough, competitive hiring process for each CSP that mandates the use of
appropriately skilled personnel,
o0 Proper training of personnel to maintain current knledge and skills needed
for their position;
0 Adequate planning, coordination, supervision, and technical direction; and
0 Proper definition and a clear understanding of job requirements and
procedures.

I RSGFAf SR RS a0 N by Assyfance/Quality Jontrerdc&OandNdado@rds v
is provided irSection 6.11.

1.7.3. Evaluation Process

PPL Electric will prepare an Evaluation Plan for each program andt sutonthe SWE for

approval.Each program will have an impact evaluation, a process evaluation;ta-gedss

evaluation and a costffectiveness evaluation. All of these evaluations will be conducted by PPL

9f SOGUNROQA AYRSLISYRSyl( S@Ffdzr i2NJ 09asg+ [/ {tOod

The impact evaluation will beonducted yearly and will focus on developing accurate estimates

2F GKS LINBPAINFXYQa | Oldzrf &l @Ay3asx o6lFaSR 2y LINRI(G?2
¢KS LINPOSaa S@lrtda adArAzy gAtft F20dza 2y ljdzatAGlIGAD
and implementation. The process evaluation also will include an assessment to ensure all data

required for the impact evaluation are collected. The esi$¢ctiveness evaluation will be

conducted yearly to determine the cestfectiveness of the programsd portfolio using the

Total Resource Cost Test method spediby the Commission. The Agt-gross evaluation will

be conducted yearly to determine the net vieed savings of each programNet savings includes

(
§
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the effects of freeridership and spillovePPL Electric develops an Evaluation Plan that
describes the EM&V requirements for each program.

1.7.4 Updating the Plan

Over the life of the Phase Il Plan, PPL Electric expects that a number of assumptions will have to

be revisited and revised to refleapdated market conditions. The Company anticipates the

need to continuallyefine its proposed programfequired revisions will be submitted to the

I 2YYA&daArzy F2NI AGA NBGASs Ay I O02NRIYyOS 4AGK (K
Plans.

1.8, Summary of cost recovery mechanism

Section 2806.1(g) of Act 129 requires that the total cost of any EE&C Plan cannot exceed 2% of
the EDC's total annual revenues as of December 31, 2006. PPL Electric's total annual revenues
for calendar year 2006 weigproximately $3 billionAccordinglythe 2% cost cap established

by Act 129 is approximately $61.5 million the Implementation Order entered on August 3,

2012, at Docket NoM-20122289411; M20082069887the Commission concluded that this
limitation on the "total cost of any plan” should be interpreted as an annual amount, rather than
an amountfor the full term of the Planimplementation Plan at 103.

The total spendig cap for three years is $184iillion plus an additional $3 million of

estimated costs for the Statewide Evaluator that are not subject to the $X84li6n cost cap.
PPL Electriprojects spendingnost of the $184.5 million to implement its EE&C Plan, including
administrative costsvith some funds directed at the costs incurred to develop its EE&C Plan.

Section 2806.1(a)(11) of Act 129 requires that EE&C measures must be paid for by the same
customer class that receives the energy and conservation benefits of those measures. PPL
Ekctric will follow this direct assignment approach wherever possible. However, some costs will
relate to EE&C measures that are applicable to more than one customer class or that provide
systemwide benefitsIn Act 129, Phase |,efiCommission directed EI3 to allocate those costs,
and general administrative costs, using reasonable and generally acceptable cost of service
principles as are commonly litied in base rate proceedingssin Phase,IPPL Electric proposes

to allocate such costs using an alition factor equal to the percentage of the EE&C costs

directly assigned to each customer class to the total of the EE&C costs directly assigned to all
customer classes.

Section 2806.1(k)(1) of Act 129 authorizes EDCs to recover the costs of their &E8CoBYh

a reconcilable adjustment clause under Section 1307 of the Public Utility Code. The Commission
reiterated this requirement in its Augu8t 2012 Implementation Ordelmplementation Order

at 118.

In its EE&C Plan filingPL Electric has indkd proforma tariff pages to implement such a cost
recovery mechanism. The Implementation Order also directs that such cost recovery
mechanisms must be ndoypassable, and not affect the EDC's ptme&ompare, if the EE&C

Plan benefits both shopping ambn-shopping customers. Because all of the programs included
in PPL Electric's proposed EE&C Plan will benefit both shopping arsthoyping customers,

the Company has designed its cost recovery mechanism to béypassable. For residential
customers, lhe cost recovery mechanism will be applied as a levelized cents/kWh component
included in the distribution charge. F8mall C&I customers, the cost recovery mechanism will
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be applied as a levelized cents/kWh charge that will be a separate line item @hdb& (G 2 Y S N &
bill. ForLarge C&I customers, the cost recovery mechanism will be applied as a $/kW charge, as

I aSLINFGS tAYyS AGSY 2y GKS Odzad2YSNRa oAff =X

Interconnection, LLC Peak Load Contribution (PLC) whiclelmage yearly.

The Company proposes to calculate separately the appli¢dbleosts for each of the three

major customer classes on its systdf) residential, (2) small commercial and industrial, and (3)
large commercial and industrial. These cagilsvary in each program year of the Plan.

However, over the three program years, the total costs of the Plan for all customer classes will
not exceed $184.5 million.

Although costs will vary yeao-year, PPL Electric proposes to recover those costslevelized

basis as the preference of stakeholders. Annual budget amounts for each customer class will be
developed on a levelized basis for the three years of the Company's proposed EE&Bélan.
budget amounts will be adjustdaly $1 millionto includethe annualcosts that PPL Electric will

incur to pay for theSWE Section 2806.1(h) of Act 129 provides that the Commission can recover
such program implementation costs from EDCs, and logically it follows that EDCs can recover

those costs from customers. K S O2aida F2NJ GKS {2 So-glos6R FT2NJ G4KS

SOl tddGAzya FNB y2i AyOfdRSR dzyRSNI GKS /2YLF y?

(80GA2Y HyncomMo3I0 ALISOAFAOIEE& OKFNIOGSNRT §a
a

requNER dzy RSNJ GKA& aSOdAz2yo®é . SOlFdzaS GKS Oz2al
EE&C Plan, they are not subject to the limitation set forth in Section 2806.1(g). The Commission
has determined that costs for annual Aet-gross evaluations are netubject to the cost cap.

For each customer class, PPL Electric proposes to separately reconcile the revenues collected
under the cost recovery mechanism with the adjusted budget amounts for that year. This
reconciliation, which will be performed on @amnual basis, primarily will reflect variations in
actual sales from forecasted sales. The Company does not propose to reconcile the revenues
collected under the cost recovery mechanism to its actual spending levels in each year. As
discussed above, thospending levels can vary from yearyear.Although allowed in the
Implementation OrderPPL Electridoes not propose teollect or pay interest on undeor
over-collections of Act 129 costs.

In addition to the annual reconciliation, PPL Electric psgsao make "migtourse” corrections

in the cost recovery mechanism to reflect major changes to any of its EE&C programs. Mid
course corrections will be submitted to the Commission for approval. Finally, at the end of the
three-year EE&C Plan, the Compaviif reconcile total revenue collected to its total budget for

thethree® S NJ 999/ tflyd LG Aad dzy RSNEUG2QRINEKS i G KS

corrections, and the end of Plan reconciliation all will be subject to Commission review and
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Finally, PPL Electric is not proposing an expiration date for the cost recovery mechanism. The
mechanism will be needed to refund any over collection or recover any under collection existing
at the end of thethree-year EE&C Plan and for the purpose of any ongoing program cost
recovery.

PPL Electric is not including azapital costs as part of the Act 1PBiase Itost recovery rider
nor will any capital costs bplaced into rate baseutside of a base rate proceeding
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2. EnergyHficiency Portfolio/Program Summary Tables and Charts
2.1. Residential, Commercial/Industrial Small, Commercial/Industrial Large and Governmental/ploifit Portfolio Summaries.

e t NEOARSE |

adzy Yl Ne

Table 4: Program Summaries
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¢ Includes only savings from measures installed and operable between June BrizDV&ay31, 2016, and excludes carry over from Phase |

Savings.

Program

Lifetime

Percentage of Portfolio and

Program Name Program Program Summary Years MWh —Llfenmg Total Lifetime MWh savings
Market . kW Savings
Operated Savings %/%
Free pick up, environmentally PY5. PY6
Appliance Recycling All customers | responsible recycling and disposal of P\’(7 ’ 221,047 30,808 3.63% /2.65%
appliances and participant rebate.
. . . CFL and lighting buy down and efficief  PY5, PY6, o o
ResidentiaRetail All customers equipment rebates. py7 2,101,547 344,050 33.83% /25.19%
EXISnt?Vg and New home construction rebates, audit PY5. PY6
Residential Home Comfort residential and weatherization andebates for P\Y(7 ' 191,884 20,613 1.82% /2.30%
efficient equipment
homes
Residential Portfolio Hi i
) ; : - ghuse customers receive report
Programs (exclusive o Resédimlal Eg?zrg&ﬁl(i!ency All customers | cards comparing them to similar PY6PY7 32,193 3,969 3.82% /0.39%
Low Income) ehavior ucation customers. Energy tips and suggestior]
Prescrlpth&Egmpment Residential Audits and rebates for farms. PY5, PY6, 15,967 2,710 0.15% /0.19%
Incentive Farms PY7
In-school sessiawith children
Students teaching energyefficiency. Workshops
Student and Parent Energy |~ o\ o1 | for teachers. Parent workshops in lew | PY5, PY6, | o) agg 12,906 1.60% /1.25%
Efficiency Education income neighborhoods held at local PY7
teachers - -
schools. All participants receive energ
take-home Kkit.
Totals for Residenti@ector 2,667,321 415,057 44.86% 131.97%
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Table 4: Program Summari¢sont.)

Program Program Lifetime Lifetime * Percentage of Portfolio
Program Name 9 Program Summary Years MWh YT and Total Lifetime MWh
Market . kW Savings .
Operated Savings savings %/%
Income Baseline WRAP and HPWH fordow PY5, PY6
LowIncome WRAP qualified . ’ ’ 142,185 11,776 1.13% /1.70%
income customers. PY7
customers
: : . Income Lowincome customers receive report
Rles'dent'gl LtOW Lov‘gniome Eg‘ggﬁmtc.'ency qualified | cards comparing them to similar PY6, PY7 8,335 1,028 0.99% /0.10%
ncome Sector ehavior ucauon customers customers. Energy tips and suggestio
Programs
. Incqme Energy kits and workshops for lew PY5, PY6
E-Power Wise Program qualified . Y ' 26,957 3,323 0.50% /0.32%
income customers. PY7
customers
Totals for Lowincome Sector 177,477 16,127 2.62% /2.13%
Program Program Lifetime Lifetime * Percentage of Portfolio
Program Name g Program Summary Years MWh SV and TotalLifetime MWh
Market . kW Savings .
Operated Savings savings %/%
o ) Prescriptive list of rebates for
Prescriptive EqUIpment All Small C&l |nst§IIat|0n of_energyeffluent PY5, PY6, 1,867,651 328,070 18.17% 02.38%
Commercial/ Incentive customers equipment. Direct Discount PY7
) t.
Industrial Small componen
Portfolio Programs . All Small C&I | Incentives for custom energy PY5, PY6, 0 0
Custom Incentive customers efficiency projecis. Pv7 71,250 10,400 0.56% /0.85%
Totals for C/I Small Sector 1,938,901 338,470 18.74% 23.24%
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Table 4: Progransummarieqcont.)

Program

Lifetime

Percentage of Portfolio

Program Lifetime * e
Program Name Magr’ket Program Summary Years MWh KW Savinds and Total Lifetime MWh
Operated Savings 9 savings %/%
Prescriptive list of rebates for
Prescrlptlvengpment Agul_se:g%]ee(r:fl |nste_i||at|0r; og_enetrgDﬁfﬂuer:t PYS\,(?YG, 1,593,069 291,478 15.33% /19.09%
Commercial/ Incentive equipment. Direct Discoun
- component.
Industrial Large
Portfolio Programs . All Large C&I | Incentivesfor custom energy PY5, PY6, 0 0
Custom Incentive customers | efficiency projects. v 937,365 131,505 7.42% /11.23%
Totals for C/I Large Sector 2,530,434 | 422,983 22.75% 130.33%
Proaram Program Lifetime Lifetime * Percentage of Portfolio
Program Name Ma?ket Program Summary Years MWh KW Savinas and Total Lifetime MWh
Operated Savings 9 savings %/%
o ) Prescriptive list of rebates for
Prescriptive I_Eqmpment GNI existing |nst§IIat|0n of_energyeffluent PY5, PY6, 833,147 137,782 8.75% /9.98%
Incentive facilities equipment. Direct Discount PY7
component.
GNI New .
Custom Incentive and Existing | 'ncentives for custom energy PYSPY®, | 136,800 19,580 1.08% /1.64%
i efficiency projects. PY7
Facilities
Master
Metered Low | Audits, direct installation and rebate
Governmental/ '
. ) Mas.ter Metered !_oWncome Income for low-income master metered PYS, PY6, 49,485 8,277 0.78% /0.59%
Educational/NorProfit Multifamily Housing Program Multifamily | buildings PY7
Portfolio Programs buildings
) Schools selected to develop a
Continuous Energy School Sustalnat_)le Energy Management PY6, PY7 10,500 1,503 0.42% /0.13%
Improvement buildings Plan. Series of workshops and
training.
. School Benchmarkig service available toupl PY5, PY6, ) ) o o
School Benchmarking buildings to 25schools per program year. PY7 0.00% /0.00%
| ¢2drta FT2N) D2 1,029,932 167,142 11.03% /12.34%
| | Total for Plan 8,344,065 1,359,778 100.00% /100.00%

| * Lifetime kW savings are cumulative valtiest assume the peak reduction recurs each year, for the life of a measure.
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Section 2EnergyEfficiency Portfolio/Program Summary Tables and Charts

2.3 Budget and Parity Analysis

Table5: Budget and Parity Analysis Summary

% of % of Total % of
Total Budget Total % of Total Customer Revenue
Customer Class Budget Excluding % Difference
EDC Other Customer
Budget Expenditures Revenue
Residential $58,420 31% 31% N/A N/A
Residential Low Income $18,510 0% 10% N/A N/A
Residential Subtotal $76,930 41% 41% 45% (4%)

1 $43,156 | 23% 23% 32% (9%) M Residential
SmaliC& m C&I Small
Largecal® $38,065 | 20% 20% 23% (3%) C&l Large

C&I Subtotal $81,221 44% 44% 55% (11%)

% Budget by Customer Class
Gov_ernmentaI/EducationaI/Non $28,377 15% 15% 15%
Profit
Governmental/Educational/Non|  ¢pg 377 15% 15% 0% 15%
Profit Subtotal
Residential/C&l/Governmental/
0, 0, 0,
Educational/NonProfit Subtotal $186,528 | 100% 100% 100% Sl
Other Expenditures N/A | Resigentia:
B Residential Low Income
Other Expenditures Subtotal $0 CE1Small
B CElLarge
EDC TOTAL $186,528 B Governmental/Educational/Mon-Profit

. 2008 revenue was used as it was the last year without significant shopping. Subsequent years have had significant
shopping and much of the EG&enue from C&I customers idled directly by EGSs and is not known by PPL Electric.

. Includes common costs allocated to sectors
1. Excludes GNI customers who are in the Small C&l and Large C&I rate schedules.
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Table 5a. Program Summary by Sec{$1000)

Total Benefit
Program Residential Low Small Large GOVUNO” Total MWh/yr. | $/kWh Total MW to-Cost
Income cél ce&l Profit Cost ; Reduction* :
Reduction* Ratio

Appliance Recycling $5,763 $0 $0 $0 $0 $5,763 30,551 $0.19 4.66 3.20
Residential Retail $25,755 $0 $0 $0 $0 $25,755 284,815 $0.09 47.09 4.57
Residential Home Comfort $8,052 $0 $0 $0 $0 $8,052 15,359 $0.52 1.70 0.57
Residential Energgfficiency Behavior & Education $2,439 $0 $0 $0 $0 $2,439 32,193 $0.08 3.97 1.69
LowIncome WRAP $0 $13,277 $0 $0 $0 $13,277 9,544 $1.39 1.26 0.74
LowIncome Energifficiency Behavior & Education $0 $1,184 $0 $0 $0 $1,184 8,335 $0.14 0.04 0.92
EPower Wise Program $0 $735 $0 $0 $0 $735 4,212 $0.17 0.61 3.09
Prescriptive Equipment Incentive $208 $0 $34,418| $22,705| $18,805 | $76,136 | 357,073 | $0.21 63.06 1.69
Custom Incentive $0 $0 $1,010 | $8,544 $1,541 $11,095 76,361 $0.15 10.77 152
Student and Parent Energgfficiency Education $5,743 $0 $0 $0 $0 $5,743 13,453 $0.43 1.66 1.49
Master MeteredLowIncome Multifamily Housing Prograr| $0 $0 $0 $0 $2,265 $2,265 6,562 $0.35 111 1.12
Continuous Energy Improvement $0 $0 $0 $0 $585 $585 3,500 $0.17 0.50 1.24
School Benchmarking $0 $0 $0 $0 $300 $300 - - -
Total- Direct Program Cost $47,959 | $15,196 | $35,428| $31,249| $23,495 | $153,328 $0.18
Common Cost Allocatidn $10,166 $3,221 | $7,863 | $6,935 $5,215 $33,400 $0.04
TOTAI_ ESTIMATED COST $58,125 $18,417 | $43,292| $38,184| $28,710 | $186,728 $0.22 1.73
Total Estimated MWh/yiReductior? 377,675 | 22,09%* | 157,774| 191,583| 92,835 841,957
MWh/yr. Reduction Target - - - - - 821,072
$/kWh (direct & common} $0.15 $0.83 $0.27 $0.20 $0.31
Total Estimated MW Reduction 60 2 28 32 15 137

1.Includes cost for SWE and the Netgrossvaluation that are not subject to the cost cap.

2. Savings are for mea®s installed and operable 6/18-5/31/16 and exclude Phase | carryover .

3. Rogram acquisition cost equals program costs divided by first year's savi[\gs. . o . 3 o o

*MWh/yr. and MW are on aerified gross basisMW have beengrossedzL) 42 NB Tt SOU ¢95 f2aasa o002YLIX Al yOS Aa | mMwWi

are fa tyear pe&, not cumulative for rogramyears.

** | owincome programs onlylhere is a total of 71,2MWAh/yr. including lowincome customer patrticipation in nelow-income programs.
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Section 3Program Descriptions

3. Program Descriptions
3.1. Process Used for Selection of Programs

3.1.1. Portfolio objectives and metricshat define success.

tt[ 9f SOGNAROQA LINAYINE 202SOGAGS Aa G2 RStAGSNI I
needs, fulfit G KS / 2 YL y @& esdefinetl iS¢ctich . B Sa0diashi@ & dhe results

required by Act 12®hase IIPPL Electric is well positioned to deliver customized energy

efficiencyand conservatioprograms to meet the needs of its customers. The Company has

ongoing relationships, regular communiatswith its customerausing a variety of methods

and understands the unigue characteristics and needs of various customer segments.

To achieve these goals, PPL Electric has designed a portfolio that:

e Is based on a strategiargetedapproach that is flexible enough to adjsd expand as
warranted by changing market conditions and progress toward Plan goals.

¢ Focuses on depth and sustainability of savings by offering customers a logical continuum
of actions coupled with increasingly valuable incentives for-effsttive effciency
strategies.

e Builds customer, trade ally, and stakeholder relationships thramgjoingtraining,
education,upgrades marketing strategies, and customer support.

e Supports the local economy by reducing customer utility costs, utilizing local @bor t
deliver elements of the programs where appropriate, helping owners to increase the
value and marketability of their buildings, and promoting the adoption of high quality
energyefficientequipmentand services

e Utilizes precisiomargetedmarketing techiA [j dz8&a G KIF &G OF LA GIEATS 2y tt
researchand customereedbackio match program marketing with likely participants
and to promote depth of savings in every customer facility.

tt[ 9fSOGNAROQa LINRPINIF YA I NBreRtBralgd yupport G 2 LINR GARS
residential, lowincome, Small and Large C&l, and GNI sector customers through a logical
continuum of energyefficiency actions, starting with facility review, analysis and

implementation, change when necessary and endawity verification, and evaluation.

Marketing and education functions, customer care and quality assurance, program tracking, and
evaluation, monitoring, and verification are all common featurethefprograms. The entire
continuum is supported by financial incerds/and a delivery approach focused on providing
customers with the support they need to achieve their efficiency objectives. Implementation
activities range from simple, common enefgfficiency measures that can be installed with
minimal oversight or admistrative burdens to more complex measures that are vetted and

may (but are not required to) be part of a facililjde energy management strategy. The Plan
identifies opportunities for all customers to participate in one or more programs. From simply
ingtalling an energysaving CFL to participating in an energy auditiasthlling qualifying
energyefficient equipment on a farm, there are program opportunities available to all PPL
Electric customerslhis approach is depicted figure 3
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Figure3. PPLPortfolio Cortinuum

New Construction

Facility Review and Analysis . ) )
Residential Retail Low Income WRAP
Custom Incentive

Prescriptive Efficient Equipment Incentive
Continuous Energy Improvement
School Benchmarking

Energy Equipment Installation

v

Equipment Disposal

Appliance Recycling
CFL recycling

The ultimate objective of the proposed Plan is to meet the requirements of Act 129 and

SyO02dzNF 3S Y2NB STFFAOASY(H dzaS 2F St SOUNRO LR 6SNJI ¢
the quality of electrical services they receivetha case of measures and program options

where the nature of electrical service may be affected, participants will be compensated

through financial incentives. PPL Electric intends to accomplish this objective by offering its

customers an extensive mix chnically sound and economical EE&C products and services.

PPL Electric will monitor its progress in meeting these objectives by tracking specific indicators

of success and identify corrective action when necessary. At least five key indicators will be

tracked, including market response, impacts, customer satisfacoperating efficiency and

costeffectiveness, using the criteria and metrics, showiable B
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TableB: Key Indicators and Metrics for Monitoring Portfolio Success

Key Indicator Metrics

e Number of participants

Market Response .
e Number of measuremstalled

Impacts e kWh/yr. savings

¢ Responses to periodic surveys administered as part of qud
assurance

Customer Satisfaction

¢ Application processing time
¢ Incentive processing time
e Expenditures in each category

Operating Efficiency

CostEffectiveness e TRC benefito-cost ratio

3.1.2. How programs were constructed

tt[ 9t SOGNROQA LINBIANIY &a0GNHz2OGdz2NE ¢l a RSaAIYySR
Act 129 market characteristics of its service territohest practices oprograms and incentives

offered by other utilities and organizations around the country and barriers associated with
deployingenergs F FA OA Sy Oe az2fdziazya G2 tt[ 9t SOGNROQA
program development process, the Company mvih stakeholders individuallgind in large

groups to seek input, discuss progress, convey certain program constraints, and generate new

ideas and perspectives. PPL Electric used these resources and information to compile a mix of
proven energyefficiency stategies to enable PPL Electric to reach its program goals, within the
parameters set forth in Act 129.

Once a robust set of customer programs were identified, PPL Electric completed an extensive
technical and economic program screening analysis $&gon 8), and examined a number of

other factors to determine how best to structure the portfolio and implement individual

programs. PPL Electric also determined how to facilitate a program launch and delivery schedule
that would capitalize on existing aities, account for the seasonal nature of some programs,
address CSP functions, and allow PPL Electric to achieve its Act 129 goals.

In compliance with the Secretarial Letter, PPL Electric has differentiated its programs according
to the five customeclasses defined in the EE&C Plan Template. PPL defines large commercial

and industrial customers as those customers served at primary and transmission voltage levels
(rate schedules (LP4, LP5, LP6, IST, LPEP, ISA, PR1, and PR2). Small commerciahhnd indust
customers include all nonresidential accounts served at secondary voltage levels (i.e., any rate

daOKSRdz S LarkdO®l Alay R/ 2yii2 (6 G NBAARSYGALIf €0 | 256SOSNE
defined according to delivery strategies, the nature of 2ustSNER Q odzaAy SaasSaz GeLlSa

and types of energusing equipment rather than on the PPL Electric rate class for that
customer. In other words, where programs offer customer benefits across multiple classes, and
where similar implementation, maeting, and administrative strategies may be utilized to
capture functional efficiencies, those programs will be offered to all appropriate customer
segments. However, PPL Electric will document, track and report on its program results and
progress toward gals by the customer classes identified in this Plan.
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Section 3Program Descriptions

Thedistribution of program eligibility and energy savirage listed inTable C

Table CCustomer Eligibility by Program

—_ Q

2128820

£18/6|8|6|F
Appliance Recycling 3.20
Residential Retail 4.57
Residential Home Comfort 0.57
Residential Energkgfficiency Behavior & Education 1.69
Student and Parent Energy Efficiency Education 1.49
Prescriptive EquipmentResidential 1.99
LowIncome WRAP 0.74
LowIncome Energ¥fficiency Behavior & Education 0.92
E-Power Wise Program 3.09
Prescriptive EquipmentSmall C&I 2.18
PrescriptiveEquipment Large C&lI 1.27
Prescriptive EquipmentGNI 1.54
Custom Incentive Small C&l 1.50
Custom Incentive Large C&lI 1.54
Custom Incentive GNI 1.39
Master Metered Lowincome MultifamilyHousing Program 1.12
Continuous Energy Improvement 1.24
School Benchmarking 0.00

Primary Customer Targg

Eligible Customer

Residential customers are, in addition to being eligible for programs designed for residential
customers, areligible for theagricultural component of thé&rescriptive EquipmerRrogram

(Small C&l) witlsavings and associated costs directed toward Resalesavings. Initial PPL

Electric Market research suggests that at least 50% of the farms in the PPL Electric territory have
a residential rate clas#lthough available to residential customers, participation in the Custom
Incentive Program is expected be minimalRecycling, again in Act 129 Phasedl&lable to

any customer with a residential grade refrigerator or freezer disregarding rate class.

For programs that are being introduced in Phasé IlYrLJ NJ G S a

6 SNB

participation estimates that account for a gradual buijol of customer outreach and
acceptance, leading to market adoption rates that would be realistic but sufficiently aggressive
02 &adzZJdi2 NI § K Forexanplsthe/névdyzoffe@ Residertial Home Comfort
Program will require outreach and development of thaivery infrastructure to ensure
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customers are aware of the program and program benefitee same is true for th&ntinuous

Energy Improvement®gramNB [j dzZA NAy 3 2 dzi NBF OK (G2 aO0OK22f RA&UGNR
rate® Eor new programs, estimated participatiovill startat a low levelwill steadily increase in

PY6, and level ofb full participation rates that represent expected total satuoat by the end

of PY70ther programs, those that were offered in Phase | arebeing carried forward in

Phase Il will requirkess timeto ramp-up. These assumptions, both for new program offerings

and ongoing programs, were guided by the SWE Markedri®ial Study and the market

OKIF NI OGSNR&aAGAOa Ay tt[ 9fSOGNROQE UGSNNARG2NEBZ | yF
experience of other utilities operating similar, successful programs.

Savings estimates for most measures in the Plan are dra@viffr G KS / 2 pMopasada A 2 y Q&
2013TRM2 NJ O £ OdzAf F GA2ya o6& /I RYdzA F2NJ YSI &adzaNBa GKI G
Incremental measure and labor costs were determined throilmghMarket Potential Study,

online research and discussions with installation contractors, with-@bléting adjustments for

tt[ 9f SOGNR O qQtids udd&diddd titaichidical Mitédadiichsudagbslightly alter

savings if multiple measures are installed togethartheinstance of the Residential Home

Comfort Program, the New Homes component takes this into account. In other inst&iles,

9t SO0 NA OQ i individualin@asule Savidghl&s independent

3.1.3. PPL Electric chose not to include solar photovokgstems in this Plan. It was
determined that these systems havéanefit cost ratio below 1 anguchlarge participant cost
would adversely impact the TRC of a program, as experienced in Phase I.

3.1.4. Comprehensive measures to be offered to tHeesidential andSmall C&tate classes
ResidentialComprehensive measures being offered to the residential sector include
measureswithin the Residential Home Comfort Program and Residential Retail program.
The first, Residential Home Comfort offers tammprehensive opportunities. Thiscludes:

e Anew homescomponentproviding incentives to builders installing a mix of energy
efficient measures

¢ Anaudit andweatherizationcomponentproviding several options for home audits with
a direct install componentwith individualized audit results that lead to customers
making the choice to install measures that will assisnaking their homes energy
efficient.

¢ An audit and installation program for farmers. Some PPL Electric farms are classified as
Residetial and some are classified &nall C&I. Further descriph follows in next
paragraph.

dnall C&I:Comprehensive measures being offered to the Small C&l rate class include

e An audit progranspecificallydesigned tcaddress energgfficiency need of farmers.
The farming industry iasignificantpart of theNS 3A 2y I £ SO2y2Y@& Ay tt[ 9
territory. This program will help farmers address increasing costs to managing their
farms by assisting in reducing their energy consumptannoted abovesome farms in
tt[ 9t SOGNROQA G SNNRUG2NE e dreNBssifietl asS@mall TAN.SR |
Savings and costs for this comprehensive program will be allocated based on customer
rate class.

e A custom incentive program. The custom incentivegoam will provide Small C&l
customers with the opportunity to identify comprehensive measures needed to make
their businesses energgfficient.

ax
=
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Program Descriptions

Following aredescriptions of each prograr&stimated program grticipation levels, savings,
costs, andpecificincentivesand incentive ranges amproximateand subject to change.
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Residential Programs
Section 3.2

Appliance Recycling Program 20132016
(ResidentialSector)

Summary

Appliance recycling provides customers with a rebate for recycling inefficient refrigerators,
freezers and room air conditioners. The program is available to all PPL Electric customers with a
residential size refrigerator, freezer or rocar conditioner. JACO Environmental Inc. (JAG)

the Phase | turnkey CSP for this program and will continue to provide this service in Phase II.

Objectives

The objectives of the Appliance Recycling Program are to:

e Encourage customers to disposetio¢ir existing, inefficient refrigerators, freezers, and
air-conditioning units.

¢ Reduce the use of secondary, inefficient refrigerators, freezers, afmbaditioning
units.

e Ensure appliances are disposed of in an environmentally responsible manner.

¢ Enharce relationships with box stores and independent retailers to encourage
LI NI A OA LI (0 hetvyaindrSyO & &arfpértent. dze

¢ Decommission appliances @ite to ensure they are not able to be resold in a secondary
market.

e Promote other PPL Electric engrefficiency programs.

e Collect and recycle approximately 49,500 appliances, with a total reduction of
approximately30,000MWh/yr.

Target Market

The Appliance Recycling Program primarily targets residential customers, but it is available to all
PPL Elecit customers with working, residential grade refrigeratdreezes, or roomair-
conditioningunits. In addition, PPL Electric may encourage retailers, landlords, or building
managers in its service territory to recycle their refrigerators and freeRefsigerators must be
between 10 and 30 cubic feet. Actual units, savings and costs are allocated to the appropriate
customer sectof The majority of units are expected to come from the residential sector with a
few units from other customer sectorsableD1identifies eligibility parameters.

4. dz2 bSs I yR wSOeotSz¢ YIylI3aSR o0& (GKS /{tZ LNROARSA
coordinate the delivery of a new unit with the removal and recycling of their old unit.

’ Allocation to the lowincome sector will be determined as part of the annual impact evaluation of low

income patrticipation in general residential programs.
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Table D1 Appliance RecyclinGustomer Eligibility Parameters

Customer Sector(s) All
Rate Class All
Building Type All
Building_; Vintage All
BuildingOwnership Owner or tenant

Program Description

The Appliance Recycling Program offers free-pigland recycling of inefficient refrigerators,
freezers, and room air conditioners. An incentive is paid to a customer for each eligible
appliance. Room air conditioners are picked up with a refrigeratorZieedut are not picked up

as a stanehlone service. Eligible appliances must be plugged in and functioning when picked up.

All units are decommissioned on site and disposed of in an environmentally responsible manner.
This involves removing hazardous ewals such as chlorinated fluorocarbons from the

refrigerant and foam insulation, preparing refrigerant for reclamation, and recycling other
materials including metal and plastic.

Implementation Strategy

The turnkey CSP from Phase |, JACO, will be ethgageanage the progranPPL Electric staff
will provide overall strategic diction and program managemerkhe program design and
delivery will basically remain the saméth the transition appearing seamless to customers
from Phase | to Phase I

Program Issues, Risks and Risk Management Strategy
TableD2 presents key market risks to an effective Appliance Recycling Program, as well as the
strategies the program will use to mitigate each risk.

TableD2 Appliance Recycling Program Issues, RisigRisk Management Strategy

Program Issues Risks Management Strategy

e Customer may have the | ¢ CSP responsible to work with
Convenient time interest to recycle but not customer to ensure the pielp is
required for customer have the available time tg as convenient as possible. On a
to be available for do so. caseby-case basis, special piak
pickup. timesmay be arranged to meet

customer needs.

e Customer participation e Robust marketing strategy,

Lack of program might below. including distributing materials at
awareness among community events, to CBGOs,
customers. media campaign and PPL Electric
bill inserts.
Customer may not seq e Customer disposes of e CSP will work with retailersshere
the benefit of units through channel new units are sold, to display
recycling qualified other than this program. information about the benefits of
appliance(s) recycling.
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e Customize educational material tg
highlight the high cost of operating
an inefficient unit and the benefits
of eliminating inefficient units.

Anticipated Costs to Participating Customers
There are no direct costs incurred by customers in this program.

RampUp Strategy

The Appliance Recycligogram will be managed by JACO Environmental Inc., the CSP that
providedthis service in PhaseThe program will continue to operate in the same manner in
Phase Il as in Phase | with the transition being seamless to customers.

Marketing Strategy
Marketing for this program will be the responsibility of the Appliance Recy€lBP. The
marketing strategy may include:
e t NEY23GAY3 ( KCnecibd® HilNdsefts.A y &
e t NEOARAY3I 2yftAYyS 00Saa (2 (GKS t NRINIY GAl i
Advertising through newspapers, radio, televisiandother media
Designing program brochures foustomers.
t NBY23GAnSHandb @O0t S¢ GAGK LI NGAOALI GAYy3I NBUGIF AT

Eligible Measures and Incentive Strategy
Qualified customers receive a rebate for recycling working refrigerators, freezers, and room air
conditioners?

There is an annual limit of two incentives for a refrigerator/freezer per customer address and up
to four room air conditioners. Allowances are made for customer classes other than residential.
For example, a commercial customer may be replacing pheltefrigerators in its break rooms

and have more than two qualifying units. In that instance, JA@O approval from PPL Electric
staff, will pick up and recycle those units. Savings will be repdootéite correct customer class.

The measures, eligiity requirements, number of participants, and incentives are approximate
and may change to reflect market and other conditions. Eligible measures and rebates are
shown inTableD3.

8 Room air conditioners may be picked up along with a qualified refrigerator or freezer, boowlile
picked up as a standlone item.
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TableD3: Appliance Recyclingligible Measures

Measure Eligibility Rating Incentive Range

Working unit;>10 CU FT.

Refrigerator Between $25 and $50

YR X on
Working unit;>10 CU FT.
Freezer YR K on Between $25 and $50
Room air conditioner Working unit Between $10 and $25

Program Start Date with Kegchedule Milestones
Strategic planning, execution, and schedule for the Appliance Recycling Program are listed in
TableD4 PPL Electric stewill IS R G KS LINP OS&a oA GEME&Wstatfldzi FNRY tt ]

TableD4: Appliance RecyclinBrogram Scheduland Milestones

Schedule Milestones
Revise detailed work scopes, terms and conditions, quality assurance

10/1/12
budget for CSP.

10/31/12 Execute program implementation contract with CSP (Contract submittq
with PPL Electric Act 129 Phase Il Plan.

TBD Receive PUC response for approval/denial of contract.
3/1/13 Begin program development.

6/1/13 Launch program.

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the progrdesthies

the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost
effectiveness evaluation, the néb-gross evaluation, and quality assurance/quality control
(QA/QC)Evaluations and QA/QC will be in accordance withS {2 9Q& ! dzZRA G tfly |y
submitted to the SWE for review/approval.

The Evaluation Plan for this program is expected to be similar tBliase Evaluation Plan for

the Appliance Recycling Program. Reported and verified savings will be deteunsingdhe

method specified in the TRM (fully stipulated savings for each measure type) to calculate the
savings of each measure, and then sum the savings of all measures in this program. The EM&V
CSP will confirm the quantity of each measure and will corgavings were determined in
accordance with the TRM.

Administrative Requirements

PPL Electric will oversee the operations and administration of the Appliance Recycling Program.
The major anticipated roles for the program are listed @bleD5.
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TableD5: Appliance Recyclin§takeholder Roles

e Marketing and advertising.

e Providing call center services, including customer
intake and scheduling.

¢ Verifying customer and appliance eligibility.

e Processingpplications and rebates.

e 'GAEATAY3 | 4.d® bSs |y

e Scheduling and executing appliance collection.

¢ Onsite decommissioning.

Primary e Picking up and transporting appliances to recycling
Conservation facility.

Service ¢ Recycling applicable components and appropriately
Provider disposing of remaining components.

(CSP) e Tracking customer data, appliances, and outcomes

throughoutthe process.

e Submitting customer transaction information to PPL
9t SOUNROQA 99alL{ GNIO1A

e Processing and sending rebates to customers.

e Submitting requied monthly information to PPL
Electric.

¢ Maintaining systems to ensure customer data is
protected.

e Guiding program strategy.

¢ Confirming CSP uploads to EEMIS.

¢ Reviewing, verifying and approving CSP invoices.

e Overseeing CSP activities to ensure compliance wit
tt[ 9t SOGNROQaA 993/ t (I
Utility Commission protocols.

e Conducting evaluation, measurement and verificatic

EM&V CSP of energy savings.

e Coordinating protocols with the SWE.

e tNPY2UGAY3a (KS a.dz2 bSs

Retailers e Educating customers on energfficient appliances.

PPL Electric

e Scheduling the recycling of their appliances.

e Being available at designated pigg time so their
units may be decommissioned aremovedfor
recycling.

Customer

Estimated Participation
Estimated participation levels are shown for general guidance only. Tiuesbersmay
increase or decrease based on the rebate levieddle DGdentifies projected participation.
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Table D6 Appliance Recyclingrojected Participation

PY5 PYo PY7 Total
Refrigerators and Freezers 14,500 14,500 14,500 43,500
Room Air Conditioners 2,000 2,000 2,000 6,000
Total 16,500 16,500 16,500 49,500

Estimated Program Budget, Estimated PercentSafctor Budget Attributed to Program,
Savings Targets and CeEftfectiveness

The Appliance Recycling program is expected to achieve electricity consumption savings of

approximately30,000MWh/yr. during the Plan. The budget allocation MWh/gavings throul

2016 and overall program casffectiveness for the residential customer sector are shown in

TableD7.

TableD7: Appliance Recyclinummary of Projected Benefit§osts, and Costffectiveness
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, Plan Year
Benefit/Cost Component Total
PY5 PY6 PY7
Savings (MWh) 10,184 10,184 10,184 30,551
Capacity Savings (MW) 1.55 1.55 1.55 4.66
Total Resource Cost $1,921,070] $1,921,070| $1,921,070] $5,763,210
Direct Participant Costs $0 $0 $0 $0
Direct Utility Costs $1,921,070] $1,921,070] $1,921,070 $5,763,210
Customer Incentives $557,500| $557,500| $557,500| $1,672,500
EDC Labor, Materials & Suppli§ $105,000{ $105,000f $105,000{ $315,000]
CSP Variable Costs $0 $0 $0 $0
CSP Labor, Supplies & Marketi| $1,258,570| $1,258,570| $1,258,570| $3,775,710
TRC Test
NPV Benefits $17,064,949
NPV Costs $5,340,282)
Net Benefits (NPV) $11,724,667
Benefit-Cost Ratio 3.20




Section 3Program Descriptions

Residential Retail Program 20132016
(Residential Sector)

Summary

The Residential Retail Prograomovides acomprehensive program grouping todeetr energy
efficiency productsised by residential customers and found in retail storeturnkey CSP will
manage this program. Participating customers will be able to purchase a variety of energy
efficient light bulbsat a discount and in soniastances, receive free CFCaistomers will also
be able to receive rebates for energfficient equipmentFinally, there will be a compongto
distribute smart stripsThe CSP wifirovide a call and rebate processing cenidre CSP willso
presentthe program to retailers as one program and not two distinct programs (lighting and
residential efficient equipment) as in the pa€ffering this as one comphensive retalil
programwill create operational and economgynergy

Objectives
The objectives of the Residential Retail Program are to:

¢ Provide a mechanism for customers to easily obtain discounted ENERGY STAR® qualified
energyefficient light bulbs and efficieréquipment sold in retail stores.

e Achieve widespread visiltil through independent and regional retailers that carry the
eligible ENERGY STAR® products.

¢ Develop and execute strategies aimed at transforming the market for ENERGY STAR®
qualified bulbs and equipment.

e Encourage customers to install CFLs obtained faagiveaway program.

e Provide customers with the opportunity to recycle CFLs and provide customer education
on proper recycling.

¢ Educate customers on new technologies for light bulbs and the impact that the Energy
Independence and Security Act (EISA)haMe on energefficient light bulbs.

e Engage retailers by educating and training retail sales associates about the-energy
efficient equipment.

e Develop a strategy with industry partners to install smart strips in residential homes to
reduce energy consumian of home electronics

¢ Provide a onestop call and rebate processing center.

e Promote other PPL Electric energfficiency programs.

e Obtain approximately 269,000 MWh/yr. of savings from the lighting component of the
program and 1800 MWh/yr. from theenergy-efficiency component.

Target Market

The Residential Retail Program will be available for all PPL Electric customers and, for the
purposes of this Plan, allocates all savings and costs to the residential customer BalokeE 1
identifies eligibiliy parameters.
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TableEX Residential RetaiCustomer Eligibility Parameters

Customer Sector(s) All
Rate Class All
Building Type All
Building Vintage All
Building Ownership Owner, Tenant

Program Description

The Residential Retail Program bringgether energyefficiency products found in retail stores.
It also provides opportunity to offer smart strips thugh a direct install prograrnd CSP will
manage this turnkey program including working directly with manufactumadyetail stores

and provding a cHl and rebate processingnter.

e Residential Lighting The lighting component of the program includes offering
discounted CFLs in R¥#hd phase idiscounted LEDs and discounted specialty CFLs
in PY6 and PY7. The lighting component includggesaway program.

Alightingbrochure will be developed and distributed at community events. The
brochure will provide customers with information needed take educated
decisions when buying lighting.

CFL recycling buckets and recycling educational materials will be made available
throughout the PPL Electric territory. For bucket placement, the program CSP will
target retail locations where CFLs are disceahtCFL recycling locations will be
L2AGSR 2y tt[ 9fSOGNROQA 6SoariasSo

o Efficient Equipment; The efficient equipment portion of the program will provide
customers with rebates for specific residential retail efficient equipment.

Smart Strigwill play arole in this program. The CSP will collaborate with cable
providers and retailers to develop and support eneedfjcient smart strip
installations.

TheCSP will establish and manageall andrebate processing centeaccepting customer

calls, suporting customer participation, crogmarketing,processingebates, and providing
basiccustomer care and quality assurance for the Residential Retail Program. The center is
expeded to provide information to customers on the application process, rebapdicgiion
status, and basic on energyficiency. The center will also need to efficiently direct
customers to other CSPs for programs that aresatitained, such as the Appliance

Recycling Program.

Implementation Strategy

PPL Electric will identignd select, through a CSP bid process, a turnkey CSP to manage the
Residential Retail Program, which will include residential lighting, efficient equipment, smart
strip installation, and a call and rebate processing cem®L. Electric staff will provideerall
strategic direction and program management for the Residential Retail Program
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The CSP waistablish acall and rebate processingmter to handle all calls for the Residential
Retail Program and all of its componeriis enter will be a crical entry point for many
customes to participate in the Program amdll be fully operational byuly 2013

Program Issues, Risks, and Risk Management Strategy
TableE2presents key market risks to an effective Residential Retail Program, as well as the
strategies the program will use to mitigate each risk.

TableE2 Residential Retail Program Issues, Risks, and Risk Management Strategy

Program Issues

Risks

Risk Management Strategy

Cost of energefficient bulbs
may be higher than the
customer iswilling to pay The
cost is increasing because of
the cost of materialsised in
the bulbs and manufacturing

e Low salegranslating to low
savings.

e Customers may not be willing
to purchase new, more
efficient light bulbs if their
light bulbs are currently
functioning.

¢ Economic conditions may lim
OdzaGi2YSNRa |06
bulbs.

Provide upstream incentive
providing affordable bulbat
retail locationsand free bulbs at
customergive-awayevents.
Educate customers on the long
term energy cosstaving beefits
of higher efficiency equipment.

Lack of customer awareness
about traditional energy bulb
usage.

e Customers do not see a neeq
to use more efficient bulbs.

Deliver a robust marketing
strategy, including poirof-sale
promotions and discounts.

Reduction in savings due to th
new EISA standards.

¢ Higher cost for each kWh
saved.

Determine the proper product
mix to offset the saving changes
for specific bulbs and optimize
energy savings, given budget
constraints.

Improper disposal of CFLs, ar
negative media attention
associated with CFL mercury
content and CFL disposal.

e Customers may not purchase
CFLs if they do not think ther,
is a wayto safely recycle useg
bulbs.

e Customers may not purchase
CFLs if they perceive the
amount of mercury is harmfu

Provide locations for customers
to dispose of CFLs.

Provide customer education and]
outreach on the proper handling
and disposal of CFLs and mercd
content.

Energyefficient bulb

e Customers may not purchase

Ongoing retailer communications

performance. energyefficient bulbs as they training, outreach, and educatior
may perceive that these bulbg
do not perform well.

Changing technology may e Customemecisiormaking e Add new programs or measures

affect lifecycle cost.

process may change as new
technology becomes availabl
in the market.

and/or increase eligible
equipment efficiency levels as
efficiency improves.
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Customers needing emergeng
replacement may not know
about the program.

Distress purchases frequent
R2Yy Qi Ay@2t @S
research before decisien
making.

Provide retail store and trade ally
training explaining the benefits o
selling higheefficiency
equipment.

Develop instore brochures and
collateral.

Promote general energy
efficiency awareness to
customers and trade allies.

Identifying participating
customers at time of purchase

Retailers are not able to
identify customers aBRPL
Electricparticipants at time of
purchase.

Ensure retailers are traimkto
identify participating customers.

Customer perceives a delay i
electronic response time whef
installing a smart strip.

Customer unplugs smart
strips.

Educate customers on the savin
and tools to best utilize the smar
strip with home electronics.

Inventory management of
installed smatrt strips.

Smart strips are deployed to
providers, but inventory is
difficult to control.

Ensure all units are accounted fq
by providinga tracking/
reconciliation process

When contacting the Call

Center, Customergerceive
they are talking to another
entity and not PPL Electric.

Reps may not provide level g
customer service acceptable
to PPL Electric.

Monitor customer satisfaction
and performance to avoid
customer dissatisfaction.

Anticipated Costs tdParticipating Customers
The average customer cost oflsscountedCFLunder the Residential Retail Program is expected
to be approximately $2 or les§he average cost of discounted LEDs and specialty bulbs will
vary.The average direct maiih rebate andupstream incentive amount and final prices paid by
customers vary by eneregfficient product. The Residential Retail Program CSP will propose
recommendations to adjust the upstream incentives to ensure that they are appropriate and
sales levels are contiled. Limitedtime offers may be included, increasing incentives that

coordinate with a manufacturer incentive to increase take sate

Rampup Strategy

PPL Electric will utilize a turnkey CSP to deliver the Residential Retail Program. PPL Electric will
work with the selected CSP to take advantage of the changes in EISA standards, strongly
promoting CFLs in PY5 while savings are greaterithiature years, and encourage customers

| to purchase specialty and LED bulbBR¥b; PY6 and PY7. The CSP will be expected to develop a
marketing strategy and delivery plan to achieve program goals. The selected CSP will need to
develop a robust marketing strategy to engage both manufacturers and consumers to influence
customers to make ergy-efficient equipment choices'lhe CSP will begin operations with a
ramp-up strategy that focuses heavily on marketing, recruiting, and engaging retail stores and
manufactures. The first half of PY5 will focus on relationdhifiding. It is expectedhiat there
will be a steady increaderoughoutthe end of PY5 and then approximately equal program
participation in PY6 and PY7.
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The selected CSP will need to develop a robust marketing strategy to reach local and regional
cable providers and retailer€ustomers will need to be educated on the value of installing
energyefficient smart strips for use with their home electronics. The CSP will design, produce,
distribute, ard display creative retail poirgf-purchase (POP) materials. These materials could
include items such as brochures, fact sheets, and user guides. These materials should augment
and complement the POP that partners are providing in conjunction wih #mart strip
installations.

Additionally, theselected CSP will need to staff a cardaad train call center representatives on

the specifics of the PPL Elecfdan. The CSP will design a user friendly tracking system for

internal and customer use. This tracking system will allow customers to,Ghaelal time their

rebate status and provide complete transparency to the PPL Electric program manager. The
/{tQa GNXOlAy3 aeadsSy gAftf 0SS dzaSR (2 O LI dz2NB
PPL Electric Energy Efficiency Management Information System (EEMIE)SP will need to be

able to efficiently verify applicant and measure eligibility. The CSBIMa#éled to develomand

implementa process to pay rebate requests in a timely manner.

Marketing Strategy
Marketing for this program will be led by the$tdential Retail CSP with support from PPL
Electric staff. The marketing strategay include
¢ Providing poinof-purchaseadvertising and marketing materials in retail stores and
educating retail store personnel about the Residential Retail Program.
e Pramoting the Program and identified ener§yT F A OA Sy O& CéljedACLIY Sy i Ay
¢ Communicating and providing access to program information, and participating
NEGIFIATSNAZ 2y (GKS /2YLIyeQa 46So0ariasSo
e Advertising using newspaper, radio, and other mass media asia advertising.
e Branding marketing material with the ENER&ETYAR® and PPL Electric logos.
e Presenting program information at community events and home shows.
e Coordinating cebranding advertising opportunities with trade allies (i.e., equipment
dealers, digibutors, and manufacturers), retailers, and cable providers
e Developing, publishing and distributiagprogrambrochureanda lighting brochure.
¢ Developing relationships with manufacturers for the upstream component.
e Developngrelationships with cable providers to promote smart sitggmponent.
¢ Promoingthe smart stripcomponentby advertising in cable bill inserts.
e Crosspromoting through other PPL Electric efficiency programs

Eligible Measures and Incentive Strategy

The CB will manage the delivery of upstream incentives to participating ereffigient light

bulb manufacturers. In general, the incentives provided at the retail level are designed to cover
between25% to 50% of the retail cost of CFLs, LEDs, and otheryegificgent bulbs and 100%

of the cost of giveaway bulbs.

The program also provides a financial incentive in the form of a rebate to customers installing

qualifying equipment and technologies and an incentive to participating for qualified equipment
andtechnologies.
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The programmayalsoprovidesmart strips to customers who purchase TVs that are rebated
through PPL Electric and also customers who sign up for a new cable contract or need service on
an existing cable account.

TableExAandTableEBA RSY A FTASE tt[ 9f SOGNAROQA LINRLIRASR f A
levelsand efficiency qualifications.

TableE3A: Residential Retail Program Eligible Direct MhilRebate Eligible Measures

Measure Eligibility Rating Incentive Range
Refrigerator ENERGY STA&R $10- $25
TVs 9b9wD, {¢!wt a2 $10- $25
ealump HotWater ENERGY STAREF>=2.3 $200- $300

Switchfrom electric to norelectric
Excluding new construction and
non-electric to norelectric $200$300
replacementTankless nat. gaEF
.82 and storage naturajasc EF.67

Efficient norelectric hot
water (0il, gas, propangc
Max. 100 unitdor all
Programs.

TableE3B: Residential Retail Program Smart Strip Eligible Measure
Measure Eligibility Rating Giveaway program

Smart Power Strip ENERGY STAR® $34

PPL Electric will perform periodic reviews of the Residential Retail Program at least annually, and
may adjust measures, rebate levels, performance criteria, and/or eligitalitygs in the future
as conditions change.

Program Start Date with Key Schedule Milestones
Strategic planning, execution, and schedule for the Residential Retail Program are ligbkin T
E4 Some tasks will be led by PPL Electric; others will beyledrious CSPs with oversight from
PPL Electric.
TableH: Residential Retail Program Schedule and Milestones
Schedule | Milestones
Develop detailed work scopes, selection criteria, terms and
10/26/12 " )
conditions, and quality assurance protocols for CSP.
10/26/12 | Issue RFP for CSP.
2/22/13 | Execute program implementation contract with selected CSP.
TBD Receive PUC response for approval/denial of contract.

6/1/13 Launch program.
Evaluation, Measurement, and Verification (EM&V)
PPL Electric and the EM&SP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost
effectiveness evaluation, the néb-gross evaluation, and quality assurance/quality control
(QAIQG> 9@l fdzr iA2ya IyR vikv/ ¢gAff 0S Ay I O02NRIYyO
submitted to the SWE for review/approval.
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For the lighting portion of this program, the Evaluation Plan is expected to be similar to the
Phasd Evaluation Plan. Repted and verified savings will be determined using the method
specified in the TRM (algorithm with open variables) to calculate the savings of each bulb, and
then sum the savings of all bulbs. The EM&V CSP will confirm the quantity of each bulb and will
confirm savings were determined in accordance with the TRM.

For the efficient equipment portion of this program, the Evaluation Plan is expected to be
similar to the PhaskEvaluation Plan for the Efficient Equipment Program. Reported and verified
savingswill be determined using the method specified in the TRM (algorithms with open
variables for some measures; fully stipulated savings for some measures) to calculate the
savings of each measure, and then sum the savings of all measures in this progr&t&he

CSP will confirm the quantity of each measure and will confirm savings were determined in
accordance with the TRM.

For the smart strip portion of this program, the reported and verified savings will be loased
the deemed values specified in the TRM. The EM&V CSP will confirm the quantity of smart strips
installed and will confirm savings were determined in accordance with the TRM.

Administrative Requirements
PPL Electric staff will oversee the operations adohinistration of the Residential Retalil
Program.TableEs lists the major anticipated participant roles.

TableE5: Residential Retail Program Stakeholder Roles

e Marketing and advertising.

e Educating andecruiting potential manufacturers and
retailers.

e Recruiting retailers to promote the direct miil
rebate on efficient equipment.

e Providing educational matmls to retailers about
energyefficiency.

e Encourage cable providers to promote smart strip

program.
e Verifying measure eligibility and that the incentives

Primary are for PPL Electric customers only.

Conservation | ¢ Monitoring measure quantities and trends and

Service recommending possible changes to PPL Electric.

Provider (CSP) | ¢ Reviewing, verifying, and processing payments to
retailers, manufactters, and customers.

e Collaborating with community groups to distribute
CFLs at community events.

e Monitoring the industry and developing a lighting
product mix that will enable PPL Electric to meet its
goals.

e Educating customers on the proper disposal BEE]
and identifying and placing CFL recycling buckets ir
key locations throughout the territory.

e Provdinga call center, fieldingustomer calls and
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inquiries and tracking call center statistics.

e Negotiating bulk purchases of smart strips.

e Working withlocal and regional cable companies to
develop a delivery strategy for smart strips.

e Tracking sales and saving results and reporting
monthly to PPL Electric.

e Maintaining systems to ensure customer d&a
protected.

e Guiding program strategy.

e Providing administrative support.

e Reviewing, verifying and processing CSP invaices
matching payment requests to
kWH/savings/customers.

e Overseeing CSP activities to ensure compliance wit
EE&C, PPL Electric and Pennsylvania Public Utility
Commission mtocols.

e Ensure all reporting and documentation is submitte
in a timely manner and accurate.

e Conducting evaluation, measurement, and verificati

EM&V CSP of energy savings.

e Coordinating protocols with the SWE.

e Providing sales data the CSP on a monthly basis.

e Educating customers on energfficient bulbs, based
on training from the CSP.

e Following the required Memorandum of
Understanding (MOU) providdu, the CSP.

e Working with CSP, if feasible, to develop eying
plan.

e Providing monthly installation data to CSP.

e Educating customers on the value of using smart st

Cable Providers with home electronics.

e Working in conjunction with CSP to monitor smart
strip inventory.

e Purchasing energgfficientequipment and lighting to
replace outdated norefficient equipment and
lighting.

e Installing a smart strip with the purchase of a rebate
TV or with new or existing cable contract.

e Recycling CFLs.

PPL Electric

Manufacturers/
Retailers

Customer

Estimated Participation

Program participation rates were developed by analyzing the SWE Market Penetration Study
and from the Annual PPL Electric residential lighting suipgroximately 7.3 million energy
efficient bulbs will be distributed over the ase of Phase IApproximately 15,000 smart power
strips and3,600energyefficient heat pump water heaters (EF 2.3 or better) refrigerators, and
televisions will be eligible for customer rebates.
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Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets, and Cdstfectiveness

The lighting portion of the Residential Retail Program is expected to achpgreximately
269,000MWh/yr. savings in electricityomsumption over the threg/ear progranwith the
efficient equipment components achieving 80 MWh/yr. Overall coseffectiveness and
projectedsavings levels are summarized in fhable E6

Table EG Residential RetaiSsummary of Projected Benefit§osts, and Cosffectiveness

Benefit/Cost Component Plan Year Total
PY5 PY6 PY7

Savings (MWh) 89,213 117,413 78,185 284,811
Capacity Savings (MW) 14.75 19.47 12.87 47.09
Total Resource Cost $9,115,190 $13,060,444 $16,503,317 $38,678,951
Direct Participant Costs $2,264,530, $3,006,664| $7,653,242| $12,924,436
Direct Utility Costs $6,850,660 $10,053,780 $8,850,075| $25,754,515
Customer Incentives $3,887,750 $6,335,260, $6,205,085 $16,428,095
EDC Labor, Materials & Suppliey $225,000 $225,000 $225,000 $675,000}
CSP Variable Costs $0 $0 $0 $0
CSP Labor, Supplies & Marketin| $2,737,910, $3,493,520, $2,419,990, $8,651,420

TRC Test
NPV Benefits $161,402,455
NPV Costs $35,304,861
Net Benefits (NPV) $126,097,594
Benefit-Cost Ratio 457

48|Page



Section 3Program Descriptions

Residential Home Comfort Program 20132016
(Residential Sector)

Summary

The Residential Home Comfort Program provides a comprehensive egféigygncy program

for new home construction and for existing homésturnkey CSP will be engaged to manag

this program.There are three components the program:incentives for home builders; audits,
surveys and insulation rebates for existing home customers; and customer rebates for ENERGY
STAR ®&ted equipment. The program will provide builders and cusérs with one central

opoint of entry€ This CSP will be required to maintain a call and rebate processing center,

recruit and train contractors, and to market the program to ensure solid program participation.

Objectives

The objectives of the Residential Home Comfort Program are to:

¢ Encourage customers to view energfficiency in a holistic manner.

¢ Promote construction of energgfficient new homes.

e Educate construction industry professionals about the benefienefgyefficient new
homes.

e Provide customers with audits, surveys, and eneaying solutions.

e Provide immediate energy savings to customers by providing rebates for direct install
measures.

e Obtain participation by approximately6;000 customers througl2016, with a total
reduction of approximatelyt5350 MWh/yr.

Target Market

TheResidential Home Comfort Progrdargets residential customer3ableFlidentifies
customer eligibility parameters.

TableF1 Residential Home Comfort Prograf@ustomerEligibility Parameters

Customer Sector(s) | Residential

Rate Class RS,RTS,RTD
Building Type Residential
Building Vintage New and Existing Construction

BuildingOwnership | Owner

Program Description

The Residential Home Comfort Program is designedfés energysaving measures and
rebates for new construction as well as existing homes. The program offers a wide range of
energyefficient measures, rebates, education, and services that provide customers options to
customize solutions to meet their hored  S-gffiRibldayR The program includes:
¢ New home componenthat encourages construction of energyficient new homes by
offering a rebate to builders for installing a specific package of measures.
e Audit and weatherizationcomponentthat provides custmer rebates for professional
home energy audits. Based on recommendations from an audit, rebates will be offered
for insulation and duct sealing.
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e Energyefficiency equipmentcomponentthat providesrebates for higkperformance
heat pumps and pool pumps.

Implementation Strategy
PPLElectricwill engage a turnkey CSP to implement all aspects of the Residential Home Comfort
Program. With direction from PPL Electric, the CSP will be responsible for the following:
¢ New homesidentifying, recruiting and training potential builders; assisting new
home builders with completion of paperwork; and, answering progsgecific
guestions.
¢ Audit and weatherizationldentifying, recruiting and training HVAC contractors;
maintaining a tade ally network; and, answering progrespecific questions.
e Energyefficient equipment: Workingwith retailers and manufacturers to
I ROSNI A &S UK S-efiichi@yTebhates.0a Sy SNHE

TheCSP will develop and implement a marketing strategy for mdetcomponents of the
program.The CSP will provide a call cerded rebate processing servicehe call center and
rebate processing service will be in placeshylyfall 2013.

Program Issues, Risks and Risk Management Strategy
TableF2presents key market risks to an effective Residential Home Comfort Program, as well as
the strategies the Program will use to mitigate each risk.

TableF2 Residential Home Comfort Progratasues Risks, and Risk Management Strategy

Program Issues Risks Management Strategy
Efficiency is not a e Buildersarenotableto |e Educate builders on the value and
common priority for take advantage of benefits associated with energy
builders and rebates. efficiency.
customers.
Builders may not e Builders may choose e Educate builders that all required
install all of the cheaper, lesefficient measures must be installed in orddg
measures required foi equipment. to participatein the program
the rebate.

. o Highefficiency ¢ Robust marketing of program and
Economic . .7 -

. - equipment is viewed as generalenergyefficiency
environment may limit : . .
= s A < too expensive. informationto customers.
Odzau 2 YSNIa e .
e There is littleincentiveto | ¢ Offer rebates that help reduce
purchaseenergy ) .
. : upgrade equipment that incremental costs.
efficient equipment 2 .
and appliances is still operational, orto | e Educate customers on the lo#igrm
. weatherize a home. energy cossaving benefits of
because of the igher . ) - .
e Builders or customers higherefficiency equipment and
up-front costs. 7
may choose cheaper, home weatherization.

lessefficient equipment.
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Anticipated Costs to Participating Customers

¢ New homescomponent Builders will receive a rebate of approximately®& for installing
all program required measures. This incentive is approximately 5@&¢ aicremental cost
of the required measures.

e Audit and weatherizationcomponent The customer cost for a watkrough audit is $50.
The cost of a comprehensive audit may vary depending on the auditor chosen by the
customer. PPL Electric estimates a coefygnsive audit will cost around $500, and
customers will receive a rebate of varying amounts, depending on the type of heating and
cooling equipment y G KS O dza. PRLEBIDREI prodidé & rebate of $250 to an
audit customer with central air cawlitioning and atelectric heat, and $125 for a home with
either central air conditioning or electric heat. Customers will be provided with a report
recommendations about avaible energyefficiency rebatesUnlikethe Progranin Phase |,
in order to receive a rebate for home insulation and dsealing customers must first have
an audit. This was changed so customers would have the opportunityderstand all
possible energefficiency choices and tivepaybackprior to makng a choice.

e Energyefficient equipmentcomponent Customers will receive rebates for installing
energyefficient HVAGquipmentand pool pumps.

RampUp Strategy

The rampup strategy will vary for different aspects of the program. The CSP will be expected to
develop a plan with a detailed timeline and implementation strategy for each component of the
Program. Because the new homes component is new in Phases Bxjected that the program

will require extensive work with new home buildersHiv5to make them aware of the benefits

of participating in the program. Although audit and weatherization is not a new compament
Phase I, the program has been changed essult of an extensive program review, and it is
expected that it will require significant time to ranyp.

Marketing Strategy

The CSP will be responsible for marketing all three components to ensure full program

participation The CSP will identify Bdérs through collaboration with state and regional

0dzAf RSNEQ 3aa20AFGA2y&a YR LINBaASyld GKSY gA0K RS
serve as an outreach to attract and inform builders and contractors about the program. The CSP

will ensure there are a sufficient number @fualifiedcontractors trained and available to

perform surveys and audits. Finally, the CSP will work with heat pump and pool pump retailers

to provide them with rebate information.

Eligible Measures and Incentive Strategy

The following tables outline the different measures that will be offered inRbksidential Home
Comfort Program. Some measures will be directly installed as part of the audit service. Eligible
measuresand rebates are shown ifableF3

51|Page



Section 3Program Descriptions

TableF3 Residential Home Comfort Progragligible Measures

Range of Incentives

Measure Package Requirements and Rebates and L.Jn.'t.
Definition
customer costs
Audit Package:
Direct installation of six | Electric main sourckeatand $250Rebate
CFLs, two faucet central air conditioning
aerators, one smart Per audit
strip, water heater set Electric main sourckeator $125Rebate
back,10-ft. hot water central air conditioning
pipe insulation Audit costs range .
from $300 to $600 | " audt
depending on the
home.
Survey Package:
Direct installation of six | Electric main source heat o
CFLs, two faucet central air conditioning
aerators, one smart .
. Customer cost is
strip, water heater set $50 Per survey
back, 16ft. hot water
pipe insulation
Weatherization
Measures: Audit or survey dependent
. . . Up to $750 .
Ceiling Insulation Minimum of R11 above Cod Up to $650 Per audit or
Wall Insulation installed. survey
. Up to $100
Duct sealing
Builder Package:
Air Source Heat Pump SEER 16
Heat PumpNater Heat Pump Water Heate
Heater ERFK2.3 $2.000
ENERGY STAR® ENERGY STAR® . ’
: . paid to contractor | Per new homsg
refrigeratorsand refrigerator and
dishwasher dishwasher
Wall Insulation wx n g
Ceiling insulation wx n g
Efficient Equipment:
Air-Source HeaPump SEER 15
Air-Source Heat Pump SEER 16 $50 to $150 )
Pool Pumps Multi-speed $100 to $25 Per unit
Nonrelectric high efficiency Natur?)l_lGFas or DFOXELTEEAEESUE 90 $50 to $150 gz: 32:;

propane) Max. of 100 units

for all programs

Program Start Date with Key Schedule Milestones
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Strategic planning, execution, and schedule forResidential Home Comfort Prograare
listed inTableF4. Some tasks will be led by PPL Electric; others will be led by various CSPs with
oversight by PPL Electric.

TableF4 Residential Home Comfort PrograBtart Date with Key Schedule Milestones
Schedule | Milestones
Develop detailed work scopesglection criteria, terms and
11/19/12 " )
conditions, and quality assurance protocols for CSP.
11/21/12 | Issue RFP for CSP.
3/20/13 | Execute program implementation contract with selected CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launchprogram.

Evaluation, Measurement, and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluatiaagshe
effectiveness evaluation, the néb-gross evaluation, and quality assurance/quality control.

9@l fdz2 GA2ya FYR vikv/ gAfft 0SS Ay I O0O02NRIyYyOS
the SWE for review/approval.

Reported and verified savingsliie determined using the method specified in the TRM
(algorithms with open variables for some measures; fully stipulated savings for some measures)
to calculate the savings of each measure, and then sum the savings of all measures in this
program. The EBIV CSP will confirm the quantity of each measure and will confirm savings
were determined in accordance with the TRM.

Administrative Requirements
PPL Electric staff will oversee the operations and administration dRésidential Home
Comfort ProgramTableF5lists the major anticipated participant roles for the program.

TableF5 Residential Home Comfort PrograBtakeholder Roles

e Marketing and advertising to promote theesidential
Home Comfort Program.

e Recruiting potential builders, retailers, contractors,
and manufacturers.

e /[ 2ff 102N GAYT G6A0GK 0OdzAf

Primary manufacturers, and other interested parties to

Conservation promote the program.

Service o Verifying eligibility of the builders and participating

Provider (CSP| homes. Verify that incentives paid are to HRéctric
customers.

e Assisting with the completion of rebate applications
e Processing rebate payments.

e Managing and reporting participant data.

e Customer service.
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e Guiding program strategy.

e Overseeing CSP activities to ensure compliance wit
tt[ 9t SOGNROQa 993/ tfl
Commission protocols.

e Reviewing, verifying and processing CSP invaicgs
matching payment requests to kWh/customers.

e Ensuring all reporting and documi&tion is submitted
in a timely manner anis accurate.

e Conducting evaluation, measurement, and verificati

EM&V CSP of energy savings.

e Coordinating protocols with the SWE.

e Participating in the audit and weatherization
component.

Customer ¢ Following upn audit recommendations.

e Purchasing energgfficient equipment to replace
outdated equipment.

PPL Electric

Estimated Participation

¢ New home componentit is estimated contractors will participate in the program
generating 750 new homes receivimgentives.

¢ Audit and Weatherization componentt is estimated that approximately 4,500 customers
will have an audit or survef those customers, it is estimated that 1,800 will weatherize
their homes with ceiling and wall insulation and daesling

e Hficient Equipmentcomponent It is estimated that approximately 11,000 customer
rebates will be approved for quality esource heat pumps and pool pumps.

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
SavingsTargets, and CodEffectiveness

Over the duration of the Plan, the Residential Home Comfort Program is expected to achieve
savings in electricity consumption savingsapproximatelyl5,350MWh/yr. Theannual budget
allocation, cumulative MWh/yrand overall program costffectiveness for the residential
customer sector are shown in thieableF6
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TableFG Residential Home Comfort PrograBummary of Project Benefits, Costs, and Gost

Effectiveness
Benefit/Cost Component Plan Year Total
PY5 PYG6 PY7
Savings (MWh) 5,069 5,170 5,121 15,359
Capacity Savings (MW) 0.56 0.57 0.56 1.70
Total Resource Cost $7,937,115| $8,209,490| $8,177,039 $24,323,644|
Direct Participant Costs $5,357,165| $5,472,790| $5,442,089 $16,272,044|
DirectUtility Costs $2,579,950( $2,736,700| $2,734,950 $8,051,600|
Customer Incentives $1,422,500( $1,564,375| $1,544,750 $4,531,625|
55&:}2:0“ Materials & | ¢150.000] $150,000 $150,000]  $450,000
CSP Variable Costs $384,250| $396,125| $392,000| $1,172,375
CSP Labor, Supplies &
Marketing PP $623,200|  $626,200)  $648,200| $1,897,600)
TRC Test
NPV Benefits $12,947,627
NPV Costs $22,521,006
Net Benefits (NPV) $(9,573,379
Benefit-Cost Ratio 0.57
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Residential Energ¥ficiency Behavior &ducation Program 20132016
(Residential Sector)

Summary

TheResidential Energifficiency Behavior & Education Program provides hig@igeresidential
Odzai2YSNER 6AGK | aSNKS& 2dafe tachdphigbeliustGntesR a ¢
These reportsvill also include Bergy savings recommendatiordavings for this program are
not cumulative; therefore, the program will begin in R¥iéh savings recorded in PYThe
program was offered in Phase | and will be offered in Phase II.

Objectives

The objecives of the Energi#ficiency Behavior & Education Program are to:

e Provide customers with a report card that encourages them to adopt ereffiprent
behaviors, to install energgfficiency measures, and to become more aware of how
their behavior angractices affect their energy usage.

¢ Educate customers about free or les@st measures and behavior changes that may
reduce energy consumption.

e 9RdzOI GS OdzaG2YSNEBE Fo62dzi tt[ 9t SOGUNROQa

¢ Promote other PPL Electric energfficiency programs.

e Obtain participation by approximately 110,000 customers through 2016, with a total
reduction of approximately 32,00@Wh/yr.

Target Market
The Residential Energafficiency Behavior & Education Progrergets highuse residential
customers. Tabl&lidentifies customer eligibility parameters.

TableG1 Residential Energificiency Behavior & Education Program Customer Eligibility
Parameters

Customer Sector(s) | Residential
Rate Class RS,RTS,RTD
Building Type Residential

Building Vintage All

Building ownership | Owner or tenant

Program Description

The Residential Energsfficiency Behavior & Education Progrimouses on ways customers
may implement free or loveost measures and behaviors that reduce energy consumption or
RSYlI YyR® ¢ K&uchihPaAd\:vareRess is separate from the advertising and

O2 YL |

2yt Ay

LINEY2(GA2Y 2F tt[ OeffiGelay ptdg@rasihe Rasidetiinl Ede@y Sy S NA &

Efficiency Behavior & Education Programtiudes:
e Periodic reports to customers comparing their usage witer, comparable customers
in the same geographical area.

e Energyefficiency tips such as turning down the thermostat, turning off the lights, taking

shorter showers, etc.
e Lowcost energyefficiency tips such as replacing incandescent light bulbs with CFLs
installing weather stripping, and using power strips.
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Implementation Strategy

PPL Electric will engage a turnkey CSP to provide a home energy reporting system. That system
will use behavioral science and data analytics to drive reductions in resideméiedy

consumption. Customers will receive approximately 10 reports during the Plan. The reports will
encourage customers to take action and make behavioral clrgsidential customers who

use more electricity than average will be targeted for the pamog since their potential to save is
greater.

The CSP, with support from PPL Electill identify approximately10,000 customerto
receive energy report cardépproximately 25,00additionalcustomers will be identified to
serve in a control group.

Program Issues, Risks and Risk Management Strategy
TableG2presents key market risks to an effectiResidential Energifficiency Behavior &
Education Prograras well as the strategies the program will use to mitigate each risk.

Table G2ResidentiaEnergyHficiency Behavior & Education Progratesues, Risks and Risk
Management Strategy

Program Issues Risks Management Strategy

A large number of e Fewer customers e Monitor opt-outs on a monthly basi

customers may opt participating in the to ensure the number of customers

out of the program. program would remains at an acceptable level.
negativelyaffect energy | ¢ Ensure there is a pool of customer
savings. available who meet the selection

criteria to receive home energy
reports to maintain program

participation.
Customers do not e Tips are not resonating | ¢ Monitor savings on a monthly basig
change behavior with customers; e Adjust and change report card
based on therefore they will not messaging should monthgavings
recommended tips. change their behavior. targets not meet goals.
Customers become | e Customers who receive | ¢ Monitor customer inquiries.
confused with report cards and are e Provice customers with information
information on the signed up ér PPL about the difference between a
energy report card 9f SOUNROQaA baseline home for the energy repo
because imay be may receive cards and Energy Analyzer to ensy
different than what is contradictory customers understand why the
found on their PPL information regarding information could be dissimilar.
Electric account Homq their efficiency (i.e., one
Energy Analyzer. will state the customer is

more efficient than
similar homes and the
other will state they are
less efficient).
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Customers think e Cusbmers believe the ] e Periodically and at least once per

neighbor comparisons information in the program year review the accuracy

are not accurate. reports is incorrect and the data that is used to make up th
R2y QG OKI y3 neighbor comparisons to determing
behavior. if there is additionapublic

information available, and/or if
there are other ways to increase thj
accuracy of other customer data
(such as the heating source).

Anticipated Costs to Participating Customers
There are no direct costs incurred by customers for this program.

RampUp Strategy
The CSP, working with PPL Electric staff, will identify qualified customers to participate in this
program. The CSP will prepare energy report cards for review and approval by PPL Electric staff.

Marketing Strategy
The program does noeguire marketing.

Eligible Measures and Incentive Strategy

No specific incentives will be provided through this program. Rather, by virtue of providing
energy conservation education, information, and strategies, customers will make behavioral
changes andain energy savings.

Program Start Date with Key Schedule Milestones

Strategic planning, execution and schedule for Residential Energfficiency Behavior &
Education Prograrare listed inTableG3 Some tasks will be led by PPL Electric; otherdeavill
led by various CSPs with oversight by PPL Electric.

TableG3 Residential Energ¥ficiency Behavior & Education PrograBtart Date with Key
Schedule Milestones

Schedule | Milestones
Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.
10/26/12 | Renegotiate contraaith CSP

3/1/13 Execute program implementation contract with selected CSP.

10/24/12

TBD Receive PUC response for approval/denial of contract.
843 Launch program.
6/1/14

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost
effectiveness evalu@n, the netto-gross evaluation, and quality assurance/quality control.

9@l fdzk GA2ya YR vIikv/ Attt 0SS Ay FOO0O2NRIyOS GAGF

the SWE for review/approval.
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The Evaluation Plan for this program is expected to indasi to the Phase | Evaluation Plan for

the Residential Behavior and Education Program. Reported and verified savings will be
determined using a billing regression analysis. The regression analysis compares the difference
in usage (actual billing data) thfe participant group (treatment group) with a comparable non
participant group (control group).

Administrative Requirements

PPL Electric staff will oversee the operations and administration dRésédential Energy
Hficiency Behavior & Education Pragn. Table G4ists the major anticipated participant roles
for the program.

TableG4:Residential Energyficiency Behavior & Education Progra8takeholder Roles

e Generating customized energy report cards that
incorporate electricity usage comparisons and
recommendations.

e Incorporating documented behavior change researc
findings into reports.

e Receiving and processing data (e.g., billing, rate,
program, real property, demographic and consumel
data) from multiplesources to generate reports in

Primary :
. paper and electronic forms.
Conservation o . .
Service e Acquiring and incorporating data from other source:

4dzOK a DL{>X ¢6SIGKSNE R
data, into the reports to improve accuracy and
customization.

e Printing, inserting and mailgnor emailing reports.

e Developing and hosting a web application for PPL
Electric staff to view electronic reports and change
report preferences.

e Following established procedures that maintain
confidential customer data usage.

e Guiding progranstrategy.

e Overseeing CSP activities to ensure compliance wit
tt][ 9t SOGNROQaA 993/ tfl
Utility Commission protocols.

e Reviewing, verifying and processing CSP invaicés
matching payment requests to
kWh/savings/customers.

e Providing CSP with usage data for all homes in the
service territory on a weekly basis.

e Providing responses to customer inquiries.

e Conducting evaluation, measurement and verificatic

EM&V CSP of energy savings.

e Coordinating protocols with the SWE.

Customer e WwSI RA y 3 NEBLR2NLGA& | 062dad 0

Provider (CSP|

PPL Electric
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taking action

Participation

Approximately 110,000 customers will receive home energy ntspiarting halfway through
PY6, and continuing throughout all of PYNote: Projected participation is not cumulative and
the total number of customers receiving reports is 110,008bleG5outlines projected
participation.

TableG5 Residential Energ¥dficiency Behavior & Education PrograRrojected Participation

PY5 PY6 PY?

Total

Participants 0

110,0000 110,000F 110,000

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program, Savings Targets
and CostEffectiveness

The Energ¥ficiency Behavior & Education program is expecteddbieve savings in electricity
consumption that amount to approximately 32,000 MWh/yr. Texpected measure life is one year.
Savings, therefore, are not cumulative over multiple program y&awverall coskeffectiveness and

projected savings levels areramarized inTableGa

TableG6 Residential Energ¥ficiency Behavior & Education Program Summary of Projected
Benefits, Costs, and CoS&iffectiveness

Benefit/Cost Plan Year
Total
Component PY5 PY6 PY7
Savings (MWh) - 11,445 32,193 32,193
Capacity Savings (MW - 1.41 3.97 3.97
Total Resource Cost $0 $1,047,250 $1,391,250, $2,438,500
Direct Participant Costs $0 $0 $0 $0
Direct Utility Costs $0 $1,047,2500 $1,391,250, $2,438,500
Customer Incentives $0 $0 $0 $0
EDC Labor, Materials 4
Supplies $0 $56,250 $56,250| $112,500]
CSP Variable Costs $0 $0 $0 $0
CSP Labor, Supplies &
Marketing PP $0 $991,000 $1,335,000 $2,326,000
TRC Test

NPV Benefits $3,650,788

NPV Costs $2,158,107

Net Benefits (NPV) | $1,492,681

Benefit-Cost Ratio | 1.69
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Student and Parent Energlgfficiency Education Program 20132016
(Residential Sector)

Summary
The Student and Parent Enefgificiency Education Program is a new prograindpedded to
Phase IlIFor several years, PPL Electric has offeredsthisesafl program outside of Act 129.

There are five components to the program. Participants in all components will receive an
energyefficiency kit and educational materials. Three of the components provide stlased
workshops for children of varyirages. The fourth component provides teachers with training
and classroom materials. The remaining comportargets schools in losncome communities
and provides incentives to Parent Teacher Organizafmnviting parents to participate in an
interadive energyefficiency workshogn their community Parents attend these sessions at
schools in their community.

Objectives

The objectives of th&tudent and Parent Enerdafficiency Education Prograane to:

e Expand and promote energpfficiency literacyhrough education outreach programs.

e Provide energiefficiency education to students offered through school assemblies and
classroom curriculum and presentations to parent groups.

e Ensure energefficiency education correlates to Pennsylvania Educationléyoé
Standards.

¢ Build awarenesef energyefficiency in targeted loweincome neighborhoods.

e Provide students, parents and teachers with a thkene kit of energyefficiency
measures that can be installed at home.

e Provide teachers with energgfficiencyinformation, lesson plans, activities, training,
materials and support for classroom use.

e Obtain participation by approximateR9,000students, parents, and teachers through
2016, with a total reduction of approximatelyd 500 MWh/yr.

Target Market

TheSudent and Parent Energfgfficiency Education Prograirgets residential customers.
TableH1identifies customer eligibility parameters.
TableH1: Student and Parent Enerefgfficiency Education Program Customer Eligibility
Parameters

Customer Sector(s) | Residential

Rate Class RS,RTS,RTD
Building Type Residential
Building Vintage Existing buildings

Building Ownership | Owner or tenant

Program Description
TheStudent and Parent Energifficiency Education Progranill consist of five separate
components:

6l|Page



Section 3Program Descriptions

e Primary Grade Energkfficiency Education

o0 Interactive classroom presentation consisting of general energy and energy
efficiency information, as well as handa activities.

0 Curriculum correlated to PA Educati@nademic Standards for the
appropriate grade level(s) and endorsed by the Pennsylvania Department of
Education.

o Takehome energyefficiency Kkit.

¢ Intermediate Grade Energifficiency Education

0 Interactive classroom presentation consisting of general enangyenergy
efficiency information, as well as handa activities.

0 Curriculum correlated to PA Education Academic Standards for the
appropriate grade level(s) and endorsed by the Pennsylvania Department of
Education.

o Takehome energyefficiency Kkit.

e Secondry Grade Energfficiency Education

o Interactive classroom presentation consisting of general energy and energy
efficiency information, as well as handa activities.

0 Curriculum correlated to PA Education Academic Standards for the
appropriate grade levés) and endorsed by the Pennsylvania Department of
Education.

o0 Takehome energyefficiency kit.

e Teacher Workshops

o0 Series of regional teacher training workshops focused on eraffiency.

0 Workshops are @ésigned to address the sustainability standardhaf t
Pennsylvania academic standards and endorsed by the Pennsylvania
Department of Education.

0 Teachers receive seven hours of credit applicable to Act 48 requirements.

o0 Takehome energyefficiency kit.

e Parent Teacher OrganizatidrundraisefParent Workshops

0 Fundraising opportunity for the school or Parent Teacher Organization by
securing parents to attend customer energgfficiency workshop held at
their school

0 Presentationgiven to attendeegonsisting of general energy and energy
efficiency information.

o0 Takehome energyefficiency kit.

0 Targets lowetincome communities.

Implementation Strategy

PPL Electric will identify and select, through a competitive bid process, a CSP that will manage
the Student and Parent Energifficiency Education Program. The @8Rundertake a broad
spectrum of responsibilities, including marketing to and recruiting potential schools, teachers,
and Parent Teacher Organizations; creating curriculum correlated to PA Education Academic
Standards; securing endorsement of the prog(a) by the Pennsylvania Department of
Education; conducting the various enesgjjiciency presentations; and assembling and shipping
the takehome energfS FFA OA Sy Oé 1 Aidad tt[ 9t SOGNRO Attt O2f¢
strategic direction wh@ maintaining overarching Act 129 administrative, program support,
evaluation and data management systems.
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Program Issues, Risks and Risk Management Strategy
TableH2 presents key market risks to an effecti@audent and Parent Enerdgfficiency
EducationProgramas well as the strategies the program will use to mitigate each risk.

TableH2 Student and Parent Energlfficiency Educatiofrogram Issues, Risks and Risk
Management Strategy

Program Issues Risks Management Strategy

e Lesson plans are often | ¢ Ensure that the curriculum is
Teachers may not created far in advance correlated to the PA Education
have thetime in their and teachers may not s¢ Academi Standards and fits into
schedules to value in the presentation planned lessons.
incorporate the and thereforemaynot
presentations. sign up.

e Although the education | ¢ Provide instructions on how to
Customers do not

install the ener component of the install the devices in the kits, and
efficienc meagalres program would be additionally offer a customer servic
and comy lete the completed, the number for participants to call if
survey inpcluded in measurable energy they have any questions.
their take-home kits. savn_ngswould not be
achieved.
The takehome kits e Teachers and parents | e Provideinformation on the proper
may not want to handling of CFLs.

include CFLs, and
customelrs may be
concerned about
mercury inthe bulbs

participate and/or install
the CFLs they are
concerned about
mercury.

Anticipated Costs to Participating Customers
There are no direct costs incurred by customers for this program.

RampUp Strategy

The CSP will begin operations with a raogpstrategy that focuses heavily on marketing and
recruiting eligible schools and teachers, beginning in the summer of #1R before,

followed by the execution of the presentations starting in the fall of 2013. It is critical that the
CSP build credibility with the schools within the service territory as more than one of the
program components could be run with the individsahool or district (for example, the same
district could participate in the Primary, Intermediate, and Secondary E+éfigiency

Education programs)Y.he CSP will ensuithat in PY6 and RPYat least 40% of participating
schools are new to the program.

Marketing Strategy

The Student and Parent EnefBificiency Education Program will rely on recruitment of

teachers, schools, and parents to participate in the Program. The CSP will be required to secure
a qualified list of schools within the PPL Eledeisice territory for recruiting purposes. The list
must have the names of educators and the grades they teach, as well as the principal name.
Promotions for the program will be sent via U.S. mail as well as email.
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Eligible Measures and Incentive Strategy
Participantsof all five components receive a tak®me energyefficiency Kit.

Program Start Date with Key Schedule Milestones

Strategic planning, execution and schedule for 8tiedent and Parent Enerdgfficiency
Education Prograrare listed inTableH3. Some tasks will be led by PPL Electric; others will be
led by various CSPs with oversight by PPL Electric.

TableH3: Student and Parent Energgfficiency EducatiofProgramScheduleand Milestones
Schedule | Milestones
Develop detailed workcopes, selection criteria, terms and
11/7/12 " )
conditions, and quality assurance protocols for CSP.
11/9/12 | Issue RFP for CSP.
3/1/13 Execute program implementation contract with selected CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes

the scope, objectives, and methods for the impact evaluation, the process evaluatiaagshe

effectiveness evaluation, the néb-gross evaluation, and quality assurance/quality control

(QAIQCY 9@ fdzt iA2ya YR v!ikv/ gAff 0SS Ay O0OO02NRIYyO
submitted to the SWE for review/approval.

Reported and verified savingse expcted primarily from the energgfficiency kits anavill be
determined using the method specified in the TRM (algorithms with open variables for some
measures; fully stipulated savings for some measures) to calculatsaifings of each measure,
and then sum the savings of all measures in this program. The EM&V CSP will confirm the
guantity of each measure and will confirm savings were determined in accordance with the
TRM.

Administrative Requirements

PPL Electric staffill oversee the operations and administration of tBeudent and Parent
EnergyEfficiency Education PrograimableH4lists the major anticipated participant roles for
the program.

TableH4: Student and Parent Energifficiency EducatiofProgram Stakehigler Roles

e Marketing to and recruiting potential schools,
teachers, and parent teacher organizations.
Primary e Creating curriculum correlated to PA Education
Conservation Academic Standards.
Service e Securing endorsement of the program(s)tbg
Provider (CSP] Pennsylvania Department of Education
e Conducting the various energpfficiency
presentations.

64|Page



Section 3Program Descriptions

Assembling and shipping the &thome energy
efficiency kits.

Obtaining background checks on classroom
presenters.

Providing responses to customer inquiries.
Reporting and uploading datatot [ 9t SOG !

PPL Electric

Guiding program strategy.

Overseeing CSP activities to ensure compliance wi
tt[ 9t SOGNROQaA 993/ tflI
Utility Commission protocols.

Reviewing, verifying and procésg CSP invoicesd
matching payment requests to
kWh/savings/cusimers.

EM&V CSP

Conducting evaluation, measurement and verificatic
of energy savings.
Coordinating protocols with the SWE.

Customer

For the inschool components, kits will be taken honr
by children so that parents and children can install t
measures together.

For the Teacher WWfkshops and Parent Workshop
component, measures in kits will be installed by
customers who attend sessions.

Estimated Participation

A combination of approximately9,000students, parents, and teachers will participate in the

Student and Parent Enerdifficiency Education Program

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,

Savings Targets andostEffectiveness

The Student and Parent EnerB¥ficiency Education Program is expected to achieve savings in

electricity consumption that amount to approximatel 500 MWh/yr. Overall cost
effectiveness and projected savings levels are summariz€ebie H5.
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TableHS5: Student and Parent Energifficiency EducatiofProgramSummary of Projected
Benefits, Costs, and Co#iffectiveness

Benefit/Cost Component Plan Year Total
PY5 PY6 PY7

Savings (MWh) 4,921 4,266 4,266 13,453
Capacity SavinddMw) 0.61 0.53 0.53 1.66
Total Resource Cost $1,914,497| $1,914,497| $1,914,497| $5,743,491
Direct Participant Costs $0 $0 $0 $0
Direct Utility Costs $1,914,497| $1,914,497| $1,914,497| $5,743,491
Customer Incentives $823,618| $823,618) $823,618| $2,470,854
EDC Labor, Materials & Suppliej  $60,000 $60,000 $60,000| $180,000}
CSP Variable Costs $0 $0 $0 $0
CSP Labor, Supplies & Marketin $1,030,879| $1,030,879 $1,030,879 $3,092,637

TRC Test
NPV Benefits $7,947,97
NPV Costs $5,322,010
Net BenefitgNPV) $2,625,964
Benefit-Cost Ratio 1.49
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Prescriptive Equipment Residential
(Residential Sector)

20132016

Summary

Within the Small C&Prescriptive Equipment Prograimere are measures and services available
to farmers.Some farms in the PPElectrt territory have a Residentichte classdthough the
Prescriptive Equipment Program will manage this component of Small C&l, savings and costs
from residential agriculture customers who patrticipate will be credited to the Residential Sector

Forfurther details on this component including measures, Beescriptive Equipment Program
(Small C8l

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and CeEffectiveness

Tablell: PrescriptiveEquipment ProgranfResidential)lSummary of Project Benefits,
Costs and CodEffectiveness
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Benefit/Cost Component Plan Year Total
PY5 PY6 PY7
Savings (MWh) 124 536 644 1,304
Capacity Savings (MW) 0.02 0.09 0.11 0.22
Total Resource Cost $64,318| $248,693| $304,537 $617,548
Direct Participant Costs $51,906| $161,325| $196,493 $409,725
Direct Utility Costs $12,412| $87,368| $108,044 $207,823
Customer Incentives $6,558| $62,058| $77,610 $146,226
EDC Labor, Materials & Supplies $0 $0 $0 $0
CSPvariable Costs $5,854| $25,310| $30,434 $61,597
CSP Labor, Supplies & Marketing $0 $0 $0 $0
TRC Test
NPV Benefits $1,105,075
NPV Costs $554,707
Net Benefits (NPV) $550,368
Benefit-Cost Ratio 1.99
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LowIncome
Section 3.2.1

PPL Electric iffering the following programs designed for L-éncome customers. In addition
to its low income programs, all leimcome customers are eligible to participate in all general
residential programs. PPL Electric estinsatewill achieve 49,000 MWh/yifrom low-income
participation in general residential programs. The actual savings frornicame participation

Ay 3ISYSNIf NBaAaARSYOGAFf LINPINIYa gAftf 0SS RSGOSNI¥AY

during the yearly impact evaluation in accordance with thethod approved by the SWE. The
estimate included in the EE&C Plan is based on actual data from Phase I.
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LowIncome WRAP 20132016
(LowIncome Sector)

Summary

LowIncome WRABffers qualified lowA y 02 YS Odza 12 YSNE 6AGK 6KI G
WRAP and/or the installation of an energfficient heat pump water heatgHPWH, if needed
There is no cost to the customer fparticipation. This program is managed by PPL Electric in
O2yedzyOliA2y $AGK GKS /2YLIlyeQa [L! wt ®ah. ha

LowIncome WRARas offered in PhaseChanges were made for Phase Il that inchide
2T FSNRY B 2y REin Bhaade ind not as in Phase |, all thrégpes of WRAP work
(baseload, lowcost and fulcost).

Objectives:
The objectives of the Lodmcome Winter Relief Assistance Program (WRAP) are to:
¢ Provide lowincome customers with education amaeasures to help reduce their
energy costs and increase their eneggjficiency.
e Maintain partnerships with local CBOs and contractors to ensure customers receive
maximum and timely customer assistance.
e Promote other PPL Electric energfficiency programs

e Install WRAP measures in approximately 9,600itmeme Odzd (1 2 YSNDa K2YSa

through 2016 with a total approximateduction in energy use &500MWh/yr.

Target Market
LowIncome WRAP targets customers at or below 150% oF#ueraPovertylncome

Gudelined ¢ KS LINRPINI YI 2LISNI (SR LowincOgeysadey OGi A2y 64K

Reduction Program (LIURBImMs at providing service to customers who have not received
WRAP in the past as well as customers who have received WRAP and may need fuiitteer serv
TableJl identifieseligibility parameters.

TableJL: Low Income WRAP Program Customer Eligibility Parameters

Customer Sectors Lowincome qualified residential

Rate Class RS, RTS, RTD

Building Type Residential

Building Vintage Existing buildings

Building Ownership hgySNI 2N GSYlyd A

Program Description

2wl t A& tt[-InComSiBagdlRe@UtdN Hrogram (LIURP) with three types of
service, 8/ a 220 aé oGoddt andfliHeost)RAESIghed th meet the needslofv-
income customers. The programs offered by PPL Electric for Phase Il id¢lbdseload jobs
and 2) a heat pump water heater (HPWH) replacement component.

% Lowincome is defined at 150% of FPIG or below
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Implementation Strategy

PPL Electric funds, administers, monitors, and recruits custom@artizipate in WRAP. The
program is delivered by CBOs and private contractors, who conduct energy, guditsie

energy conservation educatioand install measures. PPL Electric provides payments directly to
contractors. PPL Electric also uses contractorconduct thirgparty inspections.

tt[ 9fSOGNRO YI& RSaA3dy YR AYLX SYSyiicome ay SAIKO?
neighborhoods that may benefit from WRAP services. Qualified customers would receive any of

the three types of WRRjobs ofered by PPL ElectriBaseload jobs, forustomers at or below

150% of FF3, would be credited to Phasenlith customers receiving lowost and fulcost jobs

credited to PPL Electric WRAP

/ .ha GKFG Odz2NNByGfe RSt AQJSntiduetb providefs&viaseh OQa 2 w! t
steps in program participation include:
e PPL Electric staff, in conjunction with CBOs, marketing to and recruiting customers.
e CBOs and private contractors completingsite energy audits, providing energy
education, and dectly installhg energyefficiency measures.
¢ CBOs and private contractors coordinating, where appropriate, with equipment
installation contractors for measure installation.
e CBOs and private contractors documenting and reporting all audit resultsraadure
installations to PPL Electric.

Program Issues, Risks and Risk Management Strategy
TableX presents key market risks to an effectivew-lIncome WRAR3s well as the strategies
the Program will use to mitigate each risk.

Table: LowIncome WRAP Programsues, Risks and Risk Management Strategy

Program Issues Market Risks Management Strategies

Customers reluctant to asq e  Low program e Provide audits and measures

for help. participation. free for incomequalified
customers.

e Market to customers through
traditional (CBO) and nen
traditional organizations
(hospital waiting room) where
customers may have developd
a level of trust.

e Provide discreet qualification
process with attention to
customer caofidentiality.

Homeowner anddndlord | e Low program e Market to customers through

lack of program awareness participation. CBOs and other community
organizations.

e Market program directly to
landlords.
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Customer not willing to e Customers will e Provide marketing materials
participate because of the continue to pay stating the service and
perception there is a fee higher energy bills measures are free for incorne
for the service. because of qualified customers.
participation
concerns.
Need to verify customer | e Customers not willing e Work with CBOs to verify
eligibility. Customers to share income customer eligibility. Deliver
reluctant to share income information. program through CBOs to
information. retain customer confidentiality
Possible saturation of e Low program e hTFSNI I Gy SAIs
WRARparticipantsor participation. neighborhoods where there
customeas who receive has not been a large number ¢
energyefficiency measureg customers participating in
from other programs. WRAP.
High mobility in the low e Higher dropout rate. e Work with CBOs to identify
income sector. Customers may mov length of time a customer has
before work is been at a residence and
completed, leading frequency of moving.
to higher program
COSts.

Anticipated Costs to Participating Customers
There are no costs incurred by customers in this program.

RampUp Strategy

LowIncome WRA an existing WRAP program and therefore will continue into Act 129 Phase
Il. PPL Electric staff meets with CBOs and contractors on an ongoisgobdisicuss rgram
elements.Participating CBOs and contractors will be fully informed about applicablentvmne
WRAP policies and procedures by the summer of 2013.

Providing HPWHs for leimcome customers is a new component to the program. PPL Electric
program staf will review records of customers who have received WRAP in the past and at the
time did not need a new water heater. Staff will then contact those customers to discuss a
HPWH replacement. PPL Electric stalffalso identify and qualify potential new stomers that
would benefit from a HPWH replacemeRPL Electric staff will work with manufacturers of
HPWHSs and negotiate costs and a process for installation.

Marketing Strategy
PPL Electric will conduct marketing through its existing WRAP infraseubiuirit plans to
rampdzLd YIF N] SdAy3a STF2NIA (G2 AYyONBlIaS GKS LINPIANFYQ
new marketing activities may include:

e Conducting outreach efforts with existing CBO agencies.

e Promoting the program via the-fiower team at commuity presentations.

e Marketing activities to lowncome neighborhoods including promoting neighborhood

WRAP.
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e tNRPY2UAY3I G(GKS LINPINIY AYy tt ConlettdbudiNgh OQa Odza i
promoting the availability of heat pump water heaters to qualifiedioaome
customers.

e 583aA3aYyAY3a YR AYLISYSYGAYy3d | daySAIKO2NK22R 0

e Targeting marketing to customers participating in PPL Elendrack, LIHEAP, and
other enagy-efficiency and weatherization programs.

Eligible Measures and Incentive Strategy
All services and measures are provided to incaqualified customers at no cost. PPL Electric
will continue to encourage CBOs and WRAP contractors to combine Act TR8gfuvith
federal, state, or other human services funding to provide a wiholese energyefficiency
solution.Baseload is offered to customers who have the potential to receive and benefit from
energysaving measureddeasures include:

e Energy education

¢ Installation of Compact Fluorescent Lights (CFLS)

e Refrigerator replacement

e Air conditioner replacement

¢ Dehumidifier replacement

e Changing or cleaning of heating/cooling filters

¢ Dryer venting (electric dryer)

e Power Strips/Smart Plugs

In addition, PPL Electnidll offer a HPWHeplacement component to qualified leimcome
customers with electric water heating at no cost.

PPL Electric will perform periodic reviews of its programs at least annually and may adjust
measures, rebate levels, performance critenaléor eligibility ratings in the future as market
conditions change.

Program Start Date with Key Schedule Milestones

Planning and implementation tasks and schedule_fmsIncome WRARre listed inTableJ.
Some tasks will be led by PPL Electric; othsks will be led by CBOs and private contractors
with oversight from PPL Electric.

Table3 LowIncome WRAP Progra®chedule and Milestones
Schedule | Milestones
Develop participation standards and delivery guidelines for Ac
129funded WRARrogram (where they differ from existing
programs) with state lovincome departments and community
based organizations
ongoing | Coordinate with other utilities and stakeholders
2/1/12 Confirm CBOs haye rampeg staffing and capabilities to meet
the program requirements.
5/1/13 Develop marketing plan and materials
6/1/13 Launch program.

1/2/12
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Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes

the scopepbijectives, and methods for the impact evaluation, the process evaluation, the cost

effectiveness evaluation, the néb-gross evaluation, and quality assurance/quality control

(QAIQCY 9@t fdzt GA2ya YR v!kv/ gAftf oaBdwilye  OO0O2NRI yO
submitted to the SWE for review/approval.

The Evaluation Plan for this program is expected to be similar tBliase Evaluation Plan for

the WRAP Program. Reported and verified savings will be determined using a billing analysis that
compaes usage preand postinstallation of the measures. Since the Baseload WRAP measures
are expected to mirror those installed Rhase Act 129 WRAP and LIURP WRAP, BBitiE&

will use the LIURP billing analysis (submitted to the PaPUC for USP) fopgatdi during

program year 2011 (measures installed June 1, 208ay 31, 2012) to allow one year for pest
installation billing datd® The savings determined from the LIURP billing analysis will become the
fully stipulated deemed savings for all WRAPeRx=]l projects in Program Year 5 (measures
installed June 1, 2013May 31, 2014). If there are no longer any Baseload WRAP projects in
LIURP, then PPL Electric or its EM&V CSP will perform a separate billing analysis on Phase2 Act
129 WRAP participants.

Administrative Requirements
PPL Electric staff will oversee the operations and administration oflhceme WRAP. Listed
below are the major anticipated participant roles for Lbweome WRAP.

Summary of administrative requirements:
e tt[ 9f SO0 Ngad Qtaff nfavages all asNts of this program, including
reporting activities and results directly associated with Act 129 funding.
e CBOs and private contractors will track program activities and report to PPL Electric.
e The EM&V CSP conducts evaluatioeasurement, and verification activities and
coordinates with the statewide EE&C Plan evaluator.

TableX lists themajor anticipated participant roles for Lelmcome WRAP.

TableJ: Lowincome WRAP Progratakeholder Roles

e Verifying customer eligibility for the program.
e Providing education session to customer during

WRAP : _
contractors/ installation of measures.
CBOs e Providing audits and installing measureshia homes

of qualified customers.
¢ Managing and reporting customer data.

9 This date range may have to be adjusted (earlier) to permit enough time to perform the billing analysis
and apply that deemed savings values prospectively to measuostalled starting June 1, 2013.
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e Marketing and advertising.

e Guiding program strategy.

e Directing program outreach and intake.

e Fielding customer calls and inquiries.

e Directing program administration.

e Providing administrative support.

e Overseeing contractor activities to ensure complian
WAOGK tt[ 9fSOGNROQa t (I
Commission protocols.

e Reviewing, verifying and processing invoices matcl
payment requests to kWh/savings/customers.

e Reporting and uploading datatot [ 9f SO !

e Ensure all reporting andodumentation is submitted
in an accurate and timely manner.

e Conducting evaluation, measurement, and verificati

EM&V CSP of energy savings

e Coordinating protocols with the Statewide Evaluatol

e Allowing contractors to complete woskithin their

PPL Electric

Low-income home.
customer e Participating in education session provided by
contractor.

Estimated Participation
Estimated participation levels are shofor general guidance onlyL.ableX outlines projected
participation.

TableJb: LowIncome WRAP Prograirojected Participation

PY5 PY6 PY7 Total
Base Load WRAP 3,000 3,000 3,000 9,000
Heat Pump Water Heater
replacement (EF of 2.3 or
greater) 200 200 200 600

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
SavingsTargets and CosdEffectiveness

LowIncome WRAR expected to achieve electricity consumption savings of approximately
9,500MWh/yr. during the Plan. The budget allocation MWh/gavings through 2016, and
overall program coseffectiveness are shown iFable6.
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TableJ: Lowincome WRAP Prograummaryof Project Benefits, Costs and Cest

Effectiveness
Benefit/Cost Component Plan Year Total
PY5 PY6 PY7
Savings (MWh) 3,181 3,181 3,181 9,544
Capacity Savings (MW) 0.26 0.26 0.26 0.79
TotalResource Cost $4,425,667| $4,425,667| $4,425,667| $13,277,000
Direct Participant Costs $0 $0 $0 $0
Direct Utility Costs $4,425,667| $4,425,667| $4,425,667| $13,277,000
Customer Incentives $0 $0 $0 $0
EDC Labor, Materials & Suppliey $676,667| $676,667| $676,667| $2,030,000
CSP Variable Costs $0 $0 $0 $0
CSP Labor, Supplies & Marketin| $3,749,000 $3,749,000[ $3,749,000 $11,247,000Q
TRC Test
NPV Benefits $9,089,721
NPV Costs $12,302,679
Net Benefits (NPV) $(3,212,958
Benefit-Cost Ratio 0.74
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E-Power Wise Program 20132016
(LowIncome)

Summary

The EPower Wise program provides lewcome customers with energgfficiency kits and
educationmaterials. The kits are distributed by CB®ws/arkshops and by direct mai\ turnkey
CSP will be engaged to manage the program. This program was offered in Phase | and will be
offered in Phase II.

Objectives
The objectives for the-Bower Wise program are to:
e Provide energefficiency and conservation education to lemcome cistomers so
they can make informed choices about their energy use.
¢ Provide information about loveost/no-cost energyefficiency strategies low
income™ customers can use in their homes.
¢ Provide lowincome customers with energgfficiency measures in a fremke-
home energyefficiency kit.
e Promote other PPL Electric energfficiency programs.
¢ Obtain participation of approximately 7,900 customers through 2016 with a total
reduction of approximately 4@ MWh/yr.

Target Market
The program targets PPL Electric customers at or below 150% Béteral Poverty Income
Guideline Customer eligibility parameters for theF®wer Wise Program are outlinedTiable
K1.

TableKl: EPower Wise Program Customer Eligibility Parameters

Customer Sector(s)| Lowincome qualified residential

Rate Class RS, RTS, RTD

Building Type Residential

Building Vintage Existing buildings

Building Ownership | Owner or tenant

Program Description
The EPower Wise program delivers kits to customers by two methods: directamdiCustomer
Based Organization (CBO). The Program has the following components:

e Trainthe-trainer sessions for CBO staffhese imperson sessions provide CBO staff
with toolsneeded to introduce energy education and kaast/no-cost energyefficiency
measures to their lowncome clients.

e Energy Education workshop or orte-one sessions with CBO staftBOs will assist in
recruiting qualified customers through their d&y-dayinteractions with their clients.
Participants may attend a orA®our energyeducation workshop to be heldays,
evenings, and weekends.

11 | owincome defined at 150% of FPIG or less.

76|Page



Section 3Program Descriptions

e Energy Savings KitBuring the workshops and orte-one sessions, customers will be
introduced to the energy savingseasures and educational materials in the kits. The
kits may include CFLs, faucet aerators and-bifjoiency shower heads as well as
installation instructions.
¢ Direct mail to qualified customersCustomers will be able to receive a kit via direct
mail. h order to receive a kit, qualified customers will receive a card, with a reply card,
in the mail outlining the program. Customers who return the reply card will receive, via
mail, an energasavings kit. Note: PPL Electric generates a list of qualifieédnoass by
NEOASogAYyT Odzali2YSNBR (GKFd KIS NBOSAGSR [LI 9!
GNJF O1¢ LINBINIYD® ¢KIFIG tAadG Aa GKSYy NBOBASSHSR NS
E-Power Wise in the past. The remaining customers are sent a prepaidgrokinviting
them to participate in the program

Implementation Strategy
PPL Electric staff provides overall strategic direction and program management. PPL Electric will
engage a turnkey CSP to provide the following:
¢ Building relationships with CBOs.
e Hiring qualified trainers and implementing a trahe-trainer program.
¢ Updating and implementing the program curriculum and ensuring materials are in
English and Spanish.
¢ Producing, delivering, distributing and maintaining an inventory of kits.
e Tracking mnthly savings, providing repogtanduploading datata t [ 9t SOGNR OQa 99
e Mailing kits toincome qualified customers.

tt[ 9t SOGNROQAa alGFFTF gAff LINPOARS 20SNIff adGNI G
support from other CSPs, marketimyaluation, and other administrative functien

Program Issues, Risks and Risk Management Strategy

TableK2 presents key market risks to an effectizé&ower Wise Progranas well as the

strategies the program will use to mitigate each risk.

TableK2: EPower Wise Progranssues, Risks and Risk Management Strategy

Program Issues Risks Management Strategy
CBO unaware of e Customersima CBGarea |e Outreach and marketing directed
program. areunaware of energy CBOs.

efficiency kit program

CBOs nointerested or] ¢  Customers visiting anen| ¢ Use direct mail method teeach

able to participate. participating CBO would customers in areas without CBO
not be aware of the participation.
program.
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CBOs eed to verify e Unqualified customes e Use approved list of government
customer eligibility; receivekits. funded programs as qualifiers for
customer reluctant to program.

share information. e Use PPL Electric lewwcome

gualified customer list.

e For those noteceiving a
government program, provide
income application verification
process.

Anticipated Costs to Participating Customers
There are no direct costs incurred by customers for this program.

RampUp Strategy

PPL Electric will engage a CSP to delivstttinnkey program. The CSP will be expected to

develop a program plan that includes outreach to htmdeach lowincome seniors.

Additionally the CSP will be expected to engage PPL Electric customers who qualified for WRAP
but were not able to participa because they were not abto obtain landlord approval.

CBOs will be recruited and trained by the summer of 2013, and CBOs will begin implementing
the program in early fall 2013 (BY

Marketing Strategy
The EPower Wise CSP, with assistance fromEPBttric, will lead the marketing efforts for this
program through its existing CBO infrastructure. Additional marketing efforts will focus on
senior housing as well as lemcome housing. Marketing will be directed to:

e CBO agencies.

¢ Community groups anduman services organizations that interact with laveome

customers®?
e Grassroots marketing in leimcome neighborhoods.
e Crosspromoting through other PPL Electric efficiency programs.

Eligible Measures and Incentive Strategy
Services and measurpsovided through the EPower Wise program include:
e Trainthe-trainer opportunity and incentives for CBOs.
¢ Energyefficiency educational workshops.
¢ Energy Savings Kit with educational materials for participating customers.

Eligible measures and rebatesahown inTableK3.

TableK3: EPower Wise Program Eligible Measures

Measure Eligibility Rating Incentive
Energy Savings Kit Lowincome residential at or No direct cost to
below 150% of FPIG customer

12 Community groups may include Visiting Nurse Associations, Head Start, AARP, churches, senior low
income housing, etc.
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PPL Electric will perform periodic reviews of BBBower Wise Program at least annually and
may adjust measures, performance standards and participation criteria as market and other
conditions change. PPL Electric will track customer installations and include such data with its
annual report on the progm.

Program Start Date with Key Schedule Milestones

Strategic planning, execution and schedule for tHedver Wise Program are listedTiableK4.

Some tasks will be led by PPL Electric; others will be led by various CSPs with oversight from PPL
Electric.

TableK4: EPower WiseProgram Schedule and Milestones
Schedule | Milestones
Develop detailed work scopes, selection criteria, terms and
11/14/12 " )
conditions, and quality assurance protocols for CSP.

11/30/12 | Renegotiate contraavith CSP
1/31/13 | Execute program implementation contract with selected CSP.

TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an EvaluatioloPdasm program that describes

the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost
effectiveness evaluation, the néb-gross evaluation, and quality assurance/quality control.
Evaluations and QA/QC willbe ire2 NRI yOS A GK GKS {29Q& ! dzRA G
the SWE for review/approval.

The Evaluation Plan for this program is expected to be similar tBliase Evaluation Plan for

the EPower Wise Program. Reported and verified savings will beméted for the kits using

the method specified in the TRM (algorithm with open variables for some measures; fully
stipulated savings for some measures) to calculate the savings of each measure and then sum
the savings of all measures in this program. TH&®% CSP will confirm the quantity of the
measure and the installation rate, and will confirm savings were determined in accordance with
the TRM.

Administrative Requirements

PPL Electric staff will oversee the operations and administration of-Brewer Wise Program.
External staffing needs will be a functiontbé CSPTableks liststhe major anticipated
participant roles for the fower Wise Program.

TableK5: EPower WseProgram Stakeholder Roles

Primary o Marke.ti.ng and adyertising of program.
Conservation| Recryltlpg po.tentlal CBO o
Service e Confirming with CBO that customer is eligible for th
Provider program. - .
(CSP) o Dlstrlbqtln_g energyefficiency kits. _

e Managingnventory to prevent shrinkage.
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Educating participating CB@bout the program.
Implementing trairthe-trainer training.

Evaluating and updating kits and instruction.
Providing multilingual materials on energfficiency.
Managing and reporting customenth.

Reporting and uploading datatot [ 9 f SO !
Fielding customer calls and inquiries.

Operating with sensitivity to unique customer group
Implementing direct mailing of kits to targeted lew
income customers.

Following established procedurésat maintain
confidential customer data usage.

Guiding program strategy.

Providing administrative support.

Reviewing, verifying and processing CSP invaicés
matching payment requests to
kWh/savings/customers.

PPL Electric : - . .
e Overseeing CSP activities to ensure compliance wit
tt[ 9ftSOGNROQa tfly YR
Commission protocols.
e Ensuring all reporting and documentation is submitt
in a timely manner and is accurate.
¢ Conducting evaluatioomeasurement and verification
EM&V CSP of energy savings.
e Coordinating protocols with the Statewide Evaluatol
e Confirming customer eligibility.
e Scheduling energy education classes.
CBO . . .
¢ Educating customers on energficiency, kit
measures, and installation of measures.
¢ Installing the measures from the energificiency Kkit.
¢ Completing form requesting kit to be mailed.
Customer

Completing and mailing survey form documenting
completed neasures.

Estimated Participation

Estimated participatiotevels inTableK6 are shown for general guidance only.

TableK6: EPower WiseProgram ProjectedParticipation

Measure

PY5 PY6 PY7 Total

Customer patrticipation/kits | 2,700 | 2,600 | 2,600 | 7,900

delivered
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Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and CeEtfectiveness

The Program is expected to achieygproximately 4,200AWh/yr. This number includes a
reductionof 774 MWh/yr in education energgavings that will expire in PY6 and’P¥he

annual budget allocation savings through 2016 and overall progranetiestiveness for the

residential customer sector are summarizad ableK?7.

TableK7: EPower WiseProgram Summargf Project Benefits, Costs and Cesffectiveness

Benefit/Cost Component Plan Year Total
PY5 PY6 PY7
Savings (MWh) 1,725 1,236 1,251 4,212
Capacity Savings (MW) 0.21 0.15 0.15 0.52
Total Resource Cost $251,650( $241,800| $241,800| $735,250]
Direct Participant Costs $0 $0 $0 $0
Direct Utility Costs $251,650| $241,800| $241,800] $735,250]
Customer Incentives $116,100| $111,800| $111,800 $339,700|
EDC Labor, Materials & Supplig $30,000{ $30,000| $30,000 $90,000
CSP Variable Costs $0 $0 $0 $0
CSR.abor, Supplies & Marketing $105,550| $100,000] $100,000/ $305,550]
TRC Test

NPV Benefits $2,107,68

NPV Costs $682,017

Net Benefits (NPV) $1,425,667]

Benefit-Cost Ratio 3.09
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LowIncome EnergyHficiency Behavior 8&Education Program 20132016
(LowIncome Sector)

Summary

TheLowIncome Energ¥aficiency Behavior & Education Program provides qualifiedifmeme
Odzat2YSNE ¢AGK | aSNASAa 2F GNBLRNI OF NRa¢
These reports will also include engy savings recommendations specifically desigodtelp
low-income customersThe program was offered to higlse residential customers in Phase |
and is being adapted for loimcome customers for Phase Il. Savings for this program are not
cumulative;therefore, the program will begin in PWéth savings recorded in PY7.

Objectives
The Obijectives of theowIncome Energ¥fficiency Behavior &ducation Prograrare to:

e Educate targeted lovincome customers (at or below 150% of Federal Poverty Income
Guideline) about free (necost) or lowcost measures and behavior changes that may
reduce energy consumption or demand.

e 9RdzOI GS OdzaG2YSNEBE Fo62dzi tt[ 9t SOGNROQa

¢ Encourage lowncome customers to adopt more energfficient behaviors and to
install energyefficiency measures in their homes by becoming more aware of how their
behavior and practices impact their energy usage.

e Promote other PPL Electric energfficiency programand programs for lovwincome
customers

e Obtain participation of apximately 50,000 customers through 2016, with a total
reduction of approximately 8(® MWh/yr.

Target Market

TheLowIncome Energaficiency Behavior & Education Prograangets lowincome residential
customers. Customer eligibility parameters for the residential sectopatined inTablelL1.

Tablel1: LowincomeEnergyHficiency Behavior &ducation Program Customer Eligibility
Parameters

Customer Sector(s) | Lowincomequalified residential

Rate Class RS, RTS, RTD
Building Type Residential
Building Vintage Existing buildings

Building Qvnership | Owner and tenants

Program Description

Lowincome customers have the greatest economic need for eneffigiencysavings but are
often hard to reach and have limited resoascto make change$heLowIncome Energy
Hficiency Behavior & Education Progrérdesigned to provide loimcome customers with
information on free or lowcost measures and behaviors that magluce energy consumption.
While lowrincome weatherization programs may provide substantial savings, due to funding
constraints, not all customers are able to participate in these prograimsLowIncome
EnergyHficiency Behavior & Education Progravil provide necost and lowcost energy
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savings education to a large number of lowwome customers. Armed with information, this
customer group will be able to take advantage of ways to lower their energy consumption
without a large investment.

Awarenes$ Y R SRdzOl GA2y @At 0S Gihcdrie 2ustiniers and Mayd KS t t [
include:
o Periodic reports to lowncome customers comparing their usage with other,
comparable lonincome customers.
e General conservation tips such as turning down the trestat, turning off the lights,
taking shorter showers, etc.
e Lowcost energyefficiency tips, such as replacing incandescent light bulbs with CFLs,
installing weather stripping, and using power strips.

Customized home energy reports will be deliveredbtw-income households through the mail.

The reports will provide customers with foost/low-cost behavioral tips that will help their
households manage their energy and save money. The reports will also be used to market other
low-income and residential pgrams using targed program promotion modules.

Since energy costs for average and-ioaome households are similar, but are a higher burden
for low-income consumers, the Home Energy Reports can be particularly beneficidhdame
households benefitrom energy savings by more than twice that of the average custdier
Improved efficiency may also lead to better and health and comfort, including more retained
heat in winter.

This program will be delivered by a CSP.

Implementation Strategy

The Home Eegrgy Reportsvill be tailored for the lowincome consumers and targeted
specifically for them. lvill include promotion of other lowincome programs (e.g.;fiower

Wise, LowincomeWRAP), education on local support resources, and focus on efficiendgrtips
low-cost highimpact improvements (less than a twear payback).

Program Issues, Risks and Risk Management Strategy
Tablel2 presents key market risks to an effective LowIncome Energificiency Behavior &
Education Programas well as the strategies the program will use to mitigate each risk.

BraadzySa YSRALFY Gl OSNI 3S¢t A O02YSé2FFPpRAIANEIYBRRI Pm2
energy costs
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Tablel2: LowIincome EnergyHficiency Behavior &ducationProgram IssueRisks and Risk
Management Strategy

Program Issues

Risks

Management Strategy

A large number of
customersopt-out of
the program.

Fewer customers
participating in the
program would
negatively affect energy
savings.

Monitor opt-outs on a monthly basi
to ensure the number of customers
remains at an acceptable level.
Ensure there is a pool of customer
availabé who meet the selection
criteria to receive home energy
reports who can be added to the
program slould optouts become
too high.

Customers do not
change behavior
based on
recommended tips.

Tips are not resonating
with customers;
therefore, they will not
change their behavior.

Monitor savings on a monthly basig
Ensure message is meaningful to
low-income customers.

Adjust and change messaging sho
monthly savings targets not meet
goals.

Customers become
confused with
information on the
energy report card
that may be different
than what is found on
their PPL Electric
account Home Energy
Analyzer

Customers who receive
Home Energy Reports
and are signed up for PH
9f SOGNROQa
may receive
contradictory
information regarding
their efficiency (i.e., one
will state the customer is
more efficient than
similar homes and the
other will state they are
less efficient).

Monitor customer inquiries.
Provide customers with informatior]
about the difference between a

baseline home for thenergy report
cards and Energy Analyzer to ensu
customers understand why the
information could be dissimilar.

Customers think the
neighbor comparisons
are not accurate.

Customers do not chang
their behavior, and
therefore savings are
negatively impactd.

Periodically, and at least once per
program year, review the accuracy
of the data that is used to make up
the neighbor comparisons to
determine if there is additional
public information available, and/of
if there are other ways to increase
the accuracyf other customer data
such as the heating source.
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e Lowincome customers | e Ensure there is pool of customers
are more transient and available that meet the selection
therefore there could be criteria to receive home energy

Customers move a large number of reports who can be added to the
frequently. participating customers program should closed account
who couldclose their drops become too high
account when they
move.

Anticipated Costs to Participating Customers
There are no direct costs incurred hystomers for this program.

RampUp Strategy

TheLowIncome Energiefficiency Behavior & Education Progr&@P will develop home energy
reports tailored for lowincome customers and will include promoting other {awome

programs including-Power Wise, dw-Income WRAP, information on local and state resources,
and energyefficiency tips for lowcost, highimpact improvements.

Marketing Strategy

The program does not require specific marketiRgrticipants will be selected from customers
that have participated in other losincome programs offered by PPL Electric.

Eligible Measures and Incentive Strategy

No specific incentives will be provided through this program. Rather, by virtue of prgvidi
simple energy conservation education, information, and strategies, customers will gain energy
cost savings on their monthly utility bills.

Program Start Date with Key Schedule Milestones
Strategic planning, execution, and schedule for the Programlated in TableL3. PPL Electric
will led and provideoversightof the program.

Tablel3: LowIncome EnergyHficiency Behavior &ducation Program Schedule and
Milestones

Schedule Milestones
Develop detailed work scopes, selection critergams and
10/24/12 " )
conditions, and quality assurance protocols for CSP.
10/26/12 Negotiate contractvith CSP
3/1/13 Execute program implementation contract with selected CSP.

TBD Receive PUC response for approval/denial of contract.

6/1/146/1/13 | Launchprogram.

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluatiacgghe
effectiveness evaluation, the néb-gross evaluation, and quality assurance/quality control.

9@l fdz2 GA2ya FTYR v!ikv/ gAff 0S Ay I O0O02NRIyYyOS
the SWE for review/approval.
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The Evaluation Plan for this g@m is expected to be similar to the Phase | Evaluation Plan for
the Residential Behavior and Education Program. Reported and verified savings will be
determined using a billing regression analysis. The regression analysis compares the difference
in usaggactual billing data) of theew-incomeparticipant group (treatment group) with a
comparabldow-incomenon-participant group (control group).

Administrative Requirements

PPL Electric staff will oversee the operations and administration digtadncome Energy
Hficiency Behavior & Education Prograhablel4 lists the major anticipated participant roles
for the program.

Tablel4: Lowincome EnergyHficiency Behavior &ducation Progranstakeholder Roles

e Generating customized energy report cards that
incorporate electricity usage comparisons and
recommendations.

e Incorporating documented behavior change researc
findings into reports.

e Receiving and processing data (e.g., billing, rate,
program, real propest, demographic and consumer
data) from multiple sources to generate reports in

Primary paper and electronic forms.
Conservation | ¢ Reporting and uploading datatot [ 9f SOt
Service e Acquiring and incorporating data from other source:

Provider (CSP| such as GIS, weather, demographic, ardl 8sa & 2
data, into the reports to improve accuracy and
customization.

e Printing, inserting and mailing or emailing reports.

e Developing and hosting a web application for PPL
Electric staff to view electronic reports and change
report preferences.

¢ Followingestablished procedures that maintain
confidential customer data usage.

¢ Guiding program strategy.

¢ Overseeing CSP activities to ensure compliance with

9t SOGNROQA 993/ ttly I yF
Commission protocols.
PPL Electric | e Reviewing, verifying and processing CSP invaicés
matching payment requests to kWh/savings/custome
¢ Providing CSP with usage data for all homes in the
service territory on a weekly basis.
¢ Providing responses to individual customer inquiries.
e Conducting evaluation, measurement and verificatior

EM&V C8B energy savings.
¢ Coordinating protocols with the Statewide Evaluator.
Customer ¢ Reading reports about their energy use.
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Participation

The approximately 50,000 leimcome customers will receivermme energy report card mid
PY6Gand will continue to receive report cards throughdiY 7 Please note that the projected
participation is not cumulative and the total number of customers receiving reports is 50,000.
Tablel5 outlines projected participation.

Tablel5: Low-Income EnergyHficiency Behavior &ducation ProgranfProjected Participation

PY5 PYo PY7 Total

Participants 0 50,000 50,000 50,000

Estimated Program Budget, Estimated Percent of Sector Budgeibuted to Program,

Savings Targets and CeEftfectiveness

TheLowIncome EnergyFficiency Behavior & Education Progrésrexpected to achieve savings
in electricity consumption of approximately 8MWh/yr. The expected measure life is one
year; therefore, savings are not cumulative over multiple program y€arsrall cost
effectiveness and projected savings levels are summarizédhtel6.

Tablel6: LowIncome EnergyHficiency Behavior &ducation Progransummary of Projected
Benefits, Costs, and CoSfiffectiveness

, Plan Year
Benefit/Cost Component Total
PY5 PY6 PY7
Savings (MWh) - 3,158 8,335 8,335
Capacity Savings (MW) - 0.39 1.03 1.03
Total Resource Cost $0 | $547,350| $636,250| $1,183,600
Direct Participant Costs $0 $0 $0 $0
Direct Utility Costs $0 | $547,350| $636,250( $1,183,600
Customer Incentives $0 $0 $0 $0
EDC Labor, Materials & Supplie $0| $56,250( $56,250( $112,500
CSP Variable Costs $0 $0 $0 $0
CSP Labor, Supplies & Marketin $0 | $491,100( $580,000| $1,071,100
TRC Test

NPV Benefits $962,152

NPV Costs $1,050,220}

Net Benefits (NPV) $(88,069

Benefit-Cost Ratio 0.92
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Small C&l
Section3.3

Prescriptive Equipment PrograifSmall C&I) 20132016
(Small C&l Sector)

Summary

The Prescriptive Equipment Progr&Bmall C&lprovidesrebates and incentives from a list of
specific energyefficiency measures and services. The program also offers a Direct Discount
component.Direct Disount is designed to makieeasier and rare economical for small
businesses and institutions to install enesmgfjicient lighting and commercial refrigeration
upgradesCustomers may choose to have a contractor evaluate and install epéfigient
lighting and refrigeration. The contractor colafes and submits required paperwork providing
ease of use.

wS023yAT Ay3d GKS ySSRa 2F TFTINNSNE Ay tt[ 9f SOGNKC

farms are included itt]e Prescriptive Equipmgnt Prograi@rfiall C&l This component yvill be
managedd & GKS /{t®d {2YS FIN¥a Ay tt[ 9t SOGNROQA
instances, savings and costs will be allocated to the residential sector.

One CSP will be engaged to manage and coordinate the Prescriptive Equipment Incentive
Program and the Custom Incentive Program. The CSP will be responsible to provide a call center
and rebate processing services. One CSP serving alksioiential sectors provides synergy

al gAYy 3 AR LWE oE2SNIIA OS F2NJ Odzai2YSNERE O

Objectives
The objecives of thePrescriptive Equipment Prograg8mall C&lare to:

e Provide energysaving opportunities to qualified customers.

¢ Increase the market penetration of higtificiency technologies and building
systems for customers by incentivizing higfficiency and ENERGY ST-Adte
appliances, lighting equipment, HVAC systems, and motors.

e Approve and train contractors to conduab-gite facility assessments and pass
through financial incentives for energfficient refrigeration measures, lighting
upgrades, and lighting control upgrades through a direct discount delivery
mechanism.

e Engage trade allies to provide higfficiency tetinology options to customers.

e Promote other PPL Electric energfficiency programs.

e Collect energy ahoperating data from customeras required.

e Obtain participation of approximatefl0,000customers through 2016, with a total
reduction of approximatsl 153,000MWh/yr.

Target Market

ThePrescriptive Equipment Prograg8mall C&Wvill be available to PPL Electric A@sidential
customers. This program targets customers who would benefit from replacing older, inefficient
equipment. The program algwovides education to customers on caffective ways to reduce
energy consumptiorniTableM1 outlines the eligibility requirements for this program.
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TableM1: Prescriptive Equipment PrograifBmall C&ICustomer Eligibility Parameters

Customer Segment

Small C&l

Rate Class GS1, GS3, GH1, G, SLAIRS, RTS,
RTDcAgricultural only)
Building Type Small commercial, small industrial, barn,

residential farms

Building Vintage

Existing and new construction

Building Ownership

Owner, tenant with owneapproval

Program Description
The Prescriptive Equipment ProgréBmall C&Ipromotes the purchase and installation of a
wide range of highefficiency equipment, including technologies appropriate to specific building
types for Small C&customers and includingustomer owned.ED street antdEDarea lighting.
The program provides these customers with financial incentives to offset the higher purchase

costs of energiefficient equipment and offers information on the features and beneffts

energyefficient equipment.

Within the Prescriptive Equipment Progrg®mall C&ljhere are measures and services
available to the femers.Some farms in the PPL Electterritory have a Residentiadte class

although the Prescriptive Equipment Progré8mall C&Ivill manage this component of Small
C&l, savings and costs framsidential agriculture customers who participate will be credited to
the Residential Sector.

Implementation Strategy
PPL Electric stavill manage théProgram CSP. The CSP will undertake a broad spectrum of
responsibilities. The CSP will perform customer, trade ally, and manufacturer outreach and
training along with program marketinghe Prescriptive Equipme(®mall C&ILSP will devep,

update, and process rebate applications and payments.

Key steps in this program are:
e SANBOUGAY3 Odzali2YSNB (2

Company website, equipment dealessd equipment installation contractors/trad

allies.

iKS
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e Working with equipment/appliance distributeend installation contractors to fill out
program application$o help ensurecustomers have required documentation to submit
for processing.

¢ Reviewing documentation to verify the applicant is a Blekttric customer and the

installed equipment meets eligibility criteria.
¢ Recruiting and developing a robust network of trade allies andihgldirect Discount
contractors accountable for completing work and adhering toRnegram
requirements
e Processig rebate becks for qualified equipment.
e Verifying equipment/appliance installation for a sample of participants, which will be a
part of measurement and verification.
e Conducting farm assessments and educating agricultural customers on agfécggnt
equipment.
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Program Issues, Risks and Risk Management Strategy

TableM2 presents key market risks to an effective Prescripigeipment PrograniSmall C&l)
aswell as the strategies the program will use to mitigate each risk.

TableM2: Presciptive Equipment ProgranfSmall C&l)ssuesRisk Management Strategy

Program Issues

Risks

Management Strategy

Higher upfront costs
for high-efficiency
equipment.

Decisionmakers chose
cheaper, less efficient
equipment

Payback or IRR for
projects isoo long for
customers

Restricted amount of
capital available, energy
using equipment not a
priority for business

Make customer operations more
attractive with higherefficiency
equipment installed

Offer incentives and programs to
reduce payback and IR&
business owners

Educate customers on lostigrm
benefits of energyefficiency,
available incentives and other
programs that may help

Equipment is typically

replaced only upon
failure.

Customers see no need t
replace functioning
equipment.

Customers not informed
about the most efficient
equipment available whet
the need to replace it is
immediate Sme
efficientequipment may
have longer delivery time
that would affect
customer operations.

Educate and encourage trade allig
and owners taeplace equipment
in order to obtain rebates and star
realizing energy savings sooner
Educate trade allies and customel
on energyefficient choices
available before equipment fails
and encourage equipment
replacement planning for their
business

Energyefficiency is
not commonly
prioritized by the
customer or building
owner.

Highefficiency equipment
is viewed as being too
expensive and/or too
complicated

Owners not informed on
how their facility uses
energy

Servicing existing debt
may limit furds to
purchasenew efficient
equipment

Customers place priority
on fluctuating commodity
prices

Provide information to customers
on value of energefficiency

Offer planning assistance and
incentives to enhance energy
savings.

90|Page



Section 3Program Descriptions

Anticipated Costgo Participating Customers

Incremental costs incurred by Small C&I customers participating in the PrescEptijgment
Program(Small C&Ivill be subject to their level of participation and the specific type of
efficient equipnent installed in thgorogram.

No-costaudits will be offered t@ limited number ofarms interested in becoming more energy
efficient.

RampUp Strategy

DuringPhase IIPY5, the Prescriptive Equipment Progrg@mall C&ILSP will develop marketing
material, including iniéil program offering information and case studies, to distribute to
customers through both &rde allies and various groups.

Marketing Strategy
The Prescriptive Equipment Program relies on projects initiated by the customer, tradge allies
and the CSP.

TheCSP will promote the various energfficiency options available to this varied customer
segment through a host of different media. The CSP will leverage trade ally and manufacturer
relationships to camarket energyefficient equipment. In addition, theSP may hold webinars,
seminarsand participate in trade shows and individual outreach to trade ally and
manufacturers to reinforce current prograafferings. Marketing materials with case studies will
be used to market the program.

Strategies fomarketing incentives may include:
o Offeringno-cost audits to farm$o generate interest in energgfficiency
e Advertising in local newspaper and other mass media.
e Crosspromoting through other PPL Electric efficiency programs.
¢ Developing relationships wittarm associations.
¢ Use limited time offers, special promotigraad necustomercost measures to promote
energyefficiency.

Eligible Measures and Incentive Strategy

Rebatesand incentives will be paid to qualified customers that submit completed apiglitat

and documentation of the efficiency measures installed. Customers will have the option to
assign rebate payments to a third party. Custonmaegywork with a prograrapproved Direct
Discount contractor and the contractor will conduct a free energy sssent to identify

potential energysaving equipment options and determine the amount of potential incentives
paid by the Direct Discount service. Direct Discount rebates will be dependent on calculated
energy savingdue toinstallationof the energyefficiency measures and hours of ugrect
Discount rebates will be paid directly to the contractor after review of required paper work and
documentation of installed measures.

A limited number of gricultural customers will have the option to receive a farm energy
assessment with no direct customer cost. During the assessment, educational material
highlighting Program rebates will be distributed to the customer. Prescriptive rebates and
performanceeligibilities will be fixed for each measure. Other measures and their rebates will
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be dependent on calculated energy savings upon installation thréhugCustom Incentive
Program.

PPL Electric will perform periodic, at least annually, reviews of thecRpive Equipment
Program(Small C&Iland may adjust incentive levels, performance standards and participation
criteria as market conditions change in the future. PPL Electric will track customer installations
and include such data within its annual repon the program.

TableM3 lists the proposed measures and incentive levels for the Prescriptive Equipment
Program(Small C&lpfferedto PPL Electric to eligible customers. The listing includes those
measures deemed to be appropriate for the Prescriptive Equipment Program participants and
may be changed with measures added or deleted based on customer need and technology
improvements.

Tabk M3: EligiblePrescriptive Equipment Prograifemall C&IMeasures

N : Approximate
Measure Eligibility Rating Incentive
ASHP SEER 15,16 $50 to $200/unit
ASHP (>5.4 tons) Quialifying EER or COP $15 to$25/ton
Evaporator fans Determlneq by pre and post $10to $120/fan
customer choice of fan motor type
Steam Cookers ENERGY STAR® $50 to 100/pan
Commercial refrigerators ENERGY STAR® $70/unit
Ice makers ENERGY STAR® or CEE tier $115
Beverage/ snack maching  Added to non ENERGY STARE $10 to$25
control machine
LED exit signs LED replacing incandescent $25/sign
Occupancy sensors Wall, ceiling or fixture mounted Up to $45/sensor
T5, T8 New T5,T8 lamps and ballasts 1 _to $/lamp
installed
T5,T8 high performance Retrofit fixture with new high $2 to $/lamp
fixtures performance T8 lamp and ballast installed
High performance T5,T8 Retrofit T8 with qualified hlgh $1/lamp installed
lamps performance (ceel.org list)
High bay T5, T8 New T5, T8 fixture (>100watts) | 0 ©© $16/1amp
installed
Replace existing fixture with T5,T :
Delamp andinstall fixture with one or more lamps $5t0 $30 depending
: .| on number and type
reflectors removed, must include electronic
of lamps
ballast and reflector
CFL, LED (bulk purchase Replacexisting incandescent Up to 50% cost of
outside of other CFL : bulb, up to $1.50/
programs) lamps with ENERGY STAR® CFL CFL, $5/LED
. Replace probe stafk= 320watts, > ,
Metal halide pulse start 320 watts) $25, $50/fixture
. ENERGY STAR®, Design Ligh $0.10 per kWh
hEh[:Sstreet lights/ area Cansortium Listed or LM 79/LM 8( calculated saved pel
9 tested PA lighting form
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Efficient nonelectric hot

Natural Gas or propane AFUE 90

water (oil, gas, propan&d

QOil Furnaces AFUEBS

Max. 100 unitdor all
Programs.

Fossil Fuel BoilersAFU 85

$100-$250

LED interior lighting

ENERGY STAR®, Design Ligh
Consortium Listed, or LM 79/LM 8
tested

$0.10 per kWh
calculated saved pel
PA lighting form

Induction lighting

ENERGY STAR® Design-Ligh
Consorium-Listedor LM 79/ M8
testedNewfixtures or retrofit kits

$0.10 per kWh
calculated saved pel
PA lighting form

VSD air compressor

Single VSD unit less than 100 hy

$0.10 per kWh
calculated saved
compared to existing

system
Eligible Direct Discount Measures (Small C&l)
Measure Eligibility Rating Appro>_(|mate
Incentive

Screwin CFL (compact
fluorescent lamp)

ENERGY STAR® rated or mee
ENERGY STAR® criteria

$0.05kWh saved

ENERGY STAR®, Design Ligh

LED lamps Consortium or must be LM9 and $0.05kWh saved
LM-80 tested
Otherlighting fixtures ENERGY Sz‘igd“nm‘s res/LED BXit | ¢4 17/kwh saved

Lighting occupancy
Sensors

Wall, Fixture or Ceiling Mounted

$0.17kWh saved

LED Interior Lighting

ENERGY STAR®, Design Ligh
Consortium or must be L9 and
LM-80 tested

$0.17kWh saved

Inductionlighting

ENERGY STAR® Design-Ligh
Consofrtivm-or-must-be- LM9-and
LM-80-testedNew fixtures or
retrofit Kits

$0.17 /kWh saved

LED Street/Area Lighting

ENERGY STAR®, Design Ligh
Consortium or must be L9 and
LM-80 tested

$0.17kWh saved

Refrigeration measures

Includes measures such as anti
sweat heater controls, evapator
fans (ECM or PSC motor), strip
curtains, etc.

$0.17kwWh saved
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Eligible Agricultural Customer Measures

Measure Eligibility Rating Incentive

Free to customer
Farm Energ®ssessments| Residential and Small C&I Farm{ (Approximately $1,00(

value)
Programmable Units controlling central AC, electr $25/unit
Thermostat heat orventilatiorresistance
Air Source Heat Pump SEER>15,>16 $50 to$200/unit
LED Walbacks ENERGY STAR® or Equivalen  Up to $40/fixture
Occupancy Sensors Wall, Ceiling or Fixture Mounted Up to $45/sensor
T5, T8 Lamps New T5, T8 lamps and ballasts $1.t0 $a/lamp
installed

T5,T8 higkperformance Retrofit fixture with new high $2 to $6/lamp
fixtures performance T8 lamp and ballast installed

High performance T5,T8
lamps

Retrofit T8 with qualified high
performance (ceel.org list)

$1/lamp installed

High bay T5,T8

New T5, T8 fixture (>100 watts)

$6 to $16/lamp
installed

Delamp andinstall
reflectors

Replace existing fixture with T5,T
fixture with one or more lamps
removed, must include electronic
ballast and reflector

$5-$30 depending on
number and type of
lamps

LED street lights/area
lights

ENERGY STAR®, Design Ligh
ConsortiumListed or LM 79/LM 80
Tested

$0.10 per kWh
calculated saved per
PA Lighting Form

LED interior lighting

ENERGY STAR®, Design Ligh
Consortium Listed or LM 79/LM 8
Tested

$0.10 per kWh
calculated saved per
PA Lighting Form

Inductionlighting

ENERGY STAR®BSsign-Lights
Consottivm-Listed-or LEM-79/LM-8
FestedNew fixtures or retrofit Kits

$0.10 per kWh
calculated saved per
PA Lighting Form

LED Exit Signs

Replace Incandescent

$25/sign

Evaporator fans for
Refrigeration

SP to ECM and PSC to ECM mot

$10to $120/fan

VSD Air Compressor

Single VSD unit less than 100 hy

$0.10 per kWh
calculated saved
compared to existing

system
VSD Controller for Dairy UL. Listed, meets In_stltute Qf
Vacuum PUMDS Electrical and Electronics Enginee $5/per cow
P (IEEE) standards

. . Must be tested by Air Movement &
Circulating Fans Control Association (AMCA) $75itan

. Must be tested by Air Movement &
High Volume, Low Speed Control Association (AMCA) >16 $750fan

Fans

feet in diameter
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Variablespeeddrive controllers for
Dairy Scroll Compressor dairy vacuum pumps, UL listed $250/unit
Controller meeting IEEE harmonic control
standards
Low-Pressure Irrigation Replacement system; Qperatlng g
50% or less than existing system $20/acre
Systems
pressure
Thermatically controlled with 2
Livestock Waterers inches or more or factornstalled $40/unit
insulation
CenturyTherm, Thermestore, Heat
Heat Reclaimers Bank, Sunset, Fideater or $5/cow
Superheater Brands
Automatic Milker Take Energyefficient automatlc_m_llk
take-offs that determine milking $5/cow
offs .
end time
Non-electric high efficiency See Tabl&13 for details
central heat (gas, oil,
propane. Max. of 100 units
for all programs

Program Start Date with Key Scheduled Milestones

Strategic planning and execution action items are listed folPttescriptive Equipment (Small
C&l)in TableM4. Some tasks will be performed by PPL Electric; others will be led by various
CSPs with administrative support from PPL Electric.

TableM4: Prescriptive Equipment PrograifSmall C&lBchedule and Milestones
Schedule | Milestones
Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.
11/30/12 | Renegotiate contraaith CSP
12/24/12 | Execute program implementation contract with CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.

10/3V12

Evaluation, Measurement and Verification (EM&V)

PPLElectric and the EM&V CSP will prepare an Evaluatiorfétléme program that describes

the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost
effectiveness evaluation, the néb-gross evaluation, and quality assurance/quality control.
Evaluations and QA/QC willbe in2addR I y OS gAGK GKS {29Qa ! dzZRAG tf Iy
the SWE for review/approval.

Reported and verified savings will be determined using the method specified in the TRM
(algorithms with open variables for some measures; fully stipulated savingerfee measures)
to calculate the savings of each measure, and then sum the savings of all measures in this
program. The EM&V CSP will confirm the quantity of each measure and will confirm savings
were determined in accordance with the TRM.
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Administrative Requirements

PPL Electric staff will oversee the operations and administration of the Prescriptive Equipment
(SmallC&l) ProgramTlable M5lists the major anticipated participant roles for the program.
TableM5: Prescriptive Equipment Prograr(rSmalI C&ltakeholder Roles

Outreach to customers, trade allies and
manufacturers

Assistance to customers in completing applications.
Operating with sensitivity to unique customer needs
being available to meet customeisften at off hours
at their convenience.

Marketing to and recruiting potential agricultural
customers who own farm buildings.

Developing and distributing targeted energfficiency
educational mateials to agricultural customer
Collaboration with farmig associations, trade allies
and farm equipment dealers.

Recruit, manage and ensure Direct Discount

Primary contractors perform in compliance with program

Conservation rules.

Service e Verifying contractor eligibility for Direct Discount

Provider participation.

(CSP) ¢ Educating Direct Discount approvedntractors about
energyefficiency measures and offers.

¢ Conducting QA/QC on pre and post project installat
as determined by PPL Electric staff.

e Processing rebate payments to customers and
contractors.

¢ Managing and reporting savings data.

¢ Fielding cusimer calls and inquiries.

e Verifying Direct Discount installation conditions (pre
and post), disburse incentives and provide program
oversight.

e Reporting and uploading datatot [ 9t SO !

¢ Performing audits and generating savings reports fc
farmers.

¢ Provide management oversight to CSP, direction fo
initiatives and comments on proposed changes as
market changes.

e Guiding program strategy.

PPL Electric | * Providing administrative support.

Reviewing, verifying and processing CSP inveices
matching payment requests td/Vh/savings/
customers.

Ensure all reporting and documentation is submitte
in a timely manner and accurate.
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EM&V CSP

Conducting evaluation, measurement and verificatic
of energy savings
Coordinating protocols with th8tatewide Evaluator

Building
Owner

Gairingknowledge of products and services best
suited for increased energgfficiency

Allowing for preand post audits.

Scheduling Farm Energy Assessments.

Informing their farming neighbors of the rebate
program.

Purchasing energy efficient equipment to replace
outdated or nonefficient equipment and completing
PPL Electric Rebate Applications

Direct
Discount
Program
Approved
Contractors

Conducting free energy assessments and install
energy efficient measures.

Providing customers with energpfficiency options.
Operating in full compliance with the Direct Discour
program requirements.

Attending required training for program participatior

Estimated Participation

It is estimated tha¥,600 customers will participate ithe Prescriptive Equipment Program

(Small C&lI It is difficult to calculate an exact number by measures because of uncertainty in the
marketplace, changes in the TRM that may require reducing or increasing a rebate, and
customers not having available resources to participate.

It is estimated that approximatel®,100Small C&I customers will participate in the Direct
Discount component in Phase Il. The average Direct Discount project is expecte8i00@

kWh.

It is estmated that 60 customers will take advantage of free farm audits during Phase Il. It is
further estimated that 120 measures, specifically chosen for farms, will be rebated during Phase
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Estimated Program Budget, Estimated Percent of Sector BudgethAitied to Program,
Savings Targets and CeEtfectiveness

TableM®6: Prescriptive Equipment Prograifmall C&ISummary of Project Benefits, Costs and

CostEffectiveness
, Plan Year
Benefit/Cost Component Total
PY5 PY6 PY7
Savings (MWh) 50,049 51,962 51,013 153,024
Capacity Savings (MW) 8.78 9.07 8.93 26.78

Total Resource Cost $20,162,776) $20,842,421 $20,590,323 $61,595,52(
Direct Participant Costs | $8,912,967| $9,132,862| $9,131,207| $27,177,037

Direct Utility Costs $11,249,808 $11,709,559 $11,459,116 $34,418,483
Customer Incentives $8,823,454| $9,196,424| $8,987,984| $27,007,862
EDC Labor, Materials & | 115 5091 172500  $112,500]  $337,500|
Supplies
CSP Variable Costs $2,313,854| $2,400,635| $2,358,632| $7,073,121]
CSP Labor, Supplies &
Marketing $0 $0 $0 $0
TRC Test

NPV Benefits $124,258,917

NPV Costs $57,043,535

Net Benefits (NPV) | $67,215,382

Benefit-Cost Ratio 2.18
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Custom Incentive ProgrartSmall C&I) 20132016
(Small C&l Sector)

Summary

TheCustom Incentive Program (Sm@d&l)offers customers flexibility in their choicd energy
efficiency projectsTheCustom Incentive Program (Small G&lintended for energefficient
measures not covered by oth&hase IProgramsAn incentive is based on kWh reduced or
project cost Projects vary in size and scope. Customers must agree tammigosttesting to
verify savingsThe same CSP responsible for implementingRirescriptive Equipment Program
will also implement the Custom Incentive Program. This will make communicatitins
customers and trade allies more effectjw®nvenientand efficient

Objectives

The objectives of th€ustom Incentive Program (Small C&8 to:
e Ercourage PPL Electric Small €8dtomers to install higlfficiency equipment not
t t [ EQuipBeOrogfa®.Qa t NBa ONR LI A BS
e Encourage qualifying equipment repairs and optimization and operational or
process changes that reduce electricity consumption.
e 9y O2dzNY ASFIIOAE AKIRIES || LaffiNGddy.OK (2 Sy SNHE@
e Increase customer awareness of the features and benefits of electric energy
efficient equipment.
¢ Increase the market penetration of higdfficiency equipment.
e Support emerging technologies and ntypicalefficiency solutions in cosffective
applications.

Ay Ot dzZRSR Ay

e Encourage advanced energfficiency strategies required for certification by

national market transformation programs such as Leadership in Energy and
Environmental Design (LEED), Architecture 2030, ENER AfBuildings, or Energy
Policy Act of 2005 (EPAct) tax credits.
e Promote other PPL Electric energfficiency programs.
e Achieve approximately 65 completed projects through 2016, with a total reduction
of approximately 4,750 MWh/yr.

Target Market

PPOf SOGNROQa

/ dzati2Y LyOSyGA@S t NRPINIY

G NESGa

facilities. TheéPan divides the program into Small C&l, Large C&l and GNI market sectors, with
target customers, and approximate participation, budgets, savings anacitsproken out for

each sector. PPL Electric expects to use a consistent implementation strategy, incentive
mechanism, and administrative process to deliver the program across all of these customer
sectors.TableN1 identifies eligibility parameters

TableN1: Custom Incentive Program (Small C&yistomer Eligibility Parameters

Customer Sector(s) Small C&l
Rate Class GS1, GS3, IS1, SIALD, GH2
Building Type Small commercial, small industrial

Building Vintage

Existing and new construction

Building Ownership

Owner or tenant with owner approval
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Program Description

The Custom Incentive Progrgi®mall C&lprovides financial incentives to customers installing

individual equipment measures or systems not covered by the Prescriptive Equipment Program,
extensive energgfficiency projects, retrcommissioning, repairs, equipment optimization, and

operational ad process improvements that result in castective energyefficiency savings. To

gualify for financial incentives, eligible customers are required to provide documentation that

GKSANI LINPLR2ASR STTAOASY O affedivdensthgsSaid andl & &

technical criteria.

PPL Electric provides reimbursement following successful implementation of-affaxttve
project. Reimbursements may be reduced based on type or size. The program offers

idKS

performancebased incentives based on avoided educed kilowatt hours (kWh) resulting from
the project. Incentives are subject to an annual cap for each project and for each participating
customer. Incentives cannot exceed 50% of total project cost.

Implementation Strategy

This program relies on botiSPs and trade allies for implementation. PPL Electric or the Custom
Program CSP will handle customer intakeiting and processing of applications. The CSP works

directly with trade allies and customers to: help identify and develogtomerproject ides;

and implement on behalf of the customer. The Custom CSP will perform scope analysis, cost,

and potential energy savings of proposed projects; conduct field verification of completed
projects; and help to determine the reported energy savings from ilestgdrojects. The EM&V
CSP will conduct independent evaluations to determine verified sawirsgking those savings

monthly, and provide reports to PPL Electric.

Program Issues, Risks and Risk Management Strategy
TableN2 presents key market risks to an effective Custom Incentive Program as well as the

strategies the program will use to mitigate each risk.

TableN2: Custom Incentive Program (Small C&d}¥ues, Risks and Risk Management Strategy

Market Risks

Implications

Management Strategy

Higher first cost of
energyefficient
equipment.

Not a high priority;
limited access to
discretionary
cash/credit.

Implementing a project
can be expensive upfront

e Offer customized incentives on
equipment to offset higher cost.

Lack of program
awareness and
GSYSNRSyOe
NBLX I OSYSY,
among target
customers.

This diverse market can
run into situationsin
which a piece of
equipmentmust be
replaced or added
immediately If they are
unaware of the program,
they mayimplement
ineligible measures

e Market directly to customers,
decision makers, facility operatorg
equipment dealers, distributors an
trade allies/contractors.

100|Page

t

NE =



Section 3Program Descriptions

e Decisiommakers are o Develop specific outreach activitie
unaware. and educational/promotional
Tenant/landlord e Trade glli(_eglcont_ractors messages to target decision_make
issues: reaching the have significant |nflueqce and faC|I|ty_operators_ to facilitate
decisic;n maker or on vyhat the.custo_mer is understand_ng of capital budget
trade ally/contractor. buying and installing. and operating concems.
e Engage trade allies/contractors to
promote the program to their
customers.

Anticipated Costs to Participating Customers

The measure rebates are designed to caveimore than50% of the customer incremental cost
of the project, up to a cap of $250,000 per customer site per year, or $1 million per parent
company per year for customers with multiple facilities, not to exceed 50% of project cost.
These values were chosen to incsegarticipation and provide equity within each sector.

RampUp Strategy

The Customricentive Pogram CSP will develop marketing material, including initial program
offering information and case studies, to distribute to customers through both tradss @hd
various groups.

Marketing Strategy
The program relies on customer marketing and trade ally promotion. PPL Electric, the
Advertising CSP, and the Custom C&Il CSP will develop a marketing strategy, which may include:

e Communicating and providingacées 12 LINRPINI Y AYF2NNIGA2Y 2y (FK
site.

e Promotingtheprogrami tt [ 9f SOGNAROQA /3L Odzai2YSNJ 46So

e Advertising using newspaper, radio, direct mail, bill inserts, gposgram
advertisements, commercial ads, and other mass media.

e Coadinating advertising opportunities with trade allies.

e Developing, publishing and distributing program brochure and case studies.

¢ Oneon-one marketing to Small C&l customers throdgiade Alies, Business Accounts
Specialists, and outreach.

e Targetingmarketing to facility managers and building or process engineers, building
owners and managers associations, HVAC contractors, energy services firms, architects
and engineers, real estate developers, economic development organizations, customer
advocacy grups, trade associations, and other trade allies to encourage installation of
new energyefficient technologies and adoption of best operating practices.

e Specific outreach to individual tenants as well as building owners and property
managers in leased camercial buildings to encourage participation in the program.

e Targeted marketing to specific sectors identified as having a high level of unrealized
energyefficiency potential.

e Provide limited time offer initiatives.
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Eligible Measures and Incentive Stegy

The percustomersite cap is defined as one building with one or more meters. Multiple sites
and parent company cap will apply to a campus setting or multiple buildings (on the same
property or in different locations) with a common owner.

The measurs, eligibility requirements, number of participants, and incentives are approximate
and may change to reflect progress, changes in TRM, changes in market conditions, and other
factors. For clarity, the measure description, eligibility rating, and incedtigeription may not
include all details. Examples of custom projects include chiller replacements, air compressor
improvements equipment control projectsand experimental technologies.

Energyefficiency projects must meet a TRC of greater than 1 to be eligible for incentives.

During meetings with stakeholders, questions were raised about inclingbined Heat and
Poweras part d the Custom Incentive Prograif@HP projects will be acceptedtivthe caveat
that they meet a TRC of 1.25 or greater. Experience in Phase | with CHP projects provided
valuable insights about the high degree of uncertainties @idfectsthat go into calculating
savings.€.g.hours of operation, energy costs, savimyer the lifetime)

Table N3ists eligible measures and incentives.
TableN3: Custom Incentive Program (Small C&l)gible Measures

Measure Incentive
Equipment, project or $0.08/kWh Up t0$250,000 per customer site per
process improvement saved based on| year or $1 million per parent company
incentive verified savings | per year for customers with multiple
$0.05/kWh sites. Caps are per program year.
CHP projects saved based on| Incentive cannot exceed 50% of the
verified savings incremental cost

Program Start Date with Key Scheduled Milestones

Strategic planning and execution actibems for the Custom Incentiva®yram are listed in
TableN4. Some tasks will be performed by PPL Electric; others will be led by various CSPs with
administrative suport from PPL Electric.

TableN4: Custom Incentive Program (Small C&ghedule and Milestones
Schedule | Milestones
Develop detailed work scopes, selection criteria, terms and
10/31/12 " )

conditions, and quality assurance protocols for CSP.

11/30/12 | Renegotiate contraaith CSP
12/24/12 | Execute program implementation contract with CSP.

TBD Receive PUC response for approval/denial of contract.

6/1/13 Launch program.
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Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V @8Pprepare an Evaluation Plan for the program that describes

the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost
effectiveness evaluation, the néb-gross evaluation, and qusl assurance/quality control.

Evatizt G A2ya |yR v!kv/ gAftft 6S Ay | OO02NRIYyOS 4AGK
the SWE for review/approval.

The Evaluation Plan for this program is expected to be similar tBliase Evaluation Plan for

the Custom Program. Reported and fied savings will be determined using the method

specified in the TRM (algorithm with open variables) to calculate the savings for measures that

FNBE Ay (GKS ¢wa o060dzi FNB RSTAYSR [a a0Odzadiz2Yé 0o6SOlI
rebate) For measres (custom projects) that are not in the TRke CSRvill develop a site

specific M&V fan (SSMVP) that will be available to the SWE. The Evaluation Plan will define

when SSM\&are required (such as for large projects that meet a defined savingsaside)

when they are optional. The EM&V CSP will review the SSMVP, confirm the quantity of

measures, and will confirm savings were determined in accordance with the TRM or the SSMVP.

Administrative Requirements

Strategic planning and execution action itears listed for the Custom Incentive Program (Small
C&l)in Table N5 Some tasks will be performed by PPL Electric; others will be led by various CSPs
with administrative support from PPL Electric.

TableN5: Custom Incentive Program (Small C&fakeholderRoles

e Recruiting potential customers.

e Fielding customer calls and inquiries.

e Reviewing applications submitted and verify eligibili
for participation.

e Calculating individual project TRC.

e Providing applicatioapproval letter to customer.

¢ Communicating effectively with customer, contracto
and key account manager

CP::)ITsi?lvation . Cor@lucting pre and post visit.

Service * W““T‘g SSMVE .

Provider e Providing reservation letter to customer

(CSP) e Assistingeustomersin the completionof all required

documents.

e Analyzing data and calculate reported savings.

e Providing all required documents to PPL Electric.

e Recording all updates to each project.

e Preparing biweekly update on all projects and
expected completion dates.

e Producing and sendirigcentivechecks and letters to
customers.
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PPL Electric | o

Monitoring EEMIS to ensure accurate information.
Overseeing CSP activities to ensure compliance wi
the PPL EE&C, Pennsylvania Public Utility Commis
protocols and PPL Electric.

Reviewing, verifying and processing CSP invaicgs
matching payment requests to
kWh/savings/customers.

Providing updates and communicating effectively w
key account managers.

Conducting evaluation, measurement and verificatic
of energysavings.

EM&V CSP e Coordinating protocols with the Statewide Evaluatol
BUSIness o Recru.iti.ng potential custqmers.
Account o Explammg program re.qwrem_ents to customers. _
Managers e Communicating effectively with CSP, PPL Electric ¢
customer.
e Completingequired PPL Electric forms prior to
Customer starting a project.

Agreeing and allowing for prand post-testing.

Estimated Participation

It is estimated that there will be up to 65 Small C&I custom incentive projects completed in

Phase II.
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Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and CeEtfectiveness

TableN6: Custom Incentive Program (Small C&ymmary of Project Benefits, Costs and Gost

Effectiveness
Benefit/Cost Component Plan Year Total
PY5 PY6 PY7
Savings (MWh) 1,900 1,425 1,425 4,750
Capacity Savings (MW) 0.28 0.21 0.21 0.69
Total Resource Cost $1,238,290| $958,718| $958,718| $3,155,726
Direct Participant Costs $858,290| $643,718| $643,718| $2,145,726|
Direct Utility Costs $380,000( $315,000| $315,000 $1,010,000|
Customer Incentives $160,000( $120,000( $120,000( $400,000
gsri)ﬁ:sbor’ Materials & | ¢150,000| $120,000| $120,000] $360,000
CSP Variable Costs $100,000( $75,000( $75,000( $250,000
CSP Labor, Supplies &
Marketing PP %0 $0 $0 $0
TRC Test
NPV Benefits $4,410,770]
NPV Costs $2,944,662
Net Benefits (NPV) $1,466,107
Benefit-Cost Ratio 1.50
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Large C&l
Section 3.4

Prescriptive Equipment PrograifLarge C&l) 20132016
(Large C&Il Sector)

Summary

Prescriptive Equipment Program (Large @&adyidesrebates and incentives from a list of
energyefficiency measures and servicdhie program also offers a Direct Discount component.
Direct Discount is designed to makes it easier and more economical for businesses to install
energyefficient lighting and commercial refrigeration upgrad€sistomers may choose to have
a contractor evaluate and install energfficient lighting and refgeration. The contractor
completes and submits required paperwork providing ease of use.

One CSP will be engaged to manage and coordinate the Prescriptive Equipoh€hisiom
Incentive ProgramThe CSP will be responsible to provide a call cemeémrabate processing
servicesOne CSP servingallnbldl a A RSy G Al f aSOG2NA LINROJARSAE
service for customers.

Objectives

The obijectives of th€rescriptive Equipment Program (Large G&d)to:
e Provide energy saving opportuigs to qualified customers.

¢ Increase the market penetration of higtificiency technologies and building
systems for customers by incentivizing higfficiency and ENERGY ST-AdRR&
appliances, lighting equipment, HVAC systems, and motors.

e Approve andfain contractors to conduct orite facility assessments and pass
through financial incentives for energy efficient refrigeration measures, lighting
upgrades, and lighting control upgrades through a direct discount delivery

m

echanism.

e Engage trade allie®tprovide higkefficiency technology options to customers.
e Promote other PPL Electric energfficiency programs.
¢ Obtain participation of approximatell,000 customers through 2016, with a total
reduction of approximatelyt29,000MWh/yr.
Target Market

This program will be available to all Large C&I PPL Electric customers. The program will target
customers in these sectors to replace older, inefficient equipment and to educate this customer

segment on cost effective ways to reduce energy consumplialle Ol outlines the eligibility
requirements for this program.

TableOL: Prescriptive Equipment PrograifLarge C&ITCustomer Eligibility Parameters

Customer Segment | Large C&l
Rate Class LP4,LP5, LP6, LPEP, IST, ISP, ISA, PR1
Building Type Largecommercial, large industrial

Building Vintage

Existing and new construction

Building Ownership

Owner, tenant with owner approval
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Program Description

The program promotes the purchase and installation of a wide range ofefiigiency
equipment,including technologies such esstomer owned_ED street antiEDarea lighting
appropriate to specific building types for Largel €&stomers and provides these customers
with financial incentives to offset the higher purchase costs of eneffigient equipment and
offers information on the features and benefits of enefficient equipment.

Implementation Strategy
ThePrescriptve Equipment Program (Large Cé&ljes on projects initiated by the customer,
trade allies and the CSP.

The CSP will promote the various enegdfjciency optiors available to this varied customer
segment through a host of different media. The CSHevilrage trade ally and manufacturer
relationships to cemarket energy efficient equipment. In addition, the CSP may hold webinars,
seminars, participate in trade shows and individual outreach to trade ally and manufacturers to
reinforce current program éérings. Marketing materials with case studies will be used to
market the program.
Strategies for marketing incentives may include:

e Advertising in local newspaper and other mass media

e Crosspromoting through other PPL Electric efficiency programs

¢ Udnglimited time offers, special promotions and no custonest measures to

promote energyefficiency

Key steps in this program are:
e 5ANBOGAY3T Odzald2YSNA (2 GKS LINRPINIY GKNRIAK t
Company website, equipment dealers and equipment installation contractors/trade

allies.

e Working with equipment/appliance retailers and installation contractors to fill out
program applications ensuring customers have required documentation to submit for
processing.

¢ Reviewing documentation to verify the applicant is a PPL Electric customer and the
installed equipment meets eligibility criteria.

¢ Recruiting and developingrabust network of trade allies and responsibility to hold
Direct Discount contractors accountable for completing work and adhering to the CSP
requirements

e Processing rebatehecks for qualified equipment.

e Verifying equipment/appliance installation for amaple of participants, which will be a
part of measurement and verification.
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Program Issues, Risks and Risk Management Strategy

TableO2 presents key market risks to an effective Prescriptive EquipiResgram(Large C&l)
well as the strategies the program will use to mitigate each risk.

TableO2: Prescriptive Equipment Prograbarge C&l) IssueRisks and Risk Management

Strategy

Program Issues

Risks

Management Strategy

Higher upfront costs
for high-efficiency
equipment.

Decision makers chose
cheaper, less efficient
equipment

Payback or IRR for
projects is too long for
customers

Restricted amount of
capital available, energy
using equipment not a
priority for business

Make customer operations more
attractivewith higher efficiency
equipment installed

Offer incentives and programs to
reduce payback and IRR for
business owners

Educate customers on long term
benefits of energyefficiency,
available incentives and other
programs that may help

Equipment igypically
replaced only upon
failure.

Customers see no need t
replace functioning
equipment.

Customers not informed
on most efficient
equipment available whet
the need to replace it is
immediate, and some
more efficientequipment
may have longer delivery
time that would affect
customer operations.

Educate and encourage trade allig
and owners to replace equipment
in order to obtain rebates and star
realizing energy savings sooner
Educate trade allies and customel
on energy efficient choices
available b&re equipment fails
and encourage equipment
replacement planning for their
business

Energyefficiency is
not commonly
prioritized by the
customer or building
owner.

Highefficiency equipment]
is viewed as being too
expensive and/or too
complicated

Owners not informed on
how their facility uses
energy

Existing debt.

Need to attendo
fluctuating commodity
price. ®rvicing existing
debt may limit funds to
purchasenew efficient
equipment

Provide information to customers
on value of energefficiengy.

Offer planning assistance and
incentives to enhance energy
savings.
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Anticipated Costs to Participating Customers

Incremental costs incurred by Large C&I customers participating in the Presdaqtiygment
Program(Large C&Mill be subject taheir level of participation and the specific type of
efficient equipnent installed in the program.

RampUp Strategy

During PY5, the Prescriptive Equipment Progfaarge C&IESP will develop marketing
material, including initial program offeririgformation and case studies, to distribute to
customers through both &rde allies and various groups.

ThePrescriptive EquipmeriRrogram(Large C4&lis being continued from Phase | to Phase II.
During PY5, thBrescriptive Equipmerrogram(Large C&IESP will develop marketing
material, including initial program offering information and case studies, to distribute to
customers through both trade allies and various groups.

g GKS adIF NI 2F tKFEAS LLX GKS [ | N@BPhasell aSOG2 NI
being fully allocatedf that is the case, communications will be sent to trade allies, Large C&lI

customers and interested partidyy June 2013 indicating the program is again availabig

indicating changes from the program offered in Phlse

Marketing Strategy
Prescriptive Equipment Program (Large Gé&lles on projects initiated by the customer, trade
allies and the CSP.

The CSP will promote the various enegdijciency options available to this varied customer
segment through aariety of different media. Strategies for marketing may include:
e Leveraging trade ally and manufacturer relationships tonasket energyefficient
equipment.
¢ Hosting webinars.
e Participating in trade shows and other outreach.
¢ Publishing charts, brochuresmd case studies.
¢ Providing newsletters and coordinating with key market partners include trade
associations and agencies.
e Advertising in local newspaper and other mass media
¢ Usinglimited time offers, special promotions and no customer cost measures to
promote erergy-efficiency
e Crosspromoting through other PPL Electric efficiency programs

Eligible Measures and Incentive Strategy

Rebatesand incentives will be paid to qualified customenso submit completed applications
and documentation of the efficiency measures installed. Customers will have the option to
assign rebate payments to a third party. Customers can work with a pregpgmoved Direct
Discount contractor and the contractor wiibnduct a free energy assessment to identify
potential energysaving equipment options and determine the amount of potential incentives
paid by the Direct Discount service. Direct Discount rebates will be dependent on calculated
energy savings upon instatiion. Direct Discount rebates will be paid directly to the contractor
after review of required paper work and docemtation of installed measures.
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PPL Electric will perform periodic, at least annually, reviews dPtascriptive Equipment

Program (Large C8nd may adjust incentive levels, performance standards and participation
criteria as market conditions change in the future. PPL Electric will track customer installations
and include such data within its annuajport on the program.

TableQ3 lists the proposed measures and incentive levels for the Prescriptive Equipment
Program(Large C&lI) to beffered by PPL Electric to eligible customers. The listing includes

those measures deemed to be appropriate Ryesciptive Equipment Program (Large
C&lyarticipants and may be changed with measures added or deleted based on customer need

and technology improvements.

TableO3: Prescriptive Equipment ProgratfLarge C&lEligible Measures

Measure Eligibility Rating Incentive
ASHP SEER 15,16 $50-$200/unit
ASHP (>5.4 tons) Quialifying EER or COP $15-$25/ton
Evaporator fans Determlneq by pre and post $10-$120/fan
customer choice of fan motor type
Steam Cookers ENERGY STAR® $50-$100/pan
Commercial refrigerators ENERGY STAR® $70/unit
Ice makers ENERGY STAR® or CEE tier $115
Beverage/ snack maching  Added to nonRENERGY STAR®
: $10-$25
control machine
LED exit signs LED replacing incandescent $25/sign
Occupancy sensors Wall, ceiling or fixture mounted Up to$45/sensor
T5, T8 New T5,T8 lamps and ballasts $1.t0 $4/lamp
installed
T5,T8 high performance Retrofit fixture with new high $2 to $6/lamp
fixtures performance T8 lamp and ballast installed

High performance T5,T8
lamps

Retrofit T8 with qualified high
performance (ceel.org list)

$1/lamp installed

High bay T5, T8

New T5, T8 fixture (>100watts)

$6-$16/lamp
installed

Delamp and install
reflectors

Replace existing fixture with T5,T
fixture with one or more lamps
removed, must include electronic
ballastand reflector

$5-$30 depending on
number and type of
lamps

CFL, LED (bulk purchase

outside of other CFL
programs)

Replace existing incandescent
lamps with ENERGY STAR® CFL

Up to 50% cost of
bulb, up to $1.50/
CFL, $5/LED

Metal halide pulse start

Repace probe star{<= 320watts, >
320 watts)

$25, $50/fixture

LED street lights/ area
lights

ENERGY STAR®, Design Ligh
Consortium Listed or LM 79/LM 8

tested

$0.10 per kWh
calculated saved pel
PA lighting form
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LED interior lighting

ENERGY STAR®sign Lights
Consortium Listed, or LM 79/LM 8
tested

$0.10 per kWh
calculated saved pet
PA lighting form

Induction lighting

ENERGY STAR® Design-lLigh
Consortivm-Listed—orEM-79/LM- 8
tested New fixtures or retrofit kits

$0.10 per kWh
calculated saveger
PA lighting form

VSD air compressor

Single VSD unit less than 100 hy

$0.10 per kWh
calculated saved
compared to existing

system
Nonrelectric high efficiency See Tabl&13 for details
central heat (gas, oil,
propane. Max. of 100 units
for all programs
Eligible Direct Discount Measures (Large C&I)
Measure Eligibility Rating Incentive

Screwin CFL (compact
fluorescent lamp)

ENERGY STAR® rated or mee
ENERGY STAR® criteria

$0.05kWh saved

LED lamps

ENERGY STAR®, Design Ligh
Consortium omust be LM79 and
LM-80 tested

$0.05kWh saved

Other lighting fixtures

ENERGY STAR®

$0.17kWh saved

Lighting occupancy
Sensors

Wall, Fixture or Ceiling Mounted

$0.17kWh saved

LED Interior Lighting

ENERGY STAR®, Design Ligh
Consortium or must be LIM9 and
LM-80 tested

$0.17kwWh saved

Inductionlighting

New fixtures or retrofit KtENERGY
STAREDesigntights-Consortidn
mustbe- LM79-and-LM80-tested

$0.17kwWh saved

LED Street/Area Lighting

ENERGY STAR®, Design Ligh
Consortium or must be LIM9 and
LM-80 tested

$0.17kwWh saved

Refrigeration measures

Includes measures such as anti

sweat heater controls, evaporator

fans(ECM or PSC motostrip
curtains, etc.)

$0.17/kwh saved

Program Start Date with Key Scheduled Milestones

Strategic planning and execution action items are listed for the Prescriptive Equipnognam
(Large C&lin TableO4. Some tasks will be performed by PPL Electric; others will be led by
various CSPs with administrative support from PPL Electric.

111|Page



Section 3Program Descriptions

Tablke O4: Prescriptive Equipment (Large C&jyogramSchedule and Milestones

Schedule Milestones

10/3112

Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.

11/30/12 | Renegotiate contraaith CSP

12/24/12 | Execute program implementation contract with CSP.

TBD Receive PUC response for approval/denial of contract.

6/1/13 Launch program.

Evaluation, Measurement and Verification (EM&V)
PPLElectric and the EM&V CSP will prepare an Evaluatiorfétléme program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost
effectiveness evaluation, the néb-gross evaluation, and quality assurance/quality control.

Evaluations and QA/QC willbe in2addR I y OS gAGK (GKS {29Qa

the SWE for review/approval.

I dzR A (

Reported and verified savings will be determined using the method specified in the TRM
(algorithms with open variables for some measures; fully stipulated savingsrfte measures)
to calculate the savings of each measure, and then sum the savings of all measures in this
program. The EM&V CSP will confirm the quantity of each measure and will confirm savings
were determined in accordance with the TRM.

Administrative Requirements

PPL Electric staff will oversee the operations and administration d?tescriptive Equipment
(Large C&I) Prograniable OHists the major anticipated participant roles for the program.

TableO5: Prescriptive Equipment Program (Large C&takeholder Roles

Primary
Conservation
Service
Provider
(CsP)

Outreach to customers, trade allies and
manufacturers

Assistance to customers in completing applications.
Developing and distributing targeted energfficiency
educational mateials toagricultural customer.
Recruitng, managngand ensuing Direct Discount
contractors perform in compliance with program
rules.

Verifying contractor eligibility for Direct Discount
participation.

Educating Direct Discount approved contractors ab
energyefficiency measures and offers.

Conducting QA/QC on pre and post project installat
as determined by PPL Electric staff.

Processing rebate payments to customers and
contractors.

Managing and reporting savings data.

Fielding customer calls and inquiries.

Verifying Direct Discount installation conditions (pre
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and post), disburse incentives and provide program
oversight.

e Reporting and uploading datatot [ 9t SOG !

e Guiding program strategy

¢ Provide management oversight to C8iPection for
initiatives and comments on proposed changes as
market changes

¢ Providing administrative support.

¢ Reviewing, verifying and processing CSP inveices
matching payment requests to
kWh/savings/customers.

e Ensure all reporting and documentaticmsubmitted
in a timely manner and accurate.

¢ Conducting evaluation, measurement and verificatic

EM&V CSP of energy savings

e Coordinating protocols with the Statewide Evaluato

¢ Gain knowledge of products and services best suite
for increased energegfficiency

Building ¢ Allowing for pre and post audits.

Owner e Purchasing energy efficient equipment to replace

outdated or nonefficient equipment and completing

PPL Electric Rebate Applications

PPL Electric

Direct e Conductingree energy assessments and insteyl
Discount energyefficient measures.

Program e Providing customers with energgfficiency options.
Approved e Attending required training for program participatior
Contractors

Estimated Participation

It is anticipatedhat a total 0f980customers will participate ithe Prescriptive Equipment
Program (Large C&I). It is difficult to calculateexact number by measures because of
uncertainty in the marketplace, changes in the TRM that may require reducing a rebate, and
customers not havig available resources to participate.

It is estimated that approximate®0 Large C&tustomers will participate in the Direct Discount
Program in Phase Il. The average Direct Discount project is expected to be 180000

Note: Making Direct Discoumtvailable to Large C&l customers is a result of discussion from the
lighting stakeholder meeting.
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TableO6: Prescriptive Equipment Program (Large C&ummary of Project Benefit$ osts
and CosiEffectiveness

Benefit/Cost Component Plan Year Total
PY5 PY6 PY7
Savings (MWh) 30,794 57,376 40,922 129,092
Capacity Savings (MW) 5.68 10.48 7.52 23.68
Total Resource Cost $15,177,426/ $27,652,058 $19,976,215 $62,805,700
Direct Participant Costs $10,078,461] $17,394,475 $12,628,075 $40,101,011
Direct Utility Costs $5,098,965 $10,257,583 $7,348,140) $22,704,689
Customer Incentives $3,500,454] $7,415,174] $5,275,180 $16,190,808
EDC Labor, Materials & Supplig  $150,000 $150,000 $150,000f  $450,000]
CSP Variable Costs $1,448,511) $2,692,409, $1,922,960 $6,063,881
CSP Labor, Supplies & Marketil $0 $0 $0 $0
TRC Test
NPV Benefits $73,711,435
NPV Costs $57,830,106
Net Benefits (NPV] $15,881,329
Benefit-Cost Ratio 1.27
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Custom Incentive PrograrfLarge C&l) 20132016
(Large C&I Sector)

Summary

The Custom Incentive Prograirarge C&lpffers customers flexibility in their choicé energy
efficiency projectsCustom Incentive is intended for energfficient measures not covered by
other Phase IProgramsAn incentive is based on kWhdwced or project cost. Projects vary in
size and scope. Customers must agree te prel posttesting to verify savingghe same CSP
responsible for implementing thBrescriptive Equipment Programwill also implement the
Custom Incentive Program. Thislwilake communications with customers and trade allies
more effective convenientand efficient

Objectives
The objectives ofhe Custom Incentive Progrdirarge C&lare to:
e Encourage PPL Electric Largé €&tomers to install higkfficiency equipment not
AyOf dZRSR Ay tt [ EQuipBcOolrogfa®.Qa t NBa ONRLIIA GBS
e Encourage qualifying equipment repairs and optimization and operational or
process changes that reduce electricity consumption.
e 9y O2dzN} IS IFIOMAK2A (i & ¢ -effitighafP | OK G2 SySNH®@
e Increase customer awareness of the features and benefits of electric energy
efficient equipment.
¢ Increase the market penetration of higdfficiency equipment.
e Support emerging technologies and ntypicalefficiency solutions in cosffective
applications.
e Encourage advanced energfficiency strategies required for certification by
national market transformation programs such as Leadership in Energy and
Environmental Design (LEED), Architecture 2030, ENER AfBuildings, or Energy
Policy Act of 2005 (EPAct) tax credits.
e Promote other PPL Electric energfficiency programs.
e Achieve approximately 65 completed projects through 2016, with a tethliction
of approximately 62,00MMWh/yr.

Target Market
This program will be available to all Large C&l PPL Electric customers. The program will target
customers in these sectors to replace older, inefficient equipment and to educate this customer
segment on cost effective ways to reduce energy consumpliableP1 outlines the eligibility
requirements for this program.

TablePl: Custom Incentive Program (Large C&Ijstomer Eligibility Parameters

Customer Sector(s) | Large C&l

Rate Class LP4,LP5, LP6, LPEP, IST, ISP, ISA, PR1
Building Type Large commercialarge industrial
Building Vintage Existing and new construction

Building Ownership | Owner or tenant with owner approval

Program Description
TheCustom Incentive Progratharge C&lprovides financial incentives to customers installing
individual equipment measures or systems not covered by the Prescriptive Equipment Program,
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extensive energefficiency projects, retr&aommissioning, repairs, equipment optimization, and

operational aml process improvements that result in casftective energyefficiency savings. To

qualify for financial incentives, eligible customers are required to provide documentation that

GKSANI LINRLI2ASR STTAOASY O &ffecitdaeNdtieBoid andl 48 (G KS t NR:
technical criteria.

PPL Electric provides reimbursement following successful implementation of-affaxttve

project. Reimbursements may be reduced based on type or size. The program offers
performancebased incentives based on avoided adueed kilowatt hours (kwWh) resulting from
the project. Incentives are subject to an annual cap for each project and for each participating
customer. Incentives cannot exceed 50% of total project cost.

Implementation Strategy

This program relies on bottSPs and trade allies for implementation. PPL Electric or the Custom
Program CSP will handle customer intake and routing and processing of applications. The CSP
works directly with trade allies and customers to: help identify and develpomerproject

ideas; and implementn behalf of the customeiThe Custom CSP will perform scope analysis,
cost, and potential energy savings of proposed projects; conduct field verification of completed
projects; and help to determine the reported energy savings fromallest projects. The EM&V
CSP will conduct independent evaluations to determine verified savings, tracking monthly
savings, providing reports and data uploads to PPL Electric.

Program Issues, Risks and Risk Management Strategy
TableP2 presents key markatisks to an effective Custom Incentive Progrgrarge C&las well
as the strategies the program will use to mitigate each risk.

TableP2: Custom Incentive Program (Large C&3ues, Risks and Risk Management Strategy

Market Risks Implications Management Strategy

Higher first cost of e Implementing a project | e Offer customized incentives on
energyefficient can be expensive upfront equipment to offset higher cost.
equipment.

Not a high priority;
limited access to
discretionary
cash/credit.

e This diverse markehay |e Market directly to customers,

run intoanemergency decision makers, facility operatorg
Lack of program situationswhere they equipment dealers, distributors an
awareness and need to implement or trade allies/contractors.

GSYSNRSyOe replace a piece of
NBLX I OSYSY, equipment.Customers
among target tend to be unaware of
customers. program and may
implementmeasures that
arenot eligible.
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e Decisionmakers are o Develop specific outreach activitie
unaware. and educational/promotional
Tenant/landlord e Trade glli(_eglcont_ractors messages to target decisi_o_n make
issues: reaching the have significant |nflueqce and facility pperators _toefcmtate
decisic;n maker or on vyhat the.custo_mer is understand_lng of capital budget
trade ally/contractor. buying and installing. and operating concems.
e Engage trade allies/contractors to
promote the program to their
customers.

Anticipated Costs to Participating Customers

The measure rebates are designed to cover approximately 50% of the customer incremental
cost of the project, up to a cap of $250,000 per customer site per year, or $1 million per parent
company per year for customers with multiple facilities, not to exce@¥ of project cost.

These values were chosen to increase participation and provide equity within each sector.

RampUp Strategy

The Custom Incentive Progrdirarge C&I) iseing continued from Phase | to Phase Il. During
PY5, the Custom Incentivedgram CSP will develop marketing material, including initial
program offering information and case studies, to distribute to customers through both trade
allies and various groups.

Marketing Strategy
The program relies on customer marketing and trade allyrtion. PPL Electric, the
Advertising CSP, and the Custom C&Il CSP will develop a marketing strategy, which may include:
e /2YYdzyAOIFIGAY3 YR LINPGARAY3I | 0O0Saa (2 LINRINI
site.
e Promoting programin t [ 9t SOG NR O&binewsletter. Odza 12 YSNJ ¢
e Advertising using newspaper, radio, direct mail, bill inserts, gposgram
advertisements, commercial ads, and other mass media.
e Coordinating advertising opportunities with trade allies.
e Developing, publishing and distributing program bmee and case studies.
¢ Oneon-one marketing to C&l customers throughade Alliesandtargetedoutreach.
e Targeting marketing to facility managers and building or process engineers, building
owners and managers associations, HVAC contractors, energyesdities, architects
and engineers, real estate developers, economic development organizations, customer
advocacy groups, trade associations, and other trade allies to encourage installation of
new energyefficient technologies and adoption of best operafipractices.
e Specific outreach to individual tenants as well as building owners and property
managers in leased commercial buildings to encourage participation in the program.
e Targeted marketing to specific sectors identified as having a high levatedlized
energyefficiency potential.
e Provide limited time offer initiatives.
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Eligible Measures and Incentive Strategy

The percustomersite cap is defined as one building with one or more meters. Multiple sites
and parent company cap will apply tacampus setting or multiple buildings (on the same
property or in different locations) with a common owner.

The measures, eligibility requirements, number of participants, and incentives are approximate
and may change to reflect progress, changes in TR&hges in market conditions, and other
factors. For clarity, the measure description, eligibility rating, and incentive description may not
include all details. Examples of custom projects include chiller replacements, air compressor
improvements equipmert control projects and experimental technologies.

Energyefficiency projects must meet a TRC of greater than 1 to be eligible for incentives.

During meetings with stakeholders, questions were raised about including CHP astpart of
Custom Incentivérogram.CHP projects will be accepted with the caveat that they meet a TRC
of 1.25 or greater. Experience in Phase | with CHP projects provided valuable insights about the
high degree of uncertainties CHP that go into calculating sgwengshours of geration,

energy osts,andsavings over the lifetime.

TableP3: Custom Incentive Program (Large C&ljgible Measures

Measure Incentive
Equipment, project or $0.08/kWh Up to $250,000 pecustomer site per
process improvement saved based on| year or $1 million per parent company
incentive verified savings | per year for customers with multiple
$0.05/kWh sites. Caps are per program year.
CHP projects saved based on| Incentive cannot exceed 50% of the
verified savings incremental cost

Program StarDate with Key Scheduled Milestones

Strategic planning and execution action items for the Custom IieeRtogram are listed in
TableP4. Some tasks will be performed by PPL Electric; others will be led by various CSPs with
administrative support from PPL Electric.

TableP4: Custom Incentive Program (Large CRipgram Schedule and Milestones
Schedule | Milestones
10/31/12 | Develop detailedvork scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.
11/30/12 | Renegotiate contraaith CSP
12/24/12 | Execute program implementation contract with CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.
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Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluagorpst
effectiveness evaluation, the néb-gross evaluation, and quality assurance/quality control.

9@l tdz2 GA2ya YR v!ikv/ gAff 06S Ay I O02NRIYyOS
the SWE for review/approval.

The Evaluation Plan for thprogram is expected to be similar to tRease Evaluation Plan for

the Custom Program. Reported and verified savings will be determined using the method
specified in the TRM (algorithm with open variables) to calculate the savings for measures that
FNBE Ay (GKS ¢wa 00dzi | NPL ReSticdgesSiot hava a pieSodpiivie 2 Y €
rebate. For measures (custom projects) that are not in the TRMC® will develop a site

specific M&V plan (SSMVP) thitl be available to the SWEhe Evaluation Plan will define

when SSMV\@are required (suclas for large projects that meet a defined savings size) and

when they are optional. The EM&V CSP will review the SSMVP, confirm the quantity of
measures, and will confirm savings were determined in accordance with the TRM or the SSMVP.

Administrative Rguirements

Strategic planning and execution action items are listed for the Custom Incentive Program (Large
C&l)in Table P5Some tasks will be performed by PPL Electric; others will be led by various CSPs
with administrative support from PPL Electric.

Table PS: Custom Incentive Program (Large C&tpkeholder Roles

e Recruiting potential customers.

e Providinga call center, fielding customer calls and
inquiries and tracking call center statistics.

e Reviewingapplications submitted and verify eligibility
for participation.

e Calculating individual project TRC.

e Providing application approval letter to customer.

e Communicating effectively with customer, contracto

Primary and key account manager

Conservation | ¢ Conducting pre and post tis

Service e Writing SSMV®

Provider e Providing reservation letter to customer

(CSP) e Assistingoustomersin the completiorof all required
documents.

e Analyzing data and calculate reported savings.

e Providing all required documents to PPL Electric.

e Recording all updates to eaphoject.

e Preparing biweekly update on all projects and
expected completion dates.

e Producing and sendirnigcentivechecls andletters to
customers.
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PPL Electric | o

Monitoring EEMIS to ensure accurate information.
Overseeing CSP activities to enscwenpliance with
the PPL EE&C, Pennsylvania Public Utility Commis
protocols and PPL Electric.

Reviewing, verifying and processing CSP invaicgs
matching payment requests to
kWh/savings/customers.

Providing updates and communicating effectively w
key account managers.

EM&V CSP

Conducting evaluation, measurement and verificatic
of energy savings.
Coordinating protocols with the Statewide Evaluatol

Key Account | e

Recruiting potential customers.
Explaining program requirements éoistomers.

Managers e Communicating effectively with CSP, PPL Electric ¢
customer.
e Completing required PPL Electric forms prior to
starting a project.
Customer

Providing operational data as required.
Agreeing and allowing for prand posttesting.

EstimatedParticipation

It is estimated that there will be up to 65 Large C&l custom incentive projects completed in

Phase II.
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Custom Incentive Program (Large C&hBtimated Program Budget, Estimated Percent of Sector
Budget Attributed toProgram, Savings Targets and G&s$tectiveness

TableP6: Custom Incentive Program (Large C&)mmary of Project Benefits, CostacdiCost
Effectiveness Large C&l

Plan Y
Benefit/Cost Component an rear Total
PY5 PY6 PY7
Savings (MWh) 19,000 25,441 18,050 62,491
Capacity Savings (MW) 2.67 3.57 2.53 8.77
Total Resource Cost $8,475,164| $11,312,644| $8,056,652| $27,844,460
Direct Participant Costs | $5,850,153| $7,968,644| $5,481,652| $19,300,449
Direct Utility Costs $2,625,011| $3,344,000| $2,575,000; $8,544,011
Customer Incentives $1,520,010[ $1,900,000| $1,520,000[ $4,940,010]
EDC Labor, Materials & | ¢ 05 500|  $105,000] $105,000]  $315,000
Supplies
CSP Variable Costs $1,000,001| $1,339,000, $950,000| $3,289,001
CSP Labor, Supplies &
Marketing $0 $0 $0 $0
TRC Test
NPV Benefits $39,847,379
NPV Costs $25,825,681
Net Benefits (NPV) $14,021,698
Benefit-Cost Ratio 1.54
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Government/Educational/NonProfit (GNI)
Section 3.5

Prescriptive Equipment PrograifGN) 20132016
(GNI Sector)

Summary

ThePrescriptive Equipment Program (Gpiipvides rebates and incentives from a list of energy
efficiency measures and services. The program also offers a Direct Discount comorasnt.
Discount is designed to make it easier and more economical for small businesses and institutions
to install energyefficient lighting and commercial refrigeration upgrad€sistomers may

choose to have a contractor evaluate and install enefficient lighting and refrigeration. The
contractor completes and submits required paperwork providing ease of use.

Stakeholders asked that PPL Electric consideringf®irect Discount to schools, notisghools
might be interested in upgradg lighting andefrigeration.Direct Discount will, in Phase I, be
marketed to schools.

One CSP will be engaged to manage and coordinate the Prescriptive Equipment and Custom

Incertive ProgramThe CSP will be responsible to provide a call cemeémrabate processing
servicesOne CSP servingallnbidlS 8 A RSy G At aSO02NAR LINPOPARSAE aeySN
service for customers.

Objectives
The objectives of th€rescriptive Equipment Program (Ghlg to:

e Provide energy saving opportunities to qualified customers.

¢ Increase the market penetration of higdfficiency technologies and building systems for
customers by incentivizing hig#fficiency and ENERGY ST-AR®&I appliances, lighting
equipment, HVAC sisms, and motors.

e Approve and train contractors to conduct-gite facility assessments and pass through
financial incentives for energy efficient refrigeration measures, lighting upgrades, and
lighting control upgrades through a direct discount delivexgchanism.

¢ Engage trade allies to provide higfficiency technology options to customers.

e Promote other PPL Electric energfficiency programs.

¢ Obtain participation of approximatel,000 customers through 2016, with a total
reduction of approximately 7800MWh/yr.

Target Market

The program will target customers to replace older, inefficient equipment and to educate this
customer segment on cost effective ways to reduce energy consumgtios program will be
available to schools, government operationen-profits, and institutions of any rate class.
TableQ1 outlines the eligibility requirements for this program.
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TableQl: Prescriptive Equipment PrografGGN) Customer Eligibility Parameters
Customer Segment GNI

Rate Class All
Building Type Institutional,government, norprofit
Building Vintage Existing and new construction

Building Ownership Owner, tenant with owner approval

Program Description

The program promotes the purchase and installation of a wide range ofefiiigiency

equipment, including technologies appropriate to specific building types for GNI customers and
provides these customers with financial incentives to offset the highecthase costs of energy
efficient equipment and offers information on the features and benefits of enefigient
equipment.

Implementation Strategy

PPL Electric staff will manage tReescriptiveEquipment Program CSP. The CSP will undertake a
broad spectrum of responsibilities. The CSP will perform customer, trade ally, and manufacturer
outreach, and program marketinghePrescriptiveEquipment Progran@SP will develop,

update and process rebaggpplications and payments. The Advertisargl Marketing CSP will
provide marketing services for the Program engaging customers, trade allies and appropriate
media source for targeted audiences.

Key steps in this program are:

e Directing customerstotheJNE AN} ¥ GKNRdzAK tt[ 9f SOGNAKROQa
Company website, equipment dealers and equipment installation contractors/trade
allies.

¢ Working with equipment/appliance retailers and installation contractors to fill out
program applications ensing customers have required documentation to submit for
processing.

e Reviewing documentation to verify the applicant is a PPL Electric customer and the
installed equipment meets eligibility criteria.

¢ Recruiting and developing a robust network of tradéalbnd responsible to hold
Direct Discount contractors accountable for completing work and adhering to the CSP
requirements

¢ Processing rebatehecks for qualified equipment.

e Verifying equipment/appliance installation for a sample of participants, whitttbera
part of measurement and verification.

Program Issues, Risks and Risk Management Strategy

TableQ2 presents key market risks to an effective Prescriptive Equipfssgram (GNWell as
the strategies the program will use to mitigate each risk.
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TableQ2: Prescriptive Equipment PrografGN) IssuesRisks and Risk Management Strategy

Program Issues

Risks

Management Strategy

Higher upfront costs
for high-efficiency
equipment.

Decision makers chose
cheaper, less efficient
equipment

Payback ofRR for
projects is too long for
customers

Restricted amount of
capital available, energy
using equipment not a
priority for business

Make customer operations more
attractive with higher efficiency
equipment installed

Offer incentives and programs to
reduce payback and IRR for
business owners

Educate customers on long term
benefits of energyefficiency,
available incentives and other
programs that may help

Equipment is typically
replaced only upon
failure.

Customers see no need t
replace functioning
equipment.

Customers not informed
on most efficient
equipment available whet
the need to replace it is
immediate, and some
more efficientequipment
may have longer delivery
time that would affect
customer operations.

Educate and encourage trade allig
andowners to replace equipment
in order to obtain rebates and star
realizing energy savings sooner
Educate trade allies and customel
on energy efficient choices
available before equipment fails
and encourage equipment
replacement planning for their
busines.

Energyefficiency is
not commonly

prioritized by the o
customer or building |
owner.

Highefficiency equipment
is viewed as being too
expensive and/or too
complicated

Owners not informed on
how their facility uses
energy

Existing debt.

Need to attend ©
fluctuating commaodity
prices. $rvicing existing
debt may limit funds to
purchasenew efficient
equipment

Provide information to customers
on value of energefficiency

Offer planning assistance and
incentives to enhance energy
savings.

Anticipated Costs to Participating Customers
Incremental costs incurred by customers participating in the Prescrigtpgpoment Program
(GNIwill be subject to their level of participation and the specific type of efficient eqaigm

installed in the program.
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RampUp Strategy

ThePrescriptive Equipment Prograf@NI)is being continued from Phase | to Phase Il. During
PY5, thePrescriptive Equipment Progra@SP will develop marketing material, including initial
program offering information and case studies, istdbute to customers through both trade
allies and various groups.

Marketing Strategy
ThePrescriptive Equipment Program (GMljes on projects initiated by the customer, trade
allies and the CSP.

The CSP will promote the various enegdfjciencyoptions available to this varied customer
segment through a variety of different media. Strategies for marketing may include:
e Leveraging trade ally and manufacturer relationships tonasket energyefficient
equipment.
e Hosting webinars.
e Participating intade shows and other outreach.
e Publishing charts, brochures and case studies.
¢ Providing newsletters and coordinating with key market partners include trade
associations and agencies.
e Advertising in local newspaper and other mass media
e Usinglimited time dfers, special promotions and no custontst measures to
promote energyefficiency
e Crosspromoting through other PPL Electric efficiency programs

Eligible Measures and Incentive Strategy

Rebatesand incentives will be paid to qualified customers teabmit completed applications
and documentation of the efficiency measures installed. Customers will have the option to
assign rebate payments to a third party. Customers can work with a pregpgmoved Direct
Discount contractor and the contractor wibhieduct a free energy assessment to identify
potential energysaving equipment options and determine the amount of potential incentives
paid by the Direct Discount service. Direct Discount rebates will be dependent on calculated
energy savings upon instatlan. Direct Discount rebates will be paid directly to the contractor
after review of required paper work and documentation of installed measures. Prescriptive
rebates and performanceligibility will be fixed for each measurbleasures notwvailable in the
Prescriptive Equipment Program (GMBy be available for incentives in the Custom Incentive
Program andwill be dependent on calculated energy savings upon installation

PPL Electric will perform periodic, at least annually, reviewseoPrescriptive Equipment

Program and may adjust incentive levels, performance standards and participation criteria as
market conditions change in the future. PPL Electric will track customer installations and include
such data within its annual report dhe program.

TableQ3 lists the proposed measures and incentive levels for the Prescriptive Equipment
Program(GNiI)to be offered by PPL Electric to eligible customers. The listing includes those
measures deemed to be appropriate for Prescriptive Equipment Program participants and may
be changed with measures added or deleted based on customer need and technology
improvements.
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TableQ3: Eligible Prescriptive Equipment Measures (GNI)

Measure Eligibility Rating Incentive

ASHP SEER 15,16 $50-$200/unit

ASHP (>5.4 tons) Qualifying EER or COP $15$25/ton

Evaporator fans Determme@ by pre and post custome $10 to $120/an
choice of fammotor type

Steam Cookers ENERGY STAR® $50:$100/pan

Commercial refrigerators ENERGY STAR® $70/unit

Ice makers ENERGY STAR® or CEE tier 2 $115

Ef;’;g?ge/ snack machine |, 404 to noRENERGY STAR® mach $10.$25

LED exit signs LEDreplacing incandescent $25/sign

Occupancy sensors Wall, ceiling or fixture mounted Up to $45/sensor

T5, T8

New T5,T8 lamps and ballasts

$1-$4/lamp installed

T5,T8 high performance
fixtures

Retrofit fixture with new high
performance T8 lamp and ballast

$2-$6/lamp installed

High performance T5,T8
lamps

Retrofit T8 with qualified high
performance (ceel.org list)

$1/lamp installed

High bay T5, T8

New T5, T8 fixture (>100atts)

$6-$16/lamp installed

Delamp and install reflectors

Replace existing fixtureith T5,T8
fixture with one or more lamps
removed, must include electronic
ballast and reflector

$5-$30 depending on
number and type of
lamps

CFL, LED (bulk purchase
outside of other CFL
programs)

Replace existing incandescent lamp
with ENERGY STAR®, CED

Up to 50% cost of bulb
up to $1.50/ CFL,
$5/LED

Metal halide pulse start

Replace probe stafk= 320watts,
> 320 watts)

$25, $50/fixture

Customer owned LED street

lights/area lights

ENERGY STAR®, Design Lights
Consortium Listed or LM 79/LM 80
tested

$0.10 per kWh
calculated saved per
PA lighting form

LED interior lighting

ENERGY STAR®, Design Lights
Consortium Listed, or LM 79/LM 80

$0.10 per kWh
calculated saved per

tested PA lighting form
ENERGY-STAR® Designa-Lights $0.10 per kWh

Induction lighting Consetivm-Listed-erEM-79/LM-80 | calculated saved per
tosted PA lighting form

VSD air compressor

Single VSD unit less than 100 hp

$0.10 per kWh
calculated saved
compared to existing
system

Non-electric high efficiency
central heat (gas, oil,
propané. Max. of 100 units

for all programs

See Tabl®13 for details
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Eligible Direct Discount Measures (GNI)

Measure Eligibility Rating Incentive
Screwin CFL (compact ENERGY STAR® rated or mee
fluorescent lamp) ENERGY STAR® criteria $0.05 /kwhsaved
ENERGY STAR®, Design Ligh
LED lamps Consortium or must be LM9 and | $0.05 /kWh saved
LM-80 tested
Other lighting fixtures ENERGY S-I:c,igns res/LED Exit $0.17 /kWh saved

Lighting occupancy Wall, Fixture or Ceiling Mounted| $0.17/kWh saved

Sensors
ENERGY STAR®, Design Ligh
LED Interior Lighting Consortium or must be LM9 and | $0.17 /kWh saved
LM-80 tested
ENERGY STAR® Design-Ligh
Inductionlighting $0.17/kWh saved

LM-80-testedNew fixtures or
retrofit Kits
ENERGY STAR®, Design Ligh
LED Street/Area Lighting | Consortium or must be LIM9 and | $0.17 /kWh saved
LM-80 tested
Includes measures such as anti
sweat heater controls, evaporator
fans(ECM or PSC motostrip
curtains, etc.)

Refrigeration measures $0.17 /kWh saved

Program Start Date with Key Scheduled Milestones

Strategic planning and execution action items are listed for the Prescriptive Equipmogram
in Table@4. Some tasks will be performed by PPL Electric; others wildogy various CSPs
with administraive support from PPL Electric.

TableQ4: Prescriptive Equipment PrograifGN) Schedule and Milestones
Schedule | Milestones
10/31/12 Develop detailed work scopes, selection criteria, terms and
conditions, and qualitassurance protocols for CSP.
11/30/12 Renegotiate contraotvith CSP

12/24/12 | Execute program implementation contract with CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.

Evaluation, Measurement and VerificatiofEM&V)

PPLElectric and the EM&V CSP will prepare an Evaluation Plan for the program that describes

the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost
effectiveness evaluation, the néb-gross evaluation, anguality assurance/quality control.

9@ fdz GA2Yy& YR v!ikv/ gAftf 0S Ay | OO2NRIYyOS gAlr
the SWE for review/approval.
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Reported and verified savings will be determined using the method specified in the TRM
(algorithms with open variables for some measures; fully stipulated savings for some measures)
to calculate the savings of each measure, and then sum the savings of all measures in this
program. The EM&V CSP will confirm the quantity of each measure and wilhtsafimgs

were determined in accordance with the TRM.

Administrative Requirements

PPL Electric staff will oversee the operations and administration of the Prescriptive Equipment

(GN) ProgramTable QSists the major anticipated pticipant roles for tle program

TableQ5: Prescriptive Equipment PrograifGN) Stakeholder Roles

Primary
Conservation
Service
Provider
(CSP)

Outreach to customers, trade allies and
manufacturers

Providinga call center, fielding customer calls and
inquiries and tracking call center statistics.
Assistance to customers in completing applications.
Verifying contractor eligibility for Direct Discount
participation.

Educating Direct Discount approved contrastabout
energyefficiency measures and offers.

Recruit, manage and ensure Direct Discount
contractors perform in compliance with program
rules.

Conducting QA/QC on pre and post project installat
as determined by PPL Electric staff.

Processing rebate payents to customers and
contractors.

Managing and reporting savings data.

Fielding customer calls and inquiries.

Verifying Direct Discount installation conditions (pre
and post), disburse incentives and provide program
oversight.

Reporting and uploading ttot t [ 9f SO 1

PPL Electric

Guiding program strategy

Provide management oversight to CSP, direction fo
initiatives and comments on proposed changes as
market changes

Providing administrative support.

Reviewing, verifying and processi@§P invoiceand
matching payment requests to
kWh/savings/customers.

Ensure all reporting and documentation is submitte«
in a timely manner and accurate.
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e Conducting evaluation, measurement and verificatic

EM&V CSP of energy savings

e Coordinatingprotocols with the Statewide Evaluator

¢ Gain knowledge of products and services best suite
for increased energgfficiency

Building e Allowing for pre and post audits.

Owner e Purchasing energy efficient equipment to replace

outdated or nonefficientequipment and completing

PPL Electric rebatepplications

Direct e Conducting free energy assessments and install
Discount energy efficient measures.

Program e Providing customers with energgfficiency options.
Approved e Attending requiredraining for program participation.
Contractors

Estimated Participation

It is anticipated that a total 400@bates and incentives will be distributed to customers as part
of the Prescriptive Equipment Program (GNI). It is difficult to calculate an exact number by
measures because of uncertainty in the marketplace, changes in the TRM that may require
reducing a rebate, and customers not having available resources to participate.

It is estimated that approximately 30@NI customers will participate in the Direcs@unt
Program in Phase Il. The average Direct Discount project is expected to be lB¥j008ote:
Direct Discount will now be promoted to schools. This is a direct result of discussion at a
stakeholder meeting.
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Estimated ProgranBudget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and CeEtfectiveness

TableQ6: Prescriptive Equipment PrografGN) Summary of Project Benefits, Costs and Gost

Effectiveness
Benefit/Cost Plan Year
Total
Component PY5 PY6 PY7
Savings (MWh) 23,144 25,954 24,555 73,653
Capacity Savings (MW 3.90 4.30 4.09 12.29

Total Resource Cost | $10,514,173 $11,600,560 $11,080,499 $33,195,232
Direct Participant Costy $4,584,697| $4,995,307| $4,810,430, $14,390,434
DirectUtility Costs $5,929,476| $6,605,254] $6,270,069 $18,804,799
Customer Incentives $4,774,919] $5,325,044| $5,052,405 $15,152,368

EDC Labor, Materials § - ¢55 5501 g00.000|  $90,000]  $270.000|

Supplies
CSP Variable Costs $1,064,557| $1,190,210, $1,127,664] $3,382,431]
CSP Labor, Supplies &
Marketing $0 $0 $0 $0
TRC Test
NPV Benefits $47,245,889
NPV Costs $30,716,688
Net Benefits (NPV| $16,529,202
Benefit-Cost Ratio 1.54
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Custom Incentive PrograrfGNI) 20132016
(GNI Sector)

Summary

The Custonincentive PrograniGNI)offers customers flexibility in their choicd energy
efficiency projectsCustom Incentive is intended for energfficient measures not covered by
other Phase IProgramsAn incentive is based on kWh reduced or project costigete vary in
size and scope. Customers must agree te prel posttesting to verify savingghe same CSP
responsible for implementing thBrescriptive Equipment Programwill also implement the
Custom Incentive Program. This will make communicationsauvistomers and trade allies
more effective cornvenientand efficient

Objectives
The objectives of th€ustom Incentive Program (GMig to:
e Encourage PPL Electric GNI customers to instaldifgliency equipment not
AyOf dZRSR Ay tt [ EQuipBcOolrogfa®.Qa t NBa ONRLIIA GBS
e Encourage qualifying equipment repairs and optimization and operational or
process changes that reduce electriggnsumption.
e 9y O2dzN}F 3S || GoK2f S TF-effdiantyhA Geé F LIINRF OK (2 Sy
e Increase customer awareness of the features and benefits of electric energy
efficient equipment.
¢ Increase the market penetration of higdfficiency equipment.
e Support emerging technogiies and nosypical efficiency solutions in cosffective
applications.
e Encourage advanced energfficiency strategies required for certification by
national market transformation programs such as Leadership in Energy and
Environmental Design (LEED,Hitecture 2030, ENERGY STRWIdings, or Energy
Policy Act of 2005 (EPAct) tax credits.
e Promote other PPL Electric energfficiency programs.
e Achieve approximatel82 completed projects through 2016, with a total reduction
of approximately 9,120 MWhty

Target Market
This program will be available to @NIPPL Electric customers. The program will target
customers to replace older, inefficient equipment and to educate this customer segment on cost
effective ways to reduce energy consumptidiableR1 outlines the eligibility requirements for
this program.
TableR1: Custom Incentive Program (GNDustomer Eligibility Parameters
Customer Segment GNI

Rate Class All
Building Type Institutional,government, norprofit
Building Vintage Existing and newonstruction

Building Ownership Owner, tenant with owner approval
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Program Description

The Custom Incentive Prograg@NI)provides financial incentives to customers installing

individual equipment measures or systems not covered by the Prescriptive Equipment Program,

extensive energefficiency projects, retr&aommissioning, repairs, equipment optimization, and

operational aml process improvements that result in casftective energyefficiency savings. To

gualify for financial incentives, eligible customers are required to provide documentation that

GKSANI LINPLR2 ASR STTAOASY O effeditdieNdtHeBold andl 88 G KS t NP -
technical criteria.

PPL Electric provides reimbursement following successful implementation of-affaxttve

project. Reimbursements may be reduced based on type or size. The program offers
performancebased incentives based on avoided adueed kilowatt hours (kwWh) resulting from
the project. Incentives are subject to an annual cap for each project and for each participating
customer. Incentives cannot exceed 50% of total project cost.

Implementation Strategy

This program relies on bothSPs and trade allies for implementation. PPL Electric or the Custom
IncentiveProgram(GNI)CSP will handle customer intake and routimgl @rocessing of
applications.The CSP works directly with trade allies and customers to: help identify and
developcugomer project ideasand implementaibn on behalf of the customeihe Custom
Incentive (GNILSP will perform scope analysis, cost, and potential energy savings of proposed
projects; conduct field verification of completed projects; and help to deterrttieereported

energy savings from installed projects. The EM&V CSP will conduct independent evaluations to
determine verified saving$racking monthly savings, and providing reports to PPL Electric.

Program Issues, Risks and Risk Management Strategy
TableR2 presents key market risks to an effective Custom Incentive ProfEiihas well as the
strategies the program will use to mitigate each risk.

TableR2: Custom Incentive Program (GNgsles, Risks and Risk Management Strategy

Market Risks Implications Management Strategy

Higher first cost of e Implementing a project | e Offer customized incentives on
energyefficient can be expensive upfront equipment to offset higher cost.
equipment.

Not a high priority;
limited access to
discretionary
cash/credit.

e This diverse markehay |e Market directly to customers,

run into a situationin decision makers, facility operatorg
Lack of program . . L

which they need tadd or equipment dealers, distributors an
awareness and ) .

replace a piece of trade allies/contractors.

GSYSNBRSyOe
NELX | OSYSYy]
among target
customers.

equipmentimmediately
Theymaybe unaware of
program and may
implement something

0 K (elgiale. A y
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e Decisionmakers are o Develop specific outreach activitie
unawareof the program and educational/promotional
Tenant/landlord e Trade glli(_eglcont_ractors messages to targetecision makers
issues: reaching the have significant |nflueqce and facility pperators _to facilitate
decisic;n maker or on vyhat the.custo_mer is understand_lng of capital budget
trade ally/contractor. buying and installing. and operating concems.
e Engage trade allies/contractors to
promote the program to their
customers.

Anticipated Costs to Participating Customers

The measure rebates are designed to cover approximately 50% of the customer incremental
cost of the project, up to a cap of $250,000 per customer site per year, or $1 million per parent
company per year for customers with multiple facilities, not to exce@¥ of project cost.

These values were chosen to increase participation and provide equity within each sector.

RampUp Strategy

The Custom Incentive Progrgi@Nl)is being continued from Phase | to Phase Il. DUpivig, the
Custom Incentivel@gram CSHiill develop marketing material, including initial program
offering information and case studies, to distribute to customers through both trade allies and
various groups.

Marketing Strategy

The program relies on customer marketing and trade ally promof#iL Electric, the
Advertising CSP, and the CustbroentiveCSP will develop a marketing strategy, which may
include:

e /2YYdzyAOFGAY3 YR LINRPGARAY3I | O00Saa (2 LINRBINF

site.

e tNRY2UGAY3I LINPINIY 2y tt[ 9ftSOGNROQA 6So

e Advertising using newspaper, radio, direct mail, bill inserts, gposgram
advertisements, commercial ads, and other mass media.

e Coordinating advertising opportunities with trade allies.

¢ Developing, publishing and distributing program brochure and sas#es.

¢ Oneon-one marketing tadGNIcustomers through Key Account Managers, Business
Accounts Specialists, and outreach.

e Targeting marketing to facility managers and building or process engineers, building
owners and managers associations, HVAC contractmergy services firms, architects
and engineers, real estate developers, economic development organizations, customer
advocacy groups, trade associations, and other trade allies to encourage installation of
new energyefficient technologies and adoptioof best operating practices.

e Specific outreach to individual tenants as well as building owners and property
managers in leased commercial buildings to encourage participation in the program.

e Targeted marketing to specific sectors identified as havihigla level of unrealized
energyefficiency potential.

e Provide limited time offer initiatives.
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Eligible Measures and Incentive Strategy

The percustomersite cap is defined as one building with one or more meters. Multiple sites
and parent company cap Wvapply to a campus setting or multiple buildings (on the same
property or in different locations) with a common owner.

The measures, eligibility requirements, number of participants, and incentives are approximate
and may change to reflect progress, ofas in TRM, changes in market conditions, and other
factors. For clarity, the measure description, eligibility rating, and incentive description may not
include all details. Examples of custom projects include chiller replacements, air compressor
improvements, equipment controlprojects, and experimental technologies.

Energyefficiency projects must meet a TRC of greater than 1 to be eligible for incentives.

During meetings with stakeholders, questions were raised about inclingbined Heat and
Poweras part ofthe Custom Incentive Prograr@HP projects will be accepted with the caveat
that they meet a TRC of 1.25 or greater. Experience in Phase | with CHP projects provided
valuable insights about the high degree of uncertainties @idfectsthat go into calculating
savings.€.g.hours of operation, energy costs, savings over the lifetime)

TableR3: Custom Incentive Program (GNHJigible Measures

Measure Incentive
Equipment, project or $0.08/kWh Up to $250,000 per customeite per
process improvement saved based on| year or $1 million per parent company
incentive verified savings | per year for customers with multiple
$0.05/kWh sites. Caps are per program year.
CHP projects saved based on| Incentive cannot exceed 50% of the
verified savings incremental cost

Program Start Date with Key Scheduled Milestones

Strategic planning and execution actibems for the Custom Incentiva@gram(GNDare listed
in TableR4. Some tasks will be performed by PPL Electric; others will be led by vag®sswith
administrative support from PPL Electric.

TableR4: Custom Incentive Program (GNBthedule and Milestones
Schedule | Milestones
10/31/12 Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols @BP.
11/30/12 Renegotiate contractvith CSP
12/24/12 | Execute program implementation contract with CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.
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Evaluation, Measurement and Verification (EM&V)

PPL Electriand the EM&V CSP will prepare an Evaluation Plan for the program that describes
the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost
effectiveness evaluation, the néb-gross evaluation, and quality assurance/dgtyatontrol.

9@l tdz2 GA2ya YR v!ikv/ gAff 06S Ay I O02NRIYyOS
the SWE for review/approval.

The Evaluation Plan for this program is expected to be similar tBliase Evaluation Plan for

the Custom ProgranReported and verified savings will be determined using the method

specified in the TRM (algorithm with open variables) to calculate the savings for measures that
FNBE Ay GKS ¢wa o60dzi FNBE RSTAYSR a a0Odzailiz2Yé
rebate. For measures (custom projects) that are not in the TRMCSRvill develop a site

specific M&V plan (SSMVP) thitl be available to the SWEhe Evaluation Plan will define

when SSMVP are required (such as for large projects that meet a defivings size) and when

they are optional. The EM&V CSP will review the SSMVP, confirm the quantity of measures, and
will confirm savings were determined in accordance with the TRM or the SSMVP.

Administrative Requirements

Strategic planning and execoii action items are listed for the Custom Incentive Program (GNI)

in Table R5Some tasks will be performed by PPL Electric; others will be led by various CSPs with
administrative support from PPL Electric.

TableR5: Custom Incentive Program (GNBjakeholder Roles

e Recruiting potential customers.

e Fielding customer calls and inquiries.

e Reviewing applications submitted and verify eligibili
for participation.

e Calculating individual project TRC.

e Providing aplication approval letter to customer.

¢ Communicating effectively with customer, contracto
and key account manager

Primary e Conducting pre and post visit.

Conservation | ¢ Writing SSMV®

Service e Providing reservation letter to customer

Provider e Assistingcustomersin the completiorof allrequired
(CSP) documents.

e Analyzing data and calculate reported savings.

e Providing all required documents to PPL Electric.

e Recording all updates to each project.

e Preparing biweekly update on all projects and
expected completion dates.

e Producing and sendirigcentive checls and letters to
customers.
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Monitoring EEMIS to ensure accurate information.
Overseeing CSP activities to ensure compliance wi
the PPL EE&C, Pennsylvania Public Utility Commis

PPL Electric protocols and PPL Electric.
e Providing updates and communicating effectively w
key account managers.
e Conducting evaluation, measurement and verificatic
EM&V CSP of energy savings.

Coordinating protocols with the Statewide Evaluatol

Key Account | e

Recruiting potential customers.
Explaining program requirements to customers.

Managers e Communicating effectively with CSP, PPL Electric ¢
customer.
e Completing required PPL Electric forms prior to
Customer starting a project.

Agreeing and allowing for pre apdsttesting.

Estimated Participation

It is estimated that there will be up to 32 GNI custom incentive projects completed in Phase II.

TableR6: Custom Incentive Program (GNEpstimated Program Budge§avings Targets and
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CostEffectiveness
Benefit/Cost Component Plan Year Total
PY5 PY6 PY7
Savings (MWh) 4,560 3,420 1,140 9,120
Capacity Savings (MW) 0.65 0.49 0.16 1.31
Total Resource Cost $2,663,548] $2,022,036| $739,012| $5,424,596
Direct Participant Costs | $1,942,048) $1,456,536| $485,512| $3,884,096
Direct Utility Costs $721,500[ $565,500| $253,500, $1,540,500
Customer Incentives $384,000| $288,000| $96,000 $768,000f
EEpCpl'i‘jfor’ Materials & | ¢97 500|  $97,500| $97,500|  $292,500
CSP Variable Costs $240,000| $180,000| $60,000 $480,000|
CSP Labor, Supplies &
Marketing PP $0 $0 %0 $0
TRC Test
NPV Benefits $7,201,075
NPV Costs $5,165,324]
Net Benefits (NPV) $2,035,751
Benefit-Cost Ratio 1.39
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Master Metered Lowincome Multifamily Housing Program 20132016
(GNI Sector)

Summary

The Master Metered Losincome Multifamily Housing Program providggible customers with

anaudit and rebates for instatlg energyefficiencymeasuresA turnkey CSP will be engaged to

manage the program including qualifying buildings, providing a-thatkugh audit and

encouraging installation @nergyefficiencymeasuresReplacing and recycling inefficient

refrigerators is adrge component of the pgram.¢ KS OK2aSy [/ {t 6Aff 62N] 6A
Appliance Recycling C®Rcoordinatk recycling.This is a newnagram offering for Phase Il.

Objectives
The objectives of the Master Metered Ldncome Multifamily Housing Program include:
e Provide energysaving opportunities to customers within the multifamily master
metered housing segment.
¢ Incentivize the adoption, within the multifamily housing segment, of fgfjltiency
and ENERGY STARted appliances, lighting equipment, and HVAC systems.
¢ Enhancedhe adoption of energygaving measures among lémcome populations
within the PPL Electric service territory.
¢ Increase the market penetration of higtificiency technologies.
e Promote other PPL Electric energfficiency programs.
e Achieve approximatel§30,000installed measures through 2016, with a total
reduction of approximately,500MWh/yr.

Target Market

tt [ 9 fMasdl Matef@@I20Wincome Multifamily Housing Prograwill be made available
within the GNI sectora master metered multéimily buildngsidentified as lowincome non-

profit or governmenthousing. Qualifying buildings will be existing structures owned by PPL
Electric customers containing five or more residential units (efficiency apartments or larger with
contained eating and bathingpaces).

TheMaster Metered Lowincome Multifamily Housing Prograwill be delivered using direct
installation, financial incentives, and rebates to drive the adoptioguallifyingmeasures that

address electric efficiency in multifamily buildings. Githehdemographic characteristics of the
low-income customer segment, with comparatively frequent elderly, disabled, and otherwise
disadvantaged occupancies, special care will be taken by PPL Electric and its CSP to be sensitive
to multifamily building residnts. TableSl identifies eligibility parameters

TableSL: Master Metered Lowlncome Multifamily Housing Prograr@ustomer Eligibility

Parameters
Customer Sector(s) GNI
Rate Class GS1, GS3
Building Type Multifamily
Building Vintage Existingouildings
Building Ownership Owner
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Program Description

TheMaster Metered Lowincome Multifamily Housing Prograiargets energyefficiency
improvements in nosprofit master metered multifamily lowncome housing buildings. In
securing participationthe MasterMetered Lowlncome Multifamily Housing Progracombines
marketing with the active recruitment of qualified master metered multifarbiyldings

TheMaster Metered Lowincome Multifamily Housing Prograwill provide a free basic
walkthrough audits for masr metered multifamily buildings, followed by general analyses and
reports of potential savings for building owners through direct installation and prescriptive
efficiency measures.

Financial incentives are made available to qualified buildings. Thesetives help to offset the
incremental cost differences between higifficiency and baseline measures. Incentives will be
offered to enhance the adoption of higdfficiency measures that address system controls,
lighting, appliances, and HVAC systems.

Implementation Strategy

PPL Electric will identify and select, througtoanpetitivebid process, a turnkey CSP to manage
the Master Metered Lowincome Multifamily Housing Prograrhe CSP will undertake a broad
spectrum of responsibilities, including markeg to and recruiting potential buildings,
conducting walkthrough audits, managing higfficiency product installations, and educating
building owners and tenants on enekgfficiency. PPL Electric willovidestrategic direction,
program support, evaluaon, andEEMIS, thelata management systemmsed to collect program
data. Participating multifamily building owners will be responsible for completing rebate
applications, as necessary, with guidance from the CSP

The CSP will act as tMaster Metered Lav-Income Multifamily Housing Progrdirnkey
FRYAYAEGOUNI G2NI YR KIFIYRES (GKS AYAGAFGA2YS LI yYyAy
through the key steps listed below.

e The CSP will be the primary source of marketing foMlaster Metered Lowincome
Multifamily Housing Prograntombining active recruitment of prospective buildings
with advertisement through multifamily stakeholders (housing finance agencies,
housing authorities, and property associations).

¢ Participating building owners will workith the CSP to verify their eligibilities, undergo
walk-through audits, understand savingmtentials, and act on incentive opportunities
through prescriptive rebates and direct installation measures.

e CSPs will manage building auditing andittstallation of higkefficiency measures,
sourcing expertise internally or from their own affiliated contractors.

e CSPs will conclude projects with the completion and payment of rebates for building
owners, accompanied by measurement, verification, and dsaaagement of eligible
installed measures.

Program Issues, Risks and Risk Management Strategy

TableX2 presents key market risks to an effectiviaster Metered Lowincome Multifamily
Housing Prograras well as the strategies the program will use togaite each risk.
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TableS2: Master Metered Lowlincome Multifamily Housing ProgranssuesRisks and Risk
Management Strategy

Program Issues

Risks

Management Strategy

Higher upfront costs
for high-efficiency
equipment.

¢ Building owners may

chooselessexpensive less
efficient equipment as
replacements.

The period of cost recoveny
through energy savingsay
be too high

Building owners often face
restrictions on the levels of
capital they may keep in
reserve.

o Market energyefficiency planning as
a straegy for properties to become
more attractive for grants through
more stable energy bill outlooks for
the future.

o Offer rebates that help to reduce
incremental costs.

¢ Engage building owners in lotgrm
energy planning for their properties.

Equipment igypically
replaced only upon
failure.

There is littleincentiveto
upgrade equipment that is
still operational.
Equipment can be expecte
to fail in similar time frameg
since the equipment was
likely to be installed
concurrently.

¢ Encourage fulbuildingequipment
replacements upon the initial failure
of the first piece of eligible
equipment.

¢ Capitalize othigh energy savings du
to the scale of replacemeruf
replacinglighting and appliance

Efficiency is not
commonly prioritized
during retrofitting.

Highefficiency equipment
is viewed as too expensivel
Building ownersnayhave
an incomplete
understanding of energy
flows in their properties.

¢ Conduct audits to display to owners
the relationship between building
systems, operating expenses and
occupant omfort rates.

¢ Offer planning assistance and
incentives to enhance energy savin

Audits are costly
without guaranteed
participation.

Comprehensive audits
could be paid for by PPL
Electric but could result in
few or no claimed kWh
savings due to low
participation, increasing thd
cost per kWh saved.

¢ Conduct walkthrough audits to
identify potential energy savings at
low cost to PPL Electric.

e Customize walkthrough audits to a
focus on electric systems.

e Offer, for a limited number of
customers, a comprehensiaidit.

Anticipated Costs to Participating Customers
The incremental costs incurred by building owners participating irMhster Metered Low
Income Multifamily Housing Prograwill be subject to their level of participation and the type
of high-efficiency equipment installed under the program. Building owners whose buildings
undergo walkthrough audits will have access to both direct installation measures and rebates

aKLF
savings.
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RampUp Strategy

The multifamily housing market is often difficult to penetrate with eneeffjciency incentives
because ofimited capital held in reserveMarketing and relationships with housing associations
will be criticalto the successful implementation tdie Master Metered Lowincome Multifamily
Housing Programrhe CSP will begin operations with a ramppstrategy that focuses heavily on
marketing, recruiting, and engaging building owners and related associationsyddlby the
execution of walkthrough audits. The CSP lvdgllequiredto develop a campaign that both
advertises to and recruits potential project participants. Walkthrough audits and the direct
installation of many measures will allow the CSP to builticag initial relationship with

building owners and tenants. Thdaster Metered Lowincome Multifamily Housing Progrderé
PYSs likely to have a strong relationsHipilding and marketing focus, in addition to
conducting walkthrough audits and higffficiency installations. These will be steadily
implemented ovelPY6 and PY7

Marketing Strategy

TheMaster Metered Lowincome Multifamily Housing Prograwill rely on a combination of
recruitment and advertising to secure participation in the program. ThewillS8entify

candidate building owners through collaboration with housing agencies and property
associations, and present to them the opportunities of the Multifamily Housing Efficiency
Program. Public advertising will serve as a secondary method tafilant attract customers
that may not be affiliated with any housing organizations. Strategies for marketing multifamily
incentives may include:

¢ Engaging housing organizations, public housing authorities, and key market partners
(e.g., Keystone HELP ardAA) within the PPL Electric service territory to promote
energyefficiency and thévlaster Metered Lowincome Multifamily Housing Program
throughout their networks.

e Engaging building owners on enefgianning topics to explain how higfficiency
equipmentmakes a property better prepared for future energy price fluctuations and
more attractive to investment from public housing support funds.

e Offering free walkhrough audits and direct installation measures to enhance trust and
increase owner awareness efficiency opportunities.

e Advertising, as deemed necessary, in property management publications, local
newspaper property sections, and other mass media.

¢ Branding marketing materials with the ENERGY STAR® insignia.

e Crosspromoting through other PPL Electefficiency programs.

Eligible Measures and Incentive Strategy

TheMaster Metered Lowincome Multifamily Housing Progranffers free walkthrough audits,
direct installation measures and financial incentives in the form of rebates. Prescriptive rebates
and performance eligibilities will be fixed foertainmeasures. Other measures and their

rebates will depend on calculated energy savifigbates will be paid by checkdastomers

who complete and submit to the CSP proper applications and documentititve efficiency
measures installed.

Listed below inrable R3re the proposed measures and incentive levels fortaster

Metered Lowlncome Multifamily Housing Progratm be offered by PPL Electric to eligible
customers. The listing includes those meses deemed to be appropriate for master metered
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low-income multifamily buildings. Occupants of units in multifamily buildings that are
individually metered remain eligible to participate in savings under the Residential program.
Owners of master metereduildings with fewer than five units remain eligible to participate in
PPL Electric programs under the Limeome WRAP program.

PPL Electriwill perform periodic reviews ahe Multifamily Housing Efficiency Progranleast
annuallyand may adjust reba&tand incentive levels, performance standards, and participation
criteria as market conditions change in the future. PPL Electric will track customer installations

and include such data within its annual report on the program.

TableS3: Master Metered Lowlncome Multifamily Housing Prograriligible Measures

Measure

Eligibility Rating

Incentive

Walkthrough audit

Multifamily buildings serving low
income occupants

Free (~$400 value)

Beverage machine

Added to NOoFEENERGY STAR®

. Direct Install
controls machine
Smart power strip - Direct ISrf;[tall’ 1 per
Screwln CFLs (13W & ENERGY STAR ® Direct Inst_all, 12 per
23W) unit
Lowflow faucet aerator Electric hot water Direct ISrf;[tall’ 1 per
Lowflow showerhead Electric hot water Direct Ins_tall, Ter
aerator unit
Water heater pipe Electric hot water, 10' section, 3/4 .

Direct Install

insulation

thick

LED exit sign replacing

20W replaced, singisided

Direct Install, where

existing exit sign 40W replaced, doublsided applicable
Recyclgwith replacement) $35
Refrigerator Recycle (without replacement) $35
New ENERGY STAR® replacem $100-$300
Recycle (with replacement) $35
Freezer Recycle (without replacement) $35
New ENERGY STAR® replacem $100$200
Dishwasher ENERGY STAR®, electricnapéer $25
Clothes washer EN_ERGY STAR@, electric hot wa| $50.$125
installed in a common space
Ice Machine ENERGY STAR® $15
Room AC recycling Retire(without replacemeny $25
Room air conditioner ENERGY STAR® $30

Ductless minsplit heat 9b9wD, {¢!wtx x
pump (< 5.40ns) 8.2 $0.40 per kWh savec
Central air conditioneand X (99w mc | $0.40 per kWh save

ASHP

Packaged terminal air
conditioner (PTAC)

Throughthe-wall seltcontained

unit, 2 tons of cooling capacity or|

$0.40 per kWisaved
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less
DX packaged air
conditioner system (> 5.4 X MM®Pp 99 w| $0.40 per kWh savec
tons)
Screwln CFL (7¥26W) ENERGY STAR® up to $2
Highperformance 18 Replacing 1.2 up to $4
fixture Replacing B up to $4

Program Start Date with Key Schedul&tilestones
Strategic planning and execution action items are listed below for the Multifamily Housing
Efficiency Program.

TableS4: Master Metered Lowlincome Multifamily Housing?rogram Schedule and Milestones
Schedule | Milestones
10/8/12 Developdetailed work scopes, selection criteria, terms and

conditions, and quality assurance protocols for CSP.

10/10/12 Issue RFP for CSP.

1/31/13 Execute program implementation contract with selected CSP.

TBD Receive PUC response for approval/deniaaftract.
6/1/13 Launch program.

Evaluation, Measurement and Verification (EM&V)

PPL Electric and the EM&V CSP will prepare an Evaluation Plan for the program that describes

the scope, objectives, and methods for the impact evaluation, the praaessation, the cost

effectiveness evaluation, the néb-gross evaluation, and quality assurance/quality control

(QAIQC)9 @I f dzt GA2ya IyR v!ikv/ gAfft 06S Ay | OO02NRIyYyOS
submitted to the SWE for review/approval.

Reportedand verified savings will be determined for each installed measure using the method
specified in the TRM (algorithm with open variables for some measures; fully stipulated savings
for other measures) to calculate the savings of each measure, and theth&usavings of all
measures in this program. The EM&YV CSP will confirm the quantity of measures and will confirm
savings were determined in accordance with the TRM.

Administrative Requirements

PPL Electric staff will oversee the operations and administraif theMaster Metered Low
Income Multifamily Housing Prograableb lists the major anticipated participant roles for
the Master Metered Lowncome Multifamily Housing Program

TableSb: Master Metered Lowlincome Multifamily Housing PrograrBtakeholder Roles
e Marketing and advertising.

Primary e Recruiting potential projects.
Conservation | ¢ Collaboration with housing agencies and associatio
Service to understand and penetrate the multifamily market.

Provider (CSP| e  Verifying eligibility for partipation.
e Conducting walkthrough audits.
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e Installing direct install measures.

e Preparing savings potential reports for audited
buildings.

e Sourcing the installation of efficiency measures.

e Educating participating building owners and their
tenantswith multilingual materials.

e Assisting the completion of rebate applications.

e Processing rebate payments to participants.

e Managing and reporting customer data.

e Fielding customer calls and inquiries.

e Operating with sensitivity to unique tenant needs.

e Coordinate withthe appliance recycling CSP.

e Guiding program strategy.

e Providing administrative support.

e Reviewing, verifying and processing CSP invaicgs
matching payment requests to
kWh/savings/customers.

e Overseeing CSP activities to ensure compliavite
EE&C, PPL Electric and Pennsylvania Public Utility
Commission protocols.

e Conducting evaluation, measurement and verificatic

EM&V CSP of energy savings.

e Coordinating protocols with the Statewide Evaluatol

e Hosting a walkthrough auditerformed by the CSP.

Building e Scheduling the installation of measures with the CS

Owner and its affiliates.

e Filing rebate applications for completed measures.

PPL Electric

Estimated Participation

Participation levels were estimated by evaluating the multifamily housing markieeiservice
territory of PPL Electric in collaboration with the Pennsylvania Housing Finance Agency (PHFA)
and local housing authorities, and by consulting utilities with already active multifamily
efficiency programs. In order to best engage building essrwith limited capital in reserve,
incentives were adjusted to offer substantial rebates within the financial scope of the program.

It is estimated that aotal of 88 walkthroughaudits will be performe@nd approximately
130,000energyefficiencymeasures will be installed and refrigerators repldemd recycled
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Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and Ceiftfectiveness

TheMaster Metered Lowincome Multifamily Housing Prograisiexpected to achieve an
estimated savings &f,00010,000MWh/yr. Overall coskffectiveness and projected savings
levels are summarized fable$5.

Table6: Master Metered Lowincome Multifamily Housing PrograrBummary of Project

Benefit/Cost Component Plan Year Total
PY5 PY6 PY7

Savings (MWh) 2,306 2,154 2,103 6,562
Capacity Savings (MW) 0.39 0.36 0.35 1.11
Total Resource Cost $1,186,287| $1,246,021| $1,187,535/ $3,619,843
Direct Participant Costs $438,777| $474,501| $441,377| $1,354,656
Direct Utility Costs $747,510, $771,519| $746,158| $2,265,187]
Customer Incentives $385,178| $409,151] $383,680| $1,178,009
EDC Labor, Materials & Suppliey $150,000] $150,000{ $150,000 $450,000|
CSP Variable Costs $0 $0 $0 $0
CSP Labor, Supplies & Marketin| $212,332| $212,368| $212,478| $637,178

TRC Test
NPV Benefits $3,758,811
NPV Costs $3,354,002
Net Benefits (NPV) $404,809
Benefit-Cost Ratio 1.12
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School Benchmarking Program 20132016
(GNI Sector)

Summary

The School @&xchmarkingProgramwill be offered to up to 25 schools per Program Year. A

turnkey CSP will be enged to manage this progrartsing modeling tools, the CSP will work

with school administrators to evaluatetal building energy use. School administrators will be

provided with information they can use to euake short and long term eneregfficiency go&s

and payback for energgfficiency investment opportunities. The CSP adbprovide school

administrators with information about PPL HieBlA O Qa NXol 1Sa FyR AyOSyiGA@S:

PPL Electric has offered School Benchmarking outside of Act 129 in the pastgllthere are
no quantifiable savings associated with this program, responding to requests and discussion
from Stakeholders during Stakeholder meetings, PPL Electidatkto include this program.

Objectives
The objectives of the School Benchmarkiftggram are to:
e Provide an opportunity for school districts within the PPL Elget#critory to
participate in benchmarking.
e ¢CNIAYy a0OKz22fa 2y GUKS | o{ > 9YDBANRBYYSYyGlft tNRBG
tool and encourage and assist schools inieghg the ENERGY STAR® label.
¢ Educate shools about their energy usagéd provide recommendations on how to use
energy more wiselgnd onPPL Electric rebates and incentives
e Collaborate with the U.S. Department of Energy and the Pennsylvania Depanfment
Environmental Protection on their benchmarking initiatives.
e Promote other PPL Electric Energy Efficiency and Conservation programs.
e Obtain participation of up to 75 schools through 2016. There are no MWh/yr. savings
with this program.

Target Market

The School Benchmarking Program will be available to Institutional customers who operate a
kindergarten through 12-grade school within the PPL Elediervice territory. This program is
available to public, private and parochial school distriCeke T1 identifies eligibility

parameters
TableT1: School Benchmarking Progra@ustomer Eligibility Parameters
Customer Sector(s) GNI
GS1, GS3, LP4, LP5, 14381,
Rate Class GH2
Building Type SchoolClassroonBuildings
Building Vintage All
BuildingOwnership Owner or tenant
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Program Description

The School Benchmarking Program is designed to provide schools with the opportunity to
GKSAN) a0K22taQ SySNH& dzasS yR 02aid 6Al

0 SYOKYL NJ

report receivedby schoolprovidesO2 y & & NHzOG A @S NB a dz G a
energy usage. The report will detail specific characteristics and energy indicators for each of the

RAAGNROGQa

LI NI AOALI GAy3

8 OK 2 2dledtric hsf (et sipiave y 3

foot, heating fuel use per square foot and per heating degree day, and energy cost per square
foot and per student. Additionally, assistance will be provided to schools in developing action
plans to reduce their consumption.

If a £hool performs exceptionally well (in the top 25 percent in the country), the schaypl

also qualify for the ENERGY STAR® label. If this occurs, the School Benchmarking Program will

assist schools in achieving the ENERGY STAR® label by providing texdist@ate to complete
the application process.

Implementation Strategy

PPL Electric will identify and select, through a CSP bid process, a turnkey CSP to manage the

School Benchmarking Program. The CSP will undertake a broad spectesparfsibilities,

including:

e Marketing to and recruiting potential schools to participate in the program.

e Assisting schools in gathering and transferring their energy consumption and building

data.
e . SYyOKY!

Ny Ay3a SIOK &aokKz2z2f¢

e !X 2FIRAY3I RIFEGlI Ayiz
¢ Providing schools with a detailed repdinat itemizes(at a minimum) energy indicators,
graphics that highlight montko-month energyuse trends, and orcost and lowcost

energyefficiency recommendations.
e Assisting schools in developing an action plan based on the results of the data.

Program IssueRisks and Risk Management Strategy
TableT2 presents key market risks to an effective School BenchmguRrogram as well as the
strategies the program will use to mitigate each risk.

Table T2: School Benchmarking Progralssues, Risks and Risk Management Strategy

dgdenghmarking Bftware.t Q &
9t ! Qa t2NIF2fA2 al yl3ISN

Program Issues

Risks

Management Strategy

School not interested
in being
benchmarked.

¢ Schooloes not want to be
compared with other
schools.

¢ Promote to the customer the
numerous benefits of the program,
while emphasizing confidentiality an
the potential for energy savings.

School does not have
resources available to
gather energy
consumptionand
building data.

¢ School does not want to
sign up for the program du
to a lack ofesourcesor if
it does sign up, does not
provide the data necessary
to complete the
benchmarking.

¢ Assist in alleviating some of the
burden from administrators in
acquiing the data by working with
each school on transferring data, ar
accepting the information in a variet
of formats including utility bill hard
copies, PDd; spreadsheets, or direct

access from natural gas utilities.
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Anticipated Costs to ParticipatinGustomers
There are no direct costs incurred by customers for this program.

RampUp Strategy

The CSP will begin operations with a raogpstrategy that focuses heavily on marketing and

recruiting eligible schools. This will be followed by gathering enssggumption and building

RFGFZ YR SYGSNAy3d (G4KS RIGIS AYR2 96 RDa/ t2NA TS KAt
The CSP will work with eaath®ol on transferring the datand will be able to accept the

information in a variety of formats includingility bill hard copies, PDF files, spreadsheets, or

direct access from natural gas utilities.

Marketing Strategy
The School Benchmarking program will rely on the recruitment of schools to participate in the
Program. The CSP must secure a qualifiedflischools within the PPL Electric service territory
for recruiting purposes, and will identify candidates through phone solicitation, letters, and
meetings at school associations. Strategies for marketing may include:
¢ Sending letters and emails abouttiprogram to school districts.
e Offering free webinars about the program for school administration and maintenance
personnel.
e Crosspromoting through other PPL Electric Energy Efficiency and Conservation
programs.

Eligible Measures and Incentive Strategy
None

Program Start Date with Key Schedule Milestones

Strategic planning and execution and schedule for the School Benchmarking Program are listed
in TableT3. Some tasks will be led by PPL Electric; others will be led by various CSPs with
oversight by PPElectric.

Table T3: School Benchmarking Progra8tart Date with Key Schedule Milestones
Schedule | Milestones
11/13/12 Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.
11/14/12 Issue RFP f@@SP.
3/1/13 Execute program implementation contract with selected CSP.
TBD Receive PUC response for approval/denial of contract.
6/1/13 Launch program.
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Evaluation, Measurement and Verification (EM&V)
Since this program provides no savings, tHéey will be no EM&V required.

Administrative Requirements
PPL Electric staff will oversee the operations and administration of the School Benchmarking
Program.TableT4 lists the major anticipated roles for the program.

TableT4: School Benchmarking Progra8takeholder Roles

e Marketing to and recruiting potential schools.

e Verifying eligibility for participation.

e Assisting schools in gathering and transferring their
energy consumption anduilding data.

e Benchmarking each school utilizing benchmarking
software.

Egrr?sagvaﬂon- | LX 2 RAY3 REGF Ayid2 ot!
Service provide a whole building score.
Provider ¢ Providingschools with detailed reports itemizing (at .
(CSP) minimum) energy indicatorgyraphics that highgit
month-to-month energyuse trends, and ngost and
low-cost energyefficiency recommendations.
e Assisting schools in developing an action plan base
on the results of the data.
e Managing and reporting customer data.
e Fielding customer calls and inquiries.
e Guiding program strategy.
¢ Providing administrative support.
¢ Providing electricity usage data to the CSP.
PPL Electric | ® Overseeing CSP activities to ensure compliance wit

EE&C, PPL Electric and Pennsylvania Public Utility
Commission protocols.

e Ensuring dlreporting and documentation is submitte
in a timely manner and is accurate.

¢ Conducting evaluation, measurement and verificatic

EM&V CSP of energy savings.

e Coordinating protocols with the SWE.

Customer e Providing access to energy data.

Participation
Up to 25 schools per plan year are expected to participatearSithool Benchmarking Program.

Estimated Program Budget, Estimated Percent of Sector Budget Attributed to Program,
Savings Targets and CeEftfectiveness

Over the duration oPhase 1] the School Benchmarking Program is not expected to yield savings
in electricity consumption. Costs for the program are summarizdableTs.
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TableT5: School Benchmarking PrograBummary of Project Benefits, Costs and Gost

Effectiveness
, Plan Year
Benefit/Cost Component Total
PY5 PY6 PY7
Savings (MWh) - - - -
Capacity Savings (MW) - - - -
Total Resource Cost $100,000( $100,000{ $100,000( $300,000
Direct Participant Costs $ - $ - $ - $ -
Direct Utility Costs $100,000{ $100,000| $100,000( $300,000
Customer Incentives $ - $ - $ - $ -
EDC Labor, Materials & Supplief $10,000 $10,000 $10,000 $30,000
CSP Variable Costs $ - $ - $ - $ -
CSP Labor, Suppliesviarketing $90,000 $90,000 $90,000( $270,000
TRC Test
NPV Benefits $0
NPV Costs $277,985
Net Benefits (NPV) $(277,985)]
Benefit-Cost Ratio 0
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Continuous Energy Improvement Program

(GNI Sector)

Summary

20132016

Ten school districts wille identified midyear PY®6 to participate in the ContiruoEnergy
Improvement ProgramEach district will select alsool or facility to participatend will then

develop a Sustainable Energy Management Plan to implement throughout the entire district
during PY7. Each district will identify a program lead which may range from a facility manager or
energy expert to a teacher or an administrator. The districts will work together during the
monthly meeting led by the CSP to share best practices. At the ehé pfogram, each district

will have an energy reduction goal, a methodology for measuring energy savings, and a plan to

continually improve energy performance.

Objectives

The objectives of the Continuous Energy Improvement Program are to:

¢ Encourageustomers to identify energgaving opportunities by focusing on behavioral
changes and fostering sustainability through individual engagement.

e Assist school districts in defining an energy vision, resources, and goals of their own
energyefficiency progran.

e Demonstrate howtheProgramf A & Ay idi2 GKS aOKah RAAGNROGAQ
systematic approach to quantify the success of energy management.

¢ Raise employee and student engagement surrounding activities that directly influence
the amount of energgonsumed by systems and the schools.

e Promote other PPL Electric energfficiency programs.

e Achieve participation with 10 schools/school districts through 2016, with a total
reduction of approximately 3,500 MWh/yr.

Target Market

TheContinuous Energynprovement Progranprimarily targets school buildings, school
districts, or school campuseBableU1 identifies eligibility parameters.

TableU1: Continuous Energy Improvement PrograBustomer Eligibility Parameters

Customer Sector(s) GovernmgntNonproflt,
Institutional
Rate Class GS1, GS3, LP4, LP5,,1G361,
GH2
Building Type K-12 schools
Building Vintage All
BuildingOwnership Owner or tenant

Program Description

Individuals responsible for energy management have three primary goals: maintain comfort and
safety in occupied facilities, eliminate energy waste, and save mémeyder to be good

stewards of both their financial resources and the environment, scrsfwisldtake a proactive
approach to energy management lmgplementing an energy program.
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TheContinuous Energy Improvement Progréonuses on three areas that drive energy savings:
peope, processes, and technolod@y participating, districts wile able tosee an increase in
their energyefficiency resulting in dollars saved or cost avoidantlkeContinuous Energy
Improvement Prograns centered on building a Strategic Energy Management Plan and
includes the following focus areas:

e Energy Policymplementation: Define the energy vision, resource, and goals of the
energyefficiency program.

¢ Employee Energy Awareneddelp proactively engage ideas from staff and/or students
concerning reduction of energy waste and other measures of success. The main
objective is to raise employee and student engagement surrounding the activities that
directly influence the amount of energy consumed by systems and the schools.

e Annual Goals and Objectivelclude a baseline angerformance indicatorso
measure progrss.

e Planned ActionsDevelop, review, and revise inputs, outputs, capital, O&M and
behavioral actionsContinuously improve eneregfficiency by establishing and
implementing effective energy management programs that support all student activities
while providing a safe educational environment.

e Sustainability Teamtmplement a cros$unctional group of egaged employees that is
sponsored by thelA & (i Nchodldugkedintendents.

Implementation Strategy
A turnkey CSP will be engaged to manage the program. PPL Electric staff will provide overall
strategic direction and program management.

PPL Electric wiingage a turnkey CSP to provide the following:

¢ Recruitmentc the CSP will work with PBllectricto screen districts ready and willing to
participate. The CSP will evaluate organizational readiness and assist with Non
disclosure Agreements (NDA).

o Assessmet ¢ the CSP will acquire and evaluate 36 months of consumption data to
developabaseline and a draft energy awareness plan.

e Developmentt  NIAOALI GAy3 RAAGNAOGA oAttt ARSYyGATER
tasked to develop an energy team and partatgin development strategy.

¢ Mentoring¢ the CSP will meet individually with each participating district for a
diagnostic assessment of energy management practices.

e Reportingg the CSP will facilitate monthly webinars and conference calls with all
participating districts designed to share lessons learned, ensayyng techniques, and
management strategies.

Appropriate changes in the implementation strategy, including possibly increasing or decreasing
participation levelsmay be needeth different progran years in order to meet program
targets.

Program Issues, Risks and Risk Management Strategy

TableU2 presents key market risks to an effecti@entinuous Energy ImprovemeRtogram, as
well as the strategies the program will use to mitigate each risk.
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TableU2: Continuous Energy Improvement Prograssues, Risks and Risk Management

Strategy
Program Issues Risks Management Strategy
e Customer participation e PPL Electric employs a Key Acco{
might be low. Manager(KAM)assigned to work

Lack of program
awareness among
customers.

with schoolsThe KAM will assist ir
evaluating districts that are
organizationally ready and willing
to participate.

Customer may not se| e As energy prices decreag] ¢ Quantifysavings using PPL Electri

the benefit of PPL Ectricwill have a customer data
participating due to more difficult time
falling energy prices. encouraging participation

Anticipated Costs to Participating Customers
There are no direct costs inced by customers in this prograrhiowever, school districts must
commit personnel to participate in theontinuous Energy Improvement Prograntivities.

RampUp Strategy
Starting in PY, PPLElectric staff, working with the chosen turnkey CSP, will prepare marketing
materials and reach out togtential school district facilities staff.

Marketing Strategy
Marketing for this program will be the responsibility of t@entinuous Energy Improvement
ProgramCSP. The marketing strategy may include:
¢ Providing online access to the Program via/thg twelssite.
e Meeting directly with districts chosen by PRécEicQa al 22 NJ | O02dzy i&d RSLJI N

Eligible Measures and Incentive Strategy
TheContinuous Energy Improvement Progrdoes not offerebates for measures.

Program Start Date with Kegchedule Milestones

Strategic planning, execution, and schedule for@wantinuous Energy ImprovemeRtogram

are listed inTableU3. Some tasks will be led by PPL Electric; others will be led by various CSPs
with oversight from PPL Electric.

TableU3: Continuous Energy Improvement Progra&thedule and Milestones
Schedule | Milestones

11/13/12 | Develop detailed work scopes, selection criteria, terms and
conditions, and quality assurance protocols for CSP.
11/16/12 | Issue RFP for CSP.

3/1/13 Executeprogram implementation contract with selected CSP.

TBD Receive PUC response for approval/denial of contract.

6/1/143 | Launch program.
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Evaluation, Measurement and Verification (EM&V)
PPL Electric and the EM&V CSP will prepare an Evaluation Plangooghem that describes

the scope, objectives, and methods for the impact evaluation, the process evaluation, the cost

effectiveness evaluation, the néb-gross evaluation, and quality assurance/quality control
(QA/QC)Evaluations and QA/QC willbe inaddR I y OS gA G K GKS
submitted to the SWE for review/approval.

{2904

The Evaluation Plan for this program is expected ta bastom protocoto be written in PY6.

Administrative Requirements
PPL Electric will oversee the operatiomsl administration of theContinuous Energy
Improvement ProgramThe major anticipated roles for the program disted inTableU4.

TableU4: Continuous Energy Improvement Progragtakeholder Roles

Marketing andrecruitment.

Verifying customer eligibility.

Organizing, mentoring, and developing energy tean
at each district.

Fostering an environment that focuses on efficiency

Cpigrr:]:er?/vation and shift-s culture. L .
Service ¢ Developing and dellverlng individual regression
Provider models to track enengsavings.
(CSP) e Assistingschools with uploading data t@ortfolio
Manager.
e Tracking customer data and key performance
indicators.
e Submitting required monthly information to PPL
Electric.
e Guiding program strategy.
. | « Overseeing CSP activities to ensure compliance wi
PPLElectic | = "' 9t SOGNROQA 999/ tfI
Utility Commission protocols.
e Conducting evaluation, measurement and verificatic
EM&V CSP of energy savings.
e Coordinating protocols with the SWE.
e Obtaining approval for participation from school
board or district leadership when applicable.
Customers | * Identifying an energy champion and energy team

members.
Participating in monthly activities as designated by 1
CSP.
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Estimated Participation
Estimated participation levels are shownTable U5and arefor general guidance only.

TableU5: Continuous Energy Improvement Prograrojected Participation

PYs PY6 PY7 Total
Schools 0 10 10 10
Total 0 10 10 10

Estimated Program Budget, Estimat&&rcent of Sector Budget Attributed to Program,
Savings Targets and CeEffectiveness

Continuous Energy Improvement Prograamexpected to achieve electricity consumption
savings of approximate,500MWh/yr. during the Plan. The budget allocatiddWh/yr.
savings through 2016, and overall program esff¢ctiveness are shown ifableU6.

TableU6: Continuous Energy Improvement Progra8ummary of Projected Benefits, Costs,
and Cost-Hfectiveness

Benefit/Cost Plan Year
Total
Component PY5 PY6 PY7
Savings (MWh) - 3,500 - 3,500
Capacity Savings (MW) - 0.50 - 0.50
Total Resource Cost $0 | $555,000{ $30,000 $585,000]
Direct Participant Costs $0 $0 $0 $0
Direct Utility Costs $0 | $555,000{ $30,000 $585,000]
Customer Incentives $0 | $525,000 $0 $525,000|
EDC Labor, Materials &
Supplies ' $0| $30,000{ $30,000 $60,000
CSP Variable Costs $0 $0 $0 $0
CSP Labor, Supplies &
Marketing PP $0 $0 %0 %0
TRC Test

NPV Benefits $670,572

NPV Costs $538,877

Net Benefits (NPV) $131,695

Benefit-Cost Ratio 1.24
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4, Program Management and Implementation Strategies

4.1. Overview of EDC Management and Implementation Strategies

4.1.1. Servicestob@NB JARSR o6& tt[ 9t SOGNROT /{tQad YR ¢NJI
t t [ 9 fiSp@indndatiorsirategy relies on a broad range of Conservation Service Providers

(CSPs), partners, trade allies, commuibiged organizations, and other entities engaged in

energyefficiency to promote, deliver, and support the effective deployment afgpams. PPL

9t SOGNROQA tfly MMREYAATRSKRSE MISREASNDEIOEa Ay 4&dz
EE&C programs, with the majority of CSPs operating as turnkey program delivery contractors.

tt[ 9fSOGNAROQa LINE INI Yhar mRIGLpSHAdS t@eyigage Ndstengers, £ € A Sa |
promote programs, evaluate projects, furnish and install eneffigient equipment, and

provide energyefficiency servicest KS / 2 Y LI y & Q Zch2vesxé&aébiabl@efanck & § 2

of cost, ratepayer value (pddlio benefitto-cost ratio), customer choice, quality service, and

accountability for results with energy savingsadditont t [ 9f SOUG Mz Qa tf Iy GAff
contractors and trade allies where appropriaterecognition othe expertise availabléom

local labor and resources, as well as the importance of stimulating the local economy and

providingmore choices to customers

As outlined in thdmplementationOrder,9 5/ Qa YI & aNBGFAYyX f2y3 gA0GK ¢
NEBGIFAYAY3S + /{t FyR (KS IropeddntatiofiGrRGAMRISR A GK {fF
Electric is choosing to retain its Act 129 Phase | Appliance Recycling C&Praqdired, is

submitting the renegotiated contract and justification for retaining that CSP with this FRhL

9f SOGNROQa LINPOSaa F2NI SOlFfdzad GAy3d YR RSGOSNYAYA)
Appendix F.

PPL Electric will be using thERRemplate that was approved byne Commission in Phasen

April 17, 2009 at Docket No.-BD082069887 PPL Electric has established a sche(kilgure 5)

for issuing RFPs for new programs anaegotiating current programs. All CSP contracts most

likely will be awarded by March 1, 20  dzLJ2y [/ 2YYA&daAzy F LIINRGLEE 27F t
ensure a smooth transition and start of programs on June 1, 2013.

155|Page



Section 4: Program Management and Implementation Strategies

Figure 4Implementation Schedule with Milestones.
The following implementation schedule identifies major tasks and milestones associated with delivery of specific programsumedient of functional CSPs, including
expected dates foaccomplishing each element.

Work scope, | RFP Issged orI %S;ttfcier maﬁlﬂa&;ilng Final EM&V
Program Milestones Stanqlards& renegotiate pending & educational Trade Ally Progr_am Ready to | methodology EM&Y Program Endl
Final current Commission & FEE Outreach Training launch &
Processes contract A procedures
approval applications

Appliance Recycling 10/1/12 10/31/12 11/15/12 5/1/13 4/1/13 5/1/13 6/1/13 4/30/13
Residential Retail 10/26/12 10/26/12 2/22/13 5/1/13 4/1/13 5/1/13 6/1/13 4/30/13
Residential Home Comfort 11/19/12 11/21/12 3/20/13 5/1/13 4/1/13 5/1/13 6/1/13 4/30/13
Residential Energgfficiency 6/4/136/1/
Behavior & Education 10/24/12 10/26/12 3/1/13 5/1/13 4/1/13 5/1/13 14 4/30/13
Student and Parent Energy
Efficiency Education 11/7/12 11/9/12 3/1/13 5/1/13 4/1/13 5/1/13 6/1/13 4/30/13
Prescriptive Equipment
Residential 10/31/12 11/30/12 3/1/13 5/1/13 4/1/13 5/1/13 6/1/13 4/30/13
LowIncome WRAP N/A N/A N/A 5/1/13 4/1/13 5/1/13 6/1/13 4/30/13
LoyIncome EnergEfficiency 6/4/436/1/ ongoing 5/31/16
Behavior & Education 10/24/12 10/26/12 3/1/13 5/1/13 4/1/13 5/1/13 14 4/30/13
E-Power Wise Program 11/14/12 11/30/12 1/31/13 5/1/13 4/1/13 5/1/13 6/?13 4/30/13
Prescriptive EquipmentSmall
C&l, Large C&l, GNI 10/31/12 11/30/12 12/24/12 5/1/13 4/1/13 5/1/13 6/1/13 4/30/13
Custom Incentive Small C&l,
Large C&I, GNI 10/31/12 11/30/12 12/24/12 5/1/13 4/1/13 5/1/13 6/1/13 4/30/13
Master Metered Lowincome
Multifamily Housing Program 10/8/12 10/10/12 1/31/13 5/1/13 4/1/13 5/1/13 6/1/13 4/30/13
Cohtinuous Energynprovement 11/13/12 11/16/12 3/1/13 5/1/13 4/1/13 5/1/13 6/1/1314 4/30/13
School Benchmarking 11/13/12 11/14/12 3/1/13 5/1/13 4/1/13 5/1/13 6/1/13_ 4/30/13

Functional CSP Milestones
Advertising CSP 12/15/12 1/31/13 3/1/13 5/1/13 N/A N/A 6/1/13 12/15/12 1/31/13
EEMIS 10/22/12 1/1/13 3/1/13 10/22/12 1/1/13
EM&V 1/15/13 2/4/13 3/1/13
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Figure5: Program Implementation Strategy and Delivery Rele
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Program Function

Portfolio Planning PPL Electric

Research & Development

Overarching Marketing & Advertising PPL Electric & CSE3

Retailer Management N/A N/A N/A N/A N/A N/A N/A N/A

Marketing & Advertising (Program specific) CSR13

Customer Intake & Routing

Technical Assessment

Project Development CSP1 CSP2 CSR3 CSR6 &

Application Review and Approval CSh CSP CBO CBO CSR7 CSP8 CSP9 CSR10

Payment Processing

Call Center Services

Participation Relations Management

QA

Measurement & Verification

PPL Program Tracking

PPL Electric & CSP1

CSP Management and Coordination

Internal PPICoordination

Legal and Regulatory Affairs

Customer Service

Corporate Communications

Rates

Finance

Purchasing

Meter Operations

IT

PPL Electric

Reporting and Analysis

Internal

PPL Electric

External

PPL Electric and all CSPs
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The CSPs, trade allies, and market partners irfFthare5 above are described ifiableU and TableV
below.

Conservation Service Providers

CSPs are defined as individuals or firms under contract to PPL Electric to provide consultation, design,
administration, management and/or implementation services related to the delivery of its EE&C
LINEINFYad tt[ 9fSOGNRO FYGAOALN 1S& (KIRhasél{ t & GAf ¢
programs.

As described above and indicatedrigure 5 CSP roles may involve delivery of turnkey program services

2NJ Fdzy OllA2ya 6AGKAY 2NJ I ONRPaa LINRPINIYad ! ff /{ta
dzaS 2F GKS /2YLIl yeQa RFGF YI yI 38c¥od §, ustmgrReniceNl O1 A y 3
requirements, quality assurance and control standaashel protocols for addressing quality issues

should they arise (described 8ection §. All CSPs will be required to submit monthly or quarterly

reports to PPL Electric that include custardata and detailed information on installed measures and

incentive transactionstosuppota 9 + > (N} O1 Ay 3 | 3IFAyad GKS tflyQa oc
the Commission (seBection .

TableU: Potential Conservation Service ProvideandProgram Delivery Roles

CSP #] CSP Role

Appliance Recycling CSftrovides a turnkey refrigerator, freezer and room air

1 o .
conditioning recycling program.

Residential Retail Program CSfevelops and/or uses existing relationships with
2 manufacturers and retailers to market and deliver residential lighting and energy
efficient consumer products through existing retail channels.

ResidentiaHome ComfortProgramCSPprovides turnkeyservices for the Whole

House component; energy surveys for customers participating intivedkigh surveys
and assessments for the PPL Electric Residential Energy Assessment & Weathel|
component and delivery of homeaelated energyefficiency measure

EnergyHficiency Behavior & EducatioRrogramCSPprovidesturnkey contractor
4 responsible to deliver Behavior & Education Progranbfiith general residential
customers and lowincome customers.

Student and ParenEnergyHEficiency EducatiorProgramCSPprovides turnkey
5 services for energy education for&thool component, teacher workshggsd low
income parent group workshops.

E-Power WiseProgramCSPprovides energefficiency kits to CommunitiBased
Organizations (CBOs), tral@BO personnebr, in instances where CBO staff or othe
6 trainers are not available or interested, deligevorkshops, distribigsand analyes
feedback forms, and repabn resultsKits will also be mailed to qualified lemwcome
customers.

Prescrigive and CustonSmall C&I, Large C&hd GNIProgramCSPprovidesturnkey

contractor responsible for managing Prescriptive Efficiequipment, Direct Discount
Agriculture, and Customrogramsfor GNI, Small C&nd Large C&Assists customers
andtrade allies in completing applications and deternsimeentives.
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CSP#|CSPRol6 O2 y Qi 0

Master Metered Lowlncome Multifamily HousingCSPprovides turnkeyservices
responsible for recruiting qualified customers; providing audits iedmmendations;

8 coordinating the installation of measures; and assisting customers in determining
incentivesand completing applications.
9 School Benchmarking CS#tovides turnkey energy benchmarking for schools

encouraging schools to take action based on benchmarking results.

Continuous Energy Improvement CSfPovides turnkey services, through a series o
10 | seminars, workshopsnd oneto-one meetingsto assistschool districtsn definingan
energy vision, resourceandgoals fortheir own energyefficiency program.

11 | EM&V CSHprovides independent evaluation, measurement, and verification.

Tracking CSHosts and makes upgrades as necessargrogram activity tracking

12 managemensystem and reporting system.
Advertising, Marketing and PR CSfovidesadvertising ananarketing working in
O2fftF 02N GAZ2Y GAGK tt [ 9 fofad doNmubdisdionsh y
13 | departmen®> ¢ KS 'ROSNIAaAY3I /{tQad 62N] AY

and media buys for television, radio, print, outdobmternet and other advertising For
programs that are not designed as being turnkey programs, the Advertising CSP
provide drect service.

Tradeallies (TA)

¢NI RS ffASa LINPOARS LINRPRdzOG& |yR &aSNBAOSa G2 Odz
not under contract to PPL Electric. Trade allies typically provide products and services under contract to

and directlyfor customers.

TableV: Trade Allies Program Delivery Roles

TA# TA Roles

Lighting andOther Dealers and Installergprovide sales, equipment diagnostics,
maintenance, and installation services for enegfficient equipment, such as
fAIKOGAYT YR LI AFYyOSad ¢KSAS GNIR
applicable programs and rebates; provide essential information for customers tg
understandthe costs and benefits of equipment or servicead encourage
Odzai2YSNER G2 GF1S FTRGIYyGFr3asS 27T alsowil
LI NOIAOALI GS Ay GKS RSEAGSNE 27F tt]
direct installations.

Comprehensive Audit Contractorscnetwork ofi N A Y SR 02y i NI O
2 service territorythat support delivery of the comprehensive audit component of tif
Residential Energy Assessment & Weatherization Program.

Survey Contractors: Yy SG g2 N] 2F 02y G NI Otarétdiyi A ]
supporing delivery of the survey component of the Residential Energy Assessmj
Weatherization Program, the Agriculture Prograandthe Master Metered Low
Income Multifamily Housingrogram
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TA # TARole® 02y QG 0

Residential andCommercial Buildersare builders, developers, remodelers,
contractors, architects, engineersr other market participants that design, develo

4 and build residential and commercial buildings. These trade allies will provide
support delivery for the Wholelouse Program.
5 TechnicaEngineering andenergy ServicesHrms: providesinstallation of energy

efficiency projects for Small C&I, Large @Rt GNI customers.

Market Partners

Market Partners are independent market participants that may proecigservation products and

services to PPL Electric customers and may be supported by funding from the Company, but are not

dzy RSNJ O2y (iNJF OG G2 t t-ihcomefpBgiamdl&ilbesupported by seR@limdked Qa f 2
partners, collectively termedommunitybased organizations (CBOs), which provide eneffigiency

services directly to incomeualified customers. PPL Electric will leverage its existing relationship with

CBOs to expand and enhance its programs as appropriate.

4.1.2 Riskcategories of performance, technology, market, and evaluation can affect the programs
and risk management strategies

SeeSection 1.25: Managing UncertaintyThese issues are further describgidhin each individual
program.

4.1.3. Human resource and contractor resourceneeded to successfully implement Phase Il

PPL Electric expects to use internal staff, CSPs, trade @lH€&sand market partners to promote and
deliver programsand has developed, over the last four years, a robust netwogkdoide theproposed
services. Trainingndensuring contractors are ujp-date on the latest technology and the rebates

being offered are the key to the success of the proposed programs. PPL Electric has included provisions
and funding in its Plan for ongoing contractor recruitment, outreactutraining. Contractors and trade
allies, especially those who meet faeface with customers, have provided us with valuable insights.
PPL Electric will continue to solicit customer and contractor feedback and conduct market research as
part of its proces evaluation to determine where gaps in contractor resources may. atist

information will be used talevelop a plan arouncetainingand recruitment. Combining contractor and
customer feedback with market research will ensure that PPL Electric wiiiirite in making specific
program changes.

The Company will assign Customer Programs Spegialigisorted by administrative and marketing

staff, to oversee each of its CSPs and programs. A Customer Programs Specialist may be responsible for
more than one programyith programs that have a natural fit grouped togeth@PL Electric frequently
evaluates workloads and staffing needwanakes adjustmets if necessary. In all cases, one individual

will be the lead for each program and will be directly accountable for program results.

I RSAONALIIAZ2Y 2F tt[ 9ftSOGNAROQaA 993/ tHRgugs) YIyl3ISY
are provided irSection 4.2.1
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